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Warp’s Wyr-0O-Glass 
A tough galvanized, fine wire base—y% 
inch mesh. Every joint and wire im 
bedded in a cushion plastic for double 
reinforcement. Transparent Plastic ap- 
plied on both sides, fusing everything in 
to one solid weatherproof sheet. High 
est Ultra-Violet transmitting and 
most transparent, flexible window 
material on the market 


Warp’s new all- plas 
tic window material—yet 


thoroughly 


tested in actual use. 


Tough plastic cords, perfectly laminated 
between two sheets of clear waterproof 


plastic 


z, durable, weatherproof 


very transparent. Sfays taut on windows 
elasticity of plastic cords increases re 
sistance to abuse. Supplies Sunshine | 


Warp 
Glass-O-Net 
Very transparent. 
Made on % inch mesh, 


Supplement D. 


Warp’s 





strong, green Cord on 

Cord soaked in waterproof Plastic to 
make a moistureproof seal—and to add 
greater strength. Transparent Plastic 
then applied on both sides, sealing every- 
thing into one solid weatherproof sheet, 
Extra high Ultra-Violet transmission. 


Screen-Glass 
Fine Mesh Wire 


Base. Extremely Durable 


wire screen cloth imbedded in ‘a solid 
sheet of exceptionally clear, waterproof 
plastic which transmits and diffuses over 
50% of the sun’s Ultra-Violet Rays. 
Shatter-proof, unbreakable and airtight. 
As flexible as window screen. 





Flex-0- Glass% 
Absolutely asee 
proof—Unbreakable. 124~ 


Strong, pre-shrunk threads per 


inch. Impregnated with extra high 
ng point Composition that will not 
liscolor or melt in a window. Extra 
Extra Durable. Guaranteed 2 
Admits lots of healthful Ultra- 





WO ll MATERIALS | 








It Pays to Handle 


“WARP’S” COMPLETE LIN 


Only a Window Material made by War 
Brothers Supplies Sunshine Supplement D 
Be sure the Window Materials you sell hav 
the name “Warp's” printed along the edg 


DISTRIBUTED BY RELIABLE JOBBER 
(Not Sold By Mail Order Houses) 


Warp Bros. Sponsor the WLS National Barn Dance 
Every Saturday Night at 9 P.M. - - Tune In | 


WARP BROS. e CHICAGO, ILL 


Pioneers and Leading Producers of Flexible Window Materials 
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Wooster Quality 
Can Best Be Seen By 
Critical Inspection 


SAME FOSS-SETTING 
—SAME FERRULE 
I'M USED TO 
IN WOOSTER \ 
BRUSHES 










MY FAVORITE 
HANDLE—WELL- 
BALANCED AND 
EASY TO USE 






























YES, THEY’RE 
BLENDED 7,2 
ACCORDING TO \ ZY 
WOOSTER’S OWN 
FORMULA 


A 
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ARE THERE 
FIVE DIFFERENT 
LENGTHS OF 
NYLON? 














EACH NYLON 
FILAMENT IS 
y— GROUND FOR BETTER 


{ ~~ HOLDING QUALITIES 
\ 
aw 


\ | 














THE SWING IS TO WOOSTER NYLONS 


Surprising! Not at all when you consider that 






SURE, THEY’RE 
TIPPED BEFORE 
MIXING TO 
CONTROL 
PAINT FLOW 













4 
THEY'RE every dollar invested in a Wooster Foss-Set 


Nylon Brush will return 3 to 5 times the wear 
obtained from any pure bristle brush previously 
purchased — with equal satisfaction and lower 








WOOSTER FOSS-SET NYLONS GIVE 
BETTER PERFORMANCE BY ACTUAL TEST cost. (ia) 


WoosTERN 2: BRUSHES 


THE WOOSTER BRUSH COMPANY + WOOSTER © OHIO 


BRUSH MANUFACTURERS SINCE tae 7 





1F IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH aii 
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Feature YALE’s 


li Oo Se 5 


0 wake up some new business 





YALE’s new Night Latch Merchandiser calls 
customers’ attention to six night latches that 
—everywhere—have demonstrated sale-mak- 





ing abilities. 

We call them the “Night Owl Six” because 
they stand guard all night—but they do a fine 
job, daytimes, creating extra sales in your 
store. 





Reading top to bottom: 21 Springlatch, an 
economical lock for inside doors; 36 Spring- 
latch, an ideal lock for light doors; 80 Spring- 
latch, popular-priced pin-tumbler springlatch; 
040 “One Arm’”’ Springlatch, most convenient 
springlatch ever made; 042 Deadlatch, its 
extra projection gives extra protection; 047 
Deadlatch, automatic extra projection. 

The revolving type G163 Merchandiser— 
brilliant red and yellow—goes along with the 
set of six, at no extra charge. See your jobber 
about setting up this sure-fire display now 


ONS 








er that 

— THE YALE & TOWNE MANUFACTURING CO. 
ll STAMFORD, CONN., U. S. A. 

| lower 





The Name Yale Helps Make the Sate 
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Magnified view of special construction that gives Barrett 
Dublecote Multi-Shingles*+ their exceptional durability 
and weather resistance. Note extra layer of asphalt and 
extra layer of mineral granules at the butt—the critical 
point in a shingle. 





..- because the double-thick butts lock the door on wear and 
weather...and because only top-grade felt, carefully 


DUBLECOTE MULTI-SHINGLES ' 
blended asphalt, and top-quality mineral granules are used 


PROTECTION 2-505 
GOOD LOOKING 
LONG LASTING 


... because the extra thickness makes a more interesting 
roof surface...and because the mineral surfacing 
makes possible a variety of rich blends and solid colors. 


... because the waterproofing cils are sealed into the base 
of the shingle, adding years of life te the roof. That’s 
what makes a roof of Dublecote Multi-Shinglest an 
economical investment for your customer, and a credit 
to your reputation as a fine roofer. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


THE GREATEST NAME IN ROOFING 40 Rector Street, New York 6, N. Y. 
36th and Gray's Ferry Ave. 
Philadelphia 46, Pa. 


Birmingham, Alabama 


Chicago, Ill. 


* Reg. U. 3. Pat. Off. 
¢ Trade Mart of Allied Chemical & Dye Corp. 





¢ 
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2800 So. Sacramento Ave. 
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The new Master No. 3 is a completely new 
1% inch padlock! Twenty per cent heavier .. . 1 HEAVIER ARMORED CYLINDER 
More steel on all sides, even to new re- 


bigger waist line . . . taller by 4 laminations inforced armoring around the keyway. 
of hard wrought steel . . . huskier and stronger GREATER SHACKLE CLEARANCE 


a a : Clearance increased to a full % inch... 
than ever before . . . its genuine brass-cylinder more freedom to meet security needs. 
pin-tumbler mechanism refined to work still HEAVIER STEEL SHACKLE 
smoother and give greater security. Now Added weight and strength where it's need- 
the new No. 3 is a full-fledged member 


ed. . . right at the point of locking. 
SHACKLE MORE DEEPLY 
of Master’s world-famous ‘Secret Service’’ 


IMBEDDED For even greater 


protection, the toe of the shackle 
goes further into the case. 


LONGER SHACKLE SPRING 
Longer, stronger spring that gives 
the shackle still greater snap. 


MECHANICALLY REFINED 
New Master No. 3 completely over- 
hauled inside and out for smarter 
appearance and smoother action. 


series in design and appearance. 

What's more, the new Master No. 3 isn't 
conceited about its growth — there’s no 
crease in price! Order from your jobber now! 


oo 6 © O 


New Master packaging 
with eye-appeal . . . 
and buy appeal! 






Improved SIX WAYS for 
even greater security! 


EVERY ONE Aw OVZS 


Master [ock Company, Milwaukee, Wis. © World's Leading Padlock Manufacturers 
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GOOD CRAFTSMANSHIP...GOOD TOOLS 


Hiseparable 


““CRESCENT”’ is our trade-mark registered in the United States and 
foreign countries for wrenches and other tools. ‘‘Crescent’’ tools 
are made only by Crescent Tool Company of Jamestown, 
N. Y., and are sold by leading distributors everywhere. 


Sign of the Sdrtisan 


= LD) 
RST Yymlol Oo i tecllence 
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JUDD has the hang of pleasing customers. . . 





with handsome... durable... convenient. . . 
| inexpensive ‘“HANG-IT UP’’ HARDWARE 
that every household needs... 


=| 
































JUDD'S 4000 LINE—Bright ‘nickel-plated 
steel, rust resistant finish. Show it and you'll 


sell it. Display board free with initial order. | 


#4000—Toilet Paper Holder #4001—Towel Rack | 
#4002—Utility Rack—hangs flat #4003 — Garment Holder — fast- | 
against, or stands out horizontal ens to bottom of shelf... slides \ 
io wall or door. Descriptive label. easily. Descriptive label attached. \ 





COMPANY, WALLINGFORD, CONNECTICUT 
87 Chambers Street, New York 7, N.Y. 
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BIG REPEAT BUSINESS BECAUSE 
USERS GET REAL SATISFACTION 


BLUE RIBBON SOLES have 
greatest adhesion strength 





DAISY RUBBER HEELS 


Furnished in brown or black in 
Men's, Women’s and Junior Boys’ 
sizes. Extremely tough. 


When your store sells Daisy Blue Ribbon Soles you 
make satisfied customers and build up a growing 
demand for more and more soles. Blue Ribbon Soles 
have an exclusive patented adhesion feature that 
causes them to stick tight until worn out. Each pair 
is attached to an attractive display card—a surpris- 
ing impulse sale builder. There’s nothing extra to 
buy—every pair comes complete, ready to cement 
on. Feature Daisy Blue Ribbon Soles on ,corner 
counter location to get full benefit of the money- 
making turnover possible with these finer cement-on 
rubber soles. Available in men’s, women’s and chil- 
dren's sizes. 


QUICK DELIVERY — FULL LINE 


Daisy Blue Ribbon Soles — rubber heels — force cups — 
spatulas — sink stoppers — tank balls — crutch and chair 
tips and other “Daisy” rubber products listed below are all 
available for prompt delivery. Buyers of household rubber es 
products are urged to write at once for prices and details DAISY 


on Daisy quality line of household rubber products. NA 4 ™ 
ee \& 


SCHACHT RUBBER MFG. COMPANY 4 ee | FAUCET WASHERS 
Huntington, Indiana ee RA! S Ya i) FOR HOT=COLD WATER 




































Bath Sprays—Anti-Splashers—Caster Cups—Door Wedges—Window Wedges—Daisy Basin Plugs—Daisy Sink 
Stoppers—Daisy Bath Stoppers—Daisy Basin Stoppers—Daisy Tank Balls—Soap Dishes—Hose Washers—Bibb 
Washers—Rubber Tubing—Bumpers—Mallets. 
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‘S* Guaranteed by 

Good Housekeeping 
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IT’S PRICED FOR @ 


FEATURE THE [RON THAT SELLS ON SIGHT 


UICKER TURNOVER 


J a a 
ie 
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VENSAML 


FEATURE THE NEW UNIVERSAL BEAM-O-LITE / 


VERY woman who sees this amazingly 

different iron just can’t help wanting 
one. Once you have demonstrated its ex- 
clusive features your customers will never 
be content with an ordinary lower-priced, 
lower-profit iron. The Beam-O-Lite beams 
extra light around pleats and ruffles... 
makes it possible to iron anywhere in the 
house regardless of room lighting. In addi- 
tion, it is packed with other plus-features 
to make ironing quicker, less tiring and 
more convenient. 





6 STAR FEATURES THAT SELL ON SIGHT! 


sae 


BUILT-IN HEADLIGHY pro-* WRINKLE-LESS HEEL is es- be 
tected by, metal grill-work, pecially designed tq keep “3 
makes ironing easy on the fabric from bunching and 4 
eyes. ‘ wrinkling on the back a 
stroke, eas 
EXTRA LARGE SOLE PLATE aa 
actually 29'4 square inches HAND-I-SET FABRIC DIAL ‘et 
of hard aluminum alloy is correctly placed for : 
with cast-in heating ele- Maximum operating effh- 2 
ment combines extraord:- ciency without touching y 
nary dependability and knuckles or fingers. 4 


long-life performance with 


light weight. AIR-COOLED, PLASTIC 
HANDLE gives a natural, 
VENTILATING AIR PORTS comfortable grip...avoids 
protect hand from rising fatigue and allows plenty 
heat, of room for knuckles, 
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BEAM WITH 


e LITE 


.- FOR BIGGER PROFITS : 


The new BEAM-O LITE | we ae al bys we 
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-OWERFUL FALL CAMPAIGN IN NATIONAL 
AGAZINES, NEWSPAPERS AND RADIO WILL 
TURN “BEAM-O-LITE” SALES TO YOUR STORE 





Right through the year Universal will keep the “‘spot- 
light” on the “Beam-O-Lite” with a continuing, dynamic 
campaign of national and local consumer advertising. In 
the big national magazines ...in key market newspapers 
.and over coast-to-coast radio networks this terrific 
campaign will reach every corner of the market. A special 
_ power-packed, localized series of full-color Beam-O-Lite 
: advertisements will reach 40 million Sunday newspaper 


aa readers—will funnel a wealth of high-profit sales to dealers 
MERCI ; r «ec 4 ” ee ° 98 > 4 
Ber Congres Newt AO who “spotlight” the ‘““Beam-O-Lite”’ in their stores. 


THE INDIANS spots STAR 


NAMES OWN TICKET 


+ Heaven’ Bafit Ba . 
Bait Sates Fn int 





Place Your Orders with Distributors Now — Order in Case Lots and Improve Your Profit Margin 
Usual Liberal Discounts Apply 








FRARY & CLARK + NEW BRITAIN, CONN 





LANDERS, 
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HOW SHIRLEY BASE AND WALL CABINET SALES BOOST YOUR PROFITS 





"Yhe valde tine” 


MUIRLEY 


ALL-STEEL KITCHENS 


COPYRIGHT, 194% SHIRLEY CORP., INDIANAPOLIS 


12 


>» Every customer with a SHIRLEY sink —and those who intend 
to buy—are preferred prospects for SHIRLEY base and wall 
cabinets. Follow up these sales ... use SHIRLEY’s new 16-page, 
full color Kitchen Planning Booklet to interest buyers in planning 
their own kitchens. Capitalize on “unit-at-a-time” base and wall- 
cabinet sales to boost your profits. 

> Your customer’s choice of base and wall cabinets is available 
promptly. 

> Surrey kitchens are easy to install . . . and come ready to 
install. SHIRLEY is strictly “package merchandise” with complete 
instructions to your customer on how to make this simple kitchen 
installation. 

> This merchandising set-up pays you the biggest profit. Write your 
distributor today for information on the complete SHIRLEY pro- 
motion to make your store the key “kitchen center” in your com- 
munity. 


SHIRLEY CORPORATION + INDIANAPOLIS 2, INDIANA 
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Got those yearnings 
for bigger earnings? 





CASH IN ON THE 


(HC CAME 


IN RADIO 


CROSLEY 


Every customer isa prospect 
for an all-new 1949 





Crosley radio 


Everybody needs an extra radio—for 
bedroom, kitchen, den, rumpus room, 
for ‘‘personalized”’ listening every day! 
Cash in on this need! Display—sell the 





tae sensational all - new Crosley radios, 
so Offered to you at prices that give you a 
generous mark-up, these Crosley radios 9-113 Walnut Plastic, AC-DC 9-121 Walnut Plastic, AC-DC 


have style, tone and performance your 
customers want—at a price they'll pay. 
And Crosley helps you sell; ‘‘sales con- 
ditions” your customers with powerful 
advertising in popular magazines and 
hometown newspapers, coast to coast. 
You tie-in locally with salés-sparking 
ad mats—displays—hand-out pieces—a 
variety of promotion helps to build 
traffic, speed-up turnover. Get in on this 
terrific ‘‘profit whoppertunity.’’ Contact 
your Crosley distributor today! 


FITS 9-104W Ivory Finish, AC-DC 9-120W Ivory Finish, AC-DC 


Plu! Soneational 





ntend 








wall 
page, Crosley “Island of Profits” 
nning 
wall- Magnify your selling space with this beautiful, compact island 
display. Made of top materials, it has 23 sq. ft. of radio display 
lable area—plenty of room for a selling selection. 8 convenient outlets 
fot plugging in radios. Just the ticket to place your Crosley 
radios in ‘buying range.’’ Supplied to Crosley dealers at cost! 
y to 
plete 
chen 
Shelvador* Refrigerators Frostmasters 
yo Ranges Radios 
aad Radio Phonographs FM 
‘om- 
os Television Shertwave Division — MEL CO Manufacturing Corporation 
Cincinnati 25, Ohio 
NA 7 
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Youll be 
happier witha — 


HOOVER < 


*Reg. U.S. Pat. Off 




























This Fall Hoover advertisements will say to Hoover prospects, 
“You'll be happier with a Hoover.” 


And, of course, Hoover dealers are happier than ever with 
their Hoover franchise, too... 


@ because a Hoover is a great product. It keeps a house brighter, 
colors fresher and prolongs the life of rugs. A Hoover stays 
on the job and not in the service shop. 


@ because customers can now choose from two types of 
Hoover Cleaners. 


@ because people have bought over 7 million Hoover Cleaners, 
more than any other brand. 


@ because Hoover is the great name in cleaners, the name 
women prefer 2 to 1 over any other make. 


@ because Hoover's national advertising is continuous, 
persuasive and big. This new note in Hoover selling — 
“You'll be happier with a Hoover’— will reach over 
225 million readers of national magazines this Fall. 


(Above) New Hoover Cylinder Cleaner, 
Model 50. Cleans by powerful suction. Has 
new idea in dirt disposal —the exclusive Dirt 
Yes, more than ever before Hoover dealers will be 
happier with their Hoover franchise. 


Ejector. No bag to remove. Your hands never 
touch dirt. Easy to store. 


THE HOOVER COMPANY 
North Canton, Ohio; Hamilton, Ontario, 
Canada; Perivale, England 


(At left) New Hoover Triple-Action Cleaner, 
Model 28, with the exclusive Hoover cleaning 
principle —it beats, as it sweeps, as it cleans.” 
Prolongs rug life. Cleaning tools in handy kit 
available for Model 28. 
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Every LYO i Steel Kitchen Cabinet 


CARRIES THE Qi NAVIN Wrote | 
To carry this seal, a cabinet must meet QU ALITY ie 


quality standards—of construction, operation and 
finish—based on laboratory tests that equal f T E ST E D 
20 years of use. 

















STEEL 
KITCHEN CABINET 
| UNSTITUTE © 














That’ s Important to You and to Your Customers 





@ The retailer who sells LYON cabinets can offer 
complete kitchens—virtually custom-built. He can 
also offer single package units in a wide range of 
sizes and types—all with the beauty, efficiency and 
long life finish so characteristic of LYON cabinets. 


With a more plentiful supply of steel, we will 
be able to expand our production. Then we will have 
more of this highly profitable line to offer new 
dealers. Meanwhile... 





New LYON Ironing Table Some dealers have found it possible to furnish 
Seniits BelieniDiten de ain elineied us with cabinet steel—22 gauge cold-rolled. In such 
deliveries on this fast-selling item. Light, strong, cases we will buy the steel from you and ship 


convenient to open and close—has steel understructure : : is -for- — 
and wood top. Get your order in now. Dealer's net kitchen cabinets promptly pound for pound * 


price—F.O.B, Factory $4.55 each. regular published prices. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 923 Monroe Ave., Aurora, illinois * Branches and Dealers in All Principal Cities 


== A PARTIAL LIST OF LYON PRODUCTS 








* Shelving © Kitchen Cabinets © Filing Cabinets © Storage Cabinets © Conveyors ©* Tool Stands ¢ Flat Drawer Files 

* Lockers © Display Equipment ¢ Cabinet Benches © Bench Drawers © Shop Boxes © Service Carts * Tool Trays ¢ Tool Boxes 

* Wood Working Benches ¢ Hanging Cabinets ¢ Folding Chairs © Work Benches © Bar Racks © Hopper Bins ¢ Desks © Sorting Files 
* Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
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Yes sir, Mr. Dealer .. . you'll be amazed and delighted with 
this sparkling, newly designed line of screw and nut driv- 
ers... and the way it steps up sales. Mechanics, craftsmen, 
home shop enthusiasts . . . in fact everyone who likes tools 
... can’t resist the beautiful, clear Amberyl* handles and 
precision-built high quality steel blades. They look like the 
industry's finest, and they are! Fill all your screw driver needs 
from one source through the easy-to- 
read Vaco Catalog, and watch your 
profits grow! 





317 EAST ONTARIO STREET 
CHICAGO 11, ILLINOIS 


*Trade Mark Registered 











9 - pay" Gata? LET THIS BEAUTIFUL SCREW 
FREE ; mplete Size Tables DRIVER DISPLAY HELP YOU SELL! 
0 — 


ne meng i" 


BI o 
Send al ele {\lustrations eI ow ll rage in the 





} 


i 4 


Wa 
‘Hi 


Put one of these eye-catching boards 
out where store traffic can see it and 
watch those drivers sel]! The spark 
ling Amberyl* handles stand out like 
jewels against the cream background 
Board and shelf stock include 110 
mixed square and round regular and 
Phillips blades. This board is a prov- 
en “natural’ for the hardware trade! 


a 
i 


@ More Selling Features Than Any Other Line! 

@ More Styles and Sizes Than Any Other Line! 

@ More Attractive Displays Than Any Other Line! 
@ More Big Unit Sales Than Any Other Line! 
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TIA PLASTER FLOAT 





12 gauge aluminum, hard blade. . . 
light-weight for effortless working. 
Polished and ground, completely as- 
sembled with smooth, easy-to-hold 
wood handle. Size 12” x 4144”. Packed 
6 to a carton, 5 Ibs. per carton. 








43A WOOD FLOAT 


Made of clear, seasoned wood .. . 
smooth finished. No warpage or 
splintering. Furnished completely 
assembled with a comfortable wood 
handle. 12” long x 5” wide x 34” 
thick. Packed 6 to a carton, 5 Ibs. 
per carton. 





16A SPONGE RUBBER FLOAT 


Rubber is securely bonded to alumi- 
num backing .. . hard wear will not 
loosen it. Pure synthetic rubber... 
unaffected by alkali in plaster. Fur- 
nished with smooth, comfortable 
wood handle. Size 9” x 4”, 4” thick. 
Packed 6 to carton, 8 Ibs. per carton. 


* 


MILESCRAFT MASON’S HAND TOOLS 


10A PLASTER FLOAT 


Specially-designed for angles and cor- 
ners. Light-weight, 12 gauge alumi- 
num, _ and ground. Heat- 
treated for lasting toughness. As- 
sembled with smooth, comfortable 
wood handle. Size 9” x 344", %” 
high. Packed 6 to carton, 5 Ibs. 
per carton. 


PS 








14A PLASTER DARBIE 


Hard-surfaced, light-weight, 5/32” 
aluminum plate. Comfortable 18” 
wood rib, made of white pine. 4” 
handle firmly attached to polished 
and buffed blade. Corners rounded, 
edges ground. Size 44” x 4”. Packed 
6 to carton, 24 Ibs. per carton. 


44A CORK FLOAT 





17A PLASTER ANGLE FLOAT 


Light-weight a/uminum casting. Sharp 
corners can be re-sharpened by filing 
to maintain sharp edges. Designed 
with thick inside corners to prevent 
weakening of structure. Size 9” x 
334”, 7%” high. Packed 6 to carton, 
5 lbs. per carton. 





15A PLASTER PADDLE 


Hard, light-weight, heat-treated alu- 
minum casting. Edges are beveled 
to proper angle for fast work. 
Rounded corners. Completely pol- 
ished. 234” wide, 8” long, 34” thick. 
Packed 12 to carton, 8 Ibs. per 
carton. 





Made of select quality, light-weight 
cork. Finished smooth with square 
edges. No handle furnished. 12 
long x 5” wide x 114” thick. Packed 
6 to a carton, 4 Ibs. per carton. 


rere: 


13A PLASTERER'’S HAWK 


Furnished with special, thick sponge- 
rubber callous preventer and kiln- 
dried, hardwood handle. Made of 
12 gauge, hard aluminum plate. Ex- 
clusive method of handle attachment 
guaranteed 3,000 Ibs. Stress on 
riveted flange. 13” x 13” also 12” x 
12” (Model No. 12A). Packed 6 to 
carton, 12 lbs. per carton. 





NOTE: We manufacture 60 other items to fulfill every need for the cement and plaster 
working-man; making the Milescraft Line the world’s most complete line of mason’s tools. 


MILES MANUFACTURING COMPANY 


10409 MEECH AVENUE 
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Highest quality Alston-Lucas Paints 


ox 
ae 
+ 


> 


prices +” will enable you to meet all competition. 





a 
Midd iiidbieee A |scon-Lucas operates no company stores. The 


Alston-Lucas label will be found only in independent, homeowned 
stores. These dealers can meet all competition because Alston-Lucas 
has access to the finest raw materials — produces paint in the most 
modern plants with the newest manufacturing equipment and proc- 
esses. Alston-Lucas relies on you, the independent homeowned store. 


as the only place to sell the complete Alston-Lucas Paint line. 


Tear out this page, pin it to your letterhead, mail it for full in- 
formation to us. No obligation, of course, just a great opportunity. 


ALSTON-LUCAS PAINT CO. 


Oklahoma City, Oklahoma ° Lyons, Illinois ° Worcester, Massachusetts 
Atlanta, Georgia 
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YOU'LL FIND READY ACCEPTANCE for Roebling Bronze Insect Screen 
Cloth . . . Roebling is the oldest, best known name in wire and wire products. 
What's more, Roebling Bronze Screen is a business getter and wins additional 
sales for it's a real investment in lasting service. 


Your hardware jobber, close at hand and ready to make prompt deliveries, will 
fill your orders for Roebling Bronze Insect Screen Cloth. It is available in both 
Bright and in Antique finish . . . its hard drawn bronze wire exceptionally strong; 
stiff without brittleness; and providing maximum resistance to corrosion. 


Sell Roebling Bronze Insect Screen as the finest screen on the market today. And ask () 
your jobber for information about other popular, profitable types of Roebling Insect ; 
Screen, Wire Lath, Panel Cloth, Standard Hardware Cloth and Heavy Commercial- 

ized Galvanized Steel Cloth. John A. Roebling’s Sons Company, Trenton 2, N. J. 


——— <—<« ae ae see aeee Se see eee ae cee eee eee oe eee eee cee eee eee ee eee ee eee a 


% WIRE ROPE AND STRAND * FITTINGS *® SLINGS «Bae a 
* SUSPENSION BRIDGES AND CABLES * AIRCORD, 


AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 


ence LITT & BARD, ANNEALED 08 TEMPERED A CENTURY OF CONFIDENCE 
DESLING 
eae 






FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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New Graphited Lock Fluid Marks 
Advance in Lock Maintenance 


= a specially de- 
veloped graphited lock fluid has been 
introduced to the hardware trade by 
American Grease Stick Co., Muske- 
gon, Mich., as the best protection 
against lock failures caused by freez- 
ing, sticking, rust, and wear. 

This new product contains colloidal 
«raphite, which is graphite ground to 
microscopic size and which can only 
be applied with a liquid carrier. Col- 
loidal graphite applied in this manner 


has a metal plating action. 


The manufacturer claims that: 
(1) Lock-Ease seals out moisture 
and gives best protection against 
Jreezing, even in the coldest 
weather. 

(2) Lock-Ease loosens frozen and 
stuck locks—drives out moisture 
and flushes out old grease and 
dirt — makes them operate effi- 
ciently again. 

(3) Lock-Ease protects lock 
mechanisms against rust and cor- 
rosion—contains an effective rust 
inhibitor—prevents wear. 

(4) Lock-Ease works equally well 
in hottest or coldest climates. 


How It Works 

Lock-Ease is a penetrating fluid that 
creeps into all parts of the lock mech- 
anism where, within a few minutes 
after application, the special “carrier” 
evaporates, leaving a long-wearing 
graphited film that withstands high or 
low temperatures. 


For All Locks 

Lock-Ease has been recommended 
for proper functioning of all types of 
locks and fine lock mechanisms under 
extremes of heat, cold and humidity. 
't is expected to solve the ever-recur- 
ring winter problem of frozen locks. 

Lock-Ease is packaged in a conven- 
ient four-ounce “controlled flow” can 
which delivers a drop at a time or 2 
pressure stream to flush out moisture. 
(Advertisemer: ) 


grease and dirt. 
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_ For counter sales, a colorful easel 
type display is furnished with every 
dozen cans which retail at 35c each. 
The product has been adopted by 
leading oil companies and is fast gain- 
ing acceptance among the consumer 


trade, according to latest reports. It is 


also expected to be very mucli in de. 
mand for shop and building mainte 
nance use. 

Lock-Ease is distributed through 
hardware jobbers. Further details are 
available on request to the manufac. 
turer. 








ITS NEW... LOCK-EASE : 


GIVES BEST 
PROTECTION - 
AGAINST 














IF YOUR LOCK IS APT 
TO FREEZE --- TAKE 
PRECAUTION --- USE 
— LOCK-EA 
r—\\ 4 EASE 








Graphited 


Lock FLUID 





CREEPS /N - STAYS PUT- 
SEALS OUT MO/STURE 






















PROGRESSIVE STEP 
IN LOCK MAINTENANCE 


SELL LOCK-EASE FOR 
IMPROVED SERVICE ON EVERY 


TYPE OF LOCK MECHANISM 
LIST PRICE 356 


ORDER FROM YOUR JOBBER 








CONTROLLED FLOW CAN 


i = =e 
DRY | go NO: 


THIS Way THIS WAY FOR STREAM 
FOR DROPS TO FLUSH OUT 
MOISTURE AWD DIRT 


AMERICAN GREASE STICK CO. 


MUSKEGON, MICHIGAN 
















ADOPTED BY 
LEADING O14 COMPANIES 
AS A BETTER METHOD 
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Interior Doors 


Operation by knob only from either side 
‘at all times. Screwless knob spindles. 





Each set a complete unit, making 
installation quick and easy. No mor- 
tising. The three units satisfy all types 
of doors. Particularly adapted for 
apartment houses and small commer- 
cial buildings. Cast brass and bronze 
construction — four finishes. 









Bathroom and Bedroom Doors 


Operated by knob from either side. 
Center button on inside knob locks against 
-, Outside operation insuring privacy. Emer- 
* gency release of latch easily accomplished 
through outside knob. 





a 
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) GOOD BUILDINGS DESERVE GOOD HARDWARE 
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TAGGING TOOLS 
BOOSTS ABRASIVE SALES 


There are extra profits to be made by ty- 
ing-in abrasives with the purchase of 
related items. “Keep It Sharp” tags make 
this tie-in practically automatic. Order 
your fall supply today. 





Abrasives by ¢ AR 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 
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Vepende- 01 


ELLA 


The related selling program, introduced by 
CARBORUNDUM isa simple... but highly 
effective and profitable merchandising plan. 
It is proving increasingly successful in all 





to tools, direct attention to the need for keep- 
ing them in cutting condition. 


No other item you carry is more naturally 
suited to related selling than abrasives. Tie 


| sections of the country. In Philadelphia, it is . 
: ? tags on tools, cutlery, garden equipment and 
ALES used to advantage by the progressive a many other items. The extra profits you get 
Lb Hardware Company to promote extra sales, more than pay for the little effort it takes. 
> by ty- faster turnover and greater volume of both Your jobber can supply the abrasive displays 
lase of ives 4 Seond ine , . "77> 
a dealin abrasives and related items. We will send you a liberal supply of tags on 
: Displaying abrasives with edged-tools point request. Write direct to the Merchandising 
playing & q & 

Order 


up their close relationship. It creates an added 
demand for both. “Keep It Sharp” tags, tied 





Department, The Carborundum Company, 
Niagara Falls, New York. 
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“The New Improved Adjustable 
CEILING VENTILATOR ¢% Legh 


Space heaters, pipeless furnaces, etc. can now give uniform heat 


in every room. 





Stronger! Better Looking! 
UNI-GRID Floor Register Construction 






Prompt delivery from your LEIGH Building Products Dealer! 
You can heat those upstairs rooms with LEIGH Combination 
Floor and Ceiling Registers. Telescoping metal box fits any 


floor thickness. Also used in walls for getting heat between rooms. 


The Floor Register used on LEIGH Adjustable Ceiling Ventilators is made 
with the new UNI-GRID construction — resulting in a stronger, better looking 
register. Full depth grids, heavy cross members, seamless corners, flat walking 
surface and the new dial operator that “rolls” the valve open — features offered 
only by LEIGH. Complete ventilator consists of black Floor Register, white 


Face and telescoping metal box — packed in individual containers. 


DEALERS! If you are not handling the LEIGH line of metal 
building products — write today for Catalog 47-L and complete 
prices, etc. 


Leigh. 


BUILDING 
PRODUCTS 


A Product of - 
AIR CONTROL PRODUCTS, INC. 


Coopersville, LAKE AVE. Michigan 
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BUILT-IN MAIL 
BOXES 


¥ 


Ne 


4 
i 

4 | 
t 


J > 
U 


— 


DUST CHUTES 


& 

i { 
1 

y \ 
= 


VENTILATORS 





PACKAGE AND 
MILK RECEIVERS 





CLOTHES CHUTE 
pooRs 


. 
bere 
ae} a 


~ (C 
Ry IC)! 
hergy | 


i Ne 
“sity \ r 





1948 





EASIE 
THAN 
STREN 





HARD 





HUTE 


TAL 
TERS 


1948 





with 


VIMLITE 


PLASTIC GLAZING 





THAN GLASS...LASTS FOR YEARS 





FASIER AND QUICKER TO INSTALL These are the sales points that will help you increase your volume 


of Vimlite sales this fall—and through the year. 























Vimlite makes economical, weathertight installations . . . keeps 
WIRE-REINFORCED FOR EXTRA ; 
heat in—cold out... transmits ultra-violet light ...is tough, 
STRENGTH AND EXTRA WEAR shatterproof and hailproof. 
*Reg. U. S. Pot. Off. 
f ly of Vim.ite folders demonstrating | a OS, | 1 
or your supply of Vim..te folders demonstrating | Celanese Corporation of America, Dept. F i 
Vimlite’s many uses. | 180 Madison Avenue, New York 16, N. Y. 
| imli ‘olders 
Poultry Buildings Factory Enclosures | paseo a | 
Cold Frames Playhouses, Cabancs | . 
Stock Buildings Storm Enclosures | 
Porches, Storm Sash Safety Guards ee | 
Partitions Store Displays | i 
| City State 
| 
| My supplier is. a | 
VIMLITE* IS A CELANESE* PRODUCT 1___________ j 
HARDWARE AGE, SEPTEMBER 23, 1948 25 





Tf 


48 ; ( 
Hold Everything 
... With Hodell Chains 


Every hour of every day, for one purpose or another, some It 
of your customers need chain. Their needs will be perfectly 
met when you sell them Hodell chain. PAYS TO 


Welded or weldless, with or without attachments, Hodell DISPLAY 
chains of all sizes, types and finishes have been standards HODELL 


f quality and dependability since 1886. 
of quality a pe y CHAINS 


Hardware dealers everywhere, who have been successful 

because they have gained the good will of satisfied customers 
. ’ . 5 

hold it! ... with Hodell. Theses gual tediie items 

and they identify your 


Ask for a copy of our new catalog. store as a buying center 
for quality merchandise 





JACK © SASH © SAFETY « LADDER © PUMP ¢ LIBERTY MACHINE © PROOF COIL © LIBERTY COIL © PASSING LINK e BULLDOG e SAMSON « FLAT LINK REGISTER 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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é ie BARNES DEAL is tnt 


/ HOTTEST THING IN WATER SYSTEM PROFITS | 
) TODAY! 


HERE'S THE FUEL THAT KEEPS 
THE POT BOILING FOR YOU 


If you are really hot after your share of the 
100 million dollar water system market — if 
you want a water system that you can really 
merchandise — if you want "to work with a 
manufacturer who will really work with you 
— then we say with all sincerity — “Get the 


aS 
eRe vat War, es 


Details on the Barnes Dealer Franchise.” It's 
the hottest thing in water system profits today! 


elpful service. ee SF ae Se Pete AMZ 
Bis we: | I"% 
«4, Barn = 


getting se and paeat a sales contacts. Pe % wunes- _A 
your 5. Barnes offers the most complete line-up of Oe ——ZInt 


enter ’ merchandising helps in the industry. 2 
neil e A Heavy, Sales Compelling Program of MAIL THIS COUPON TODAY: 





National Advertising Support ¢ Hard-Hitting 
Sales Literature for prospect coverage ¢ Sug- 
gested Letters for Dealer Direct Mail Use e 
Eye - Catching, Customer - Stopping, Window, 
Store and: Counter Displays ¢ Animattd Dis- 
play and Operating. Model ¢ Local Newspaper 
and Radio Advertising Helps. : 


BARNES MANUFACTURING Co. 
615 NortTH MAIN STREET 
MANSFIELD, OHIO 


Please mail me full details about my handling 
both the line of Barnes Self-Priming Jet Water 
Systems and Barnes Portable Centrifugal Pumps. 


(Company Name) 





(Individual) (Title) 


1948 Barnes Manufacturing Co., Mansfield, Ohio 





(City) (State) 
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a ots of folks prefer a “pusher” to 
remove snow and ice; particularly to 
“break up” and remove snow which has 
been packed down or crusted over. 


The New Snow Pusher is designed to do 
this job Right. 

The heavy 18” x 81” blade is stamped 
from high-carbon steel and is properly 
shaped to keep snow from sticking. 


A selected 48” hardwood handle is 
securely fastened, in an extra heavy han- 
dle-socket, to the blade. 


Metal parts are attractively finished in 
bright red baked enamel. 


Weight: 5 Ibs. each 


Stock No. 368 


Packed: 3 to a bundle. 





MAMILBO] 


METAL PRODUCTS CO. AKRON 6, OHIO 
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REPUBLIC STEEL CORPORATION f REPUBING ually 


BOLT AND NUT DIVISION 


CLEVELAND 13, OHIO AND GADSDEN, ALA. : : : ‘a 
Export Department: Chrysler Building, NewYork 17,N.Y. — 
= 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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+» 9908 Plant of RO Founder of 
Doehler Die Casting Co. 1°] ALITY. Doehler Die Casting Co. 


’ “a within 40 years” 





Annan 





The Word’ 1 Largest Producer and Qintisher of Die Castings 
PLANTS IN: CHICAGO, ILL. » GRAND RAPIDS, MICH. « TOLEDO, 0. + POTTSTOWN, PA. + BATAVIA, N.Y. 


Executive Office 


386 FOURTH AVENUE 
NEW YORK 16. N.Y. 
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an expert at putting wallpaper on... 
now leads the way in taking it OFF! they 


RE X wautrarer REMOVER | | 


At last ...an easy way to remove wallpaper! Rex Wall- 
paper Remover mixes with 16 parts water... quickly 
penetrates and gets off the most stubborn paper with a 
minimum of effort. Your customers know and trust REX 




















products ... they’ll buy, try—and come back for more. 
Better be sure you have a good stock... ; 
PATENT CEREALS CO., GENEVA, N.Y. ae 
high-] 
———— @ No Mess...No Bother @ Removes up to 3 or More = enna this y 
@ Easily Applied With Layers of Ordinary Paper Pr 
Brush Or Spray @ Saves Time and Money inches 
@ Quickly Penetrates and @ Fast Turnover... your | 
Loosens Paste Fine Profits For You traffic 
OLIN 
Count 
¢ 7 / 
ia VY 
2 ¥ 
of OLI 
| 
| | 
2 SIZES 
In \5 Pint Household Size (24 to a case) This 
In Full Quart Professional Size (12 to a case) : . 
inche; 
ao high 








your 


ORDER FROM YOUR JOBBER TODAY | Wind 
BY THE MAKERS oF REX PASTE ann REX WALL SIZE 
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y — FOR THESE AUTOMATIC SALESMEN! 


> They have sold thousands upon thousands of 


L INTERLOCKED 


Flat Cell “B” Batteries 
WRITE IN FOR YOURS TODAY! 
















FOR YOUR PORTABLE RADIO 
{Ae RN fom Poems ARON 


iad 


FLAT CELL"B” BATTERIES 


th Sethated Guamcets  . Gamventer Yan Mare Playing Power! 


ER 
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[T THIS ON YOUR COUNTER > 


This colorful display will help you get your share of the 
high-profit radio battery replacement business .. . estimated 
this year at many millions of dollars. 

Printed in 3 brilliant colors. Stands 16 inches high, 12 
inches wide. Set it up where customers will see it ...on 
your counter . . . next to your cash register... at any high- 
traffic spot in your store. NOTE! We show the BOND-  etiacne 
OLIN Counter Display. A similar WINCHESTER- OLIN (tog 
Counter Salesman is also available. 


Available only in the 


WINCHES ime 











FLAT CELL ’B’ BATTERIES 
es LONGER A 
| LAS No More! in : 





wf 
Differ 


There's an 


PUT THIS ON YOUR WINDOW 


Olin Industries, Inc. 


ZE 


3, 1948 





This eye-catching window streamer measures 25 x 101% 
inches, printed in 3 brilliant colors. Especially designed for 
high visibility. It will attract and invite customers into 
your store. NOTE! We show the WINCHESTER-OLIN 
Window Streamer. A similar BOND-OLIN Window Sales- 
man is also available. 
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Electrical Division 
New Haven, Conn. 
Dept. D-1 
Mail me at once 
dow Streamer. [ | BOND-OLIN or [_ 
OLIN. (Check brand desired.) 


NAME 
STREET & NUMBER 
CITY 


ZONE STATE 


~no cnarge—Counter Display and Win- 
] WINCHESTER- 
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TIMED RIGHT 
TO HELP YOU 
SELL! 


THE BIGGEST ADVERTISING CAMPAIGN 
in Zippo lighter history starts in September! 
Above is the full-page dominant lead-off 


advertisement! It features Zippo as o 
. will be 
followed by other great advertisements 
timed to reach the public during the major 
gift buying seasons of the year! Watch for 
these advertisements! 


“‘going-back-to-school” gift . . 





THE BIGGEST NATIONAL MAGAZINES 
will take the Zippo story into practically 
every home in your neighborhood! Big 
advertisements in these big publications... 
right through the year . . . will feature 
Zippo as a gift item . 
business! So tie-in and cash in. Feature 
Zippo lighters. Write for new, FREE sales 
aids. Zippo Mfg. Co., Bradford, Pa. 


. will boost your 


WATCH ZIPPO GO... WATCH ZIPPO GO... WATCH ZIPPO GO... WATCH Z/IPPO GO 
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AT YOUR ICE BOWL 


IT’S THE PRINCIPLE 
OF THE THING! 


@lt's the principle of Thermos 
brand vacuum ware that interests 
all your customers—the vacuum-in- 
sulation which keeps hot things hot 
or cold things cold. 

So this newest ‘Thermos” adver- 
tisement, in THE SATURDAY EVE- 
NING POST and TIME, emphasizes 
efficiency. It points out the ability 
of Thermos to hold temperatures— 
the suitability of Thermos in every 
home. It wins new friends for 
“Thermos” brand vacuum ware... 





renews old ones .. . increases your 
goodwill. 





LOOK FOR THE 
<RADE-MARK “THERMOS” Beauty is one thing — efficiency some- 


times another. 

But in a Thermos brand ice preserver, 
the two go hand-in-hand. “Thermos” styl- 
ing adds grace do each setting. And 
Thermos vacuum insulation keeps ice un- 
melted for hours and hours. 

This vacuum insulation is the same 
principle that keeps hot things hot or cold 
things cold in your Thermos brand vac- 
uum bottle. So look for the trade-mark 
“Thermos” when you buy an ice bowl- 


you get beauty and efficiency. 


THERMOS 


BRAND VACUUM WARE 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN 


Thermos Bottle Co., Ltd., Toronto Thermos Limied, London 









HARDWARE AGE, SEPTEMBER 23, 1948 35 











"43 reasons why its . 


F omy! \ \ N > pA | 
_{ ( YM A 


“facx! 4 again...the best known brand 5 
PL with the greatest demand 





ad 
P * aaa — 






¥ 
; 


a 







5, ch 23,000,000 of 
omics, Sunday, December o rea 






Metro and Puck Cc 


4 colors, '" 








wpe ore 









Af x cpa PeER ‘ 
, 7 LEAOING NEWS? 





SELLING NOMA f 
FOR YOU 






























rte ee a 
De, om, v I), LADIE 7 M JOURNA, 
Cus ome so Noma l Ar 
000 Te / Mer f 'g s 





- 2 ie 
/ OW BOY! SEPARATE NOMA ~™ 


J BUBBLE -L/TES FOR SPARES 


_gethgipmen chal og > pa, 
| _ \AAVE... SERIES OR MULTIPLE : 


SUBBL INE, COLOR L16HNTS 6ALtA 
4 TREE OR WHITE. PusH CuTIOw 
- — a “ a ~~ . 







SWITCH... fas To TUAN 


OW OR oF8. 
e p 4 
* . - 


~ 











400K ! NOMA BvaaLEe -4/7@ x 
OUTFITS / ative WITH COLOREUL 
ACTION. 9 £14NTS To A SET... AND 
CACH AMP WITH METAL CLIP To 

NOLO LAMP UPRIGHT on 
‘“ 


TREE. 


a 


— 





400K ar THESE 
NOMA LIONTS / RouNos 
SPARKLING { COLORFUL / 

voute Lovetmon vour | 


r ee ae 
509 | a ce vale : . 
: emus) = fASY To Kup 
se GIA So YOUR TREE iN WATER WiTH 
- THIS NOMA HOLOER. 8 StalES 
- me 4/6NTS.A0O ON ug. 
TE Tree ~. 
TRIMMERS FRIEND / » 
43 L10NTS IN TMIS Noma 
STRING. WO NUNTING FoR 
— OURNEO-OUT BuLas. 










FOR AN B-LAMP 5 
NERES A NONMEY...6 











LACK LAMP 
BURNS INDEPENDENTLY 












Seditte i ’ ( . 
for ee hol {Pwr a cuaisrmas ad Irode Mork 
| 4/6NT IN Your winocow 


+++ WITH A NOMA WALO- 
EFFECT CANOOLIER. 


, % Rey, OS. Pos Office 
Noma ELEcrRic CORPORATION 


“5 West [3 St. Nev, York ny 





: w 
+, New York d 3 top magazines provide more good oe jae 
F an fast this : 
/ : ff your shelves 
lights will move o : t your order 
ee yo holding back on your commitments, soe te wen 
ee for Noma Bubblelites, Noma strings and the u'll be set to make 
in — petit Christmas lighting decorations. Then yo 
selling 


ion drive. 
isi and promotion 
fits from this concentrated Noma advertising 
extra pro 





k 11, N.Y. 
ORPORATION . West Thirteenth St., New Yor 
NOMA ELECTRIC 





rig vig 


J ‘ 
SOON See 


Ma 








We stuck out our neck ..- 


and the orders rolled in! 


The wise guys said we were sticking our neck out when we 
announced the first Gas Water Heater Duo-Therm ever built. 

Maybe we were. But instead of getting it cut off, we stuck it 
right into some mighty sweet business . . . some mighty enthu- 
siastic approval from dealers and the buying public. 

Luck? Listen: we had 22 years behind us as leaders in the 
fuel oil water heater business. And we had seven years of testing 
behind the new Duo-Therm Gas Water Heater before it ever 
heated a drop of water in a buyer’s home. And finally, we had 
a line-up of quality features that stood head and shoulders above 
anything in the industry. WHat’s Lucky ABout Tuat! ' 


Just look at the features of the new 
Duo-Therm Automatic Gas Water Heater 


1. The best burner in the business! It’s the exclusive Duo-Therm 
Eauaflame . . . built oversize for better mixing, longer life 
designed with a tapered head and special inner baffles with pre 
cision drilled ports to give perfect flame uniformity. No spot 


overheating, no heavy liming in tank, no noise. Easily removable 

2. Top efficiency combustion chamber! Thorough insulation 
large double doors for easy access to burner controlled supply 
of pre-heated secondary air 

3. Off-center flue for greater heat transfer! And there are no coils 
to clog or rust out 

4. Finest control system available! [ntire system designed as an 
integral unit... 100% shut-off in case pilot goes out sensitive, 
accurate thermostat 

5. Extra heavy tanks are built of heavy gauge steel, high tem- 
perature hot dipped zinc lined. Built to exclusive Duo-Therm 
standards of quality that mean years of satisfactory service! 


2 —— 
AUTOMATIC GAS AND FUEL O1L WATER HEATERS | | FUEL O14 SPACE HEATERS FUEL OlL FURNACES 
— 


Duo-Therm is a registered trade mark of Motor Whee! Corp., Copyright 1945 


6. Duo-Therm Aquanode! A special magnesium rod lengthens tank 
life and prevents corrosion. Standard equipment on all model 

7. Fiber Glass Insulation! Extra heavy layer of the best insulating 
material available reduces stand-by loss to a minimum 

8. Complete adaptability to fuels! Control system and burner 
can efficiently handle every type of gas. Approved by AGA for 
use with all types of gas 

9. Exceptionally fast recovery! 25 gallons an hour on the smaller 
model 42 gallons per hour on the larger models 

10. Beautiful over all design! Perfectly proportioned, clean stream 

lined design . attractive gleaming finish of baked enamel 


11. Liberal Warranty and 10-year Protection Plan! A powerful 
customer incentive—fair, practical, merchandisable 


Compare Duo-Therm Gas Water Heaters on that point-for-point 
basis, dollar-for-dollar against any water heater on the market 
Then you'll know why there are times when it’s mighty good 


sales sense to stick your neck out . in the right direction! 


P. S. Alert dealers can get in on this sales opportunity. Write 


for information 
more than a million satisfied users 


Duo-THerm 


always the leader 


Division of Motor Wheel Corp., Lansing 3, Michigan 
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; ‘ Adjustable, aluminum shaft and dasher 


De Prices slightly higher west of the Rockies 


4 Gem Dandy Electric Churn may be 
» used with owner's crock or with Gem 


arately. 3-ga 
|) recommend 5-gal. With it you can 
>) churn any amount from 1 qt. to 44% 








A BIG MONEY-MAKER 


FOR YOU THIS FALL 











Sa 


EM DANDY 
ELELTRIL 
CHURN 


CHURNS WHILE YOU REST 





It's amazing how easy it is to churn the 
finest butter with Gem Dandy Electric Churn. 


At correct temperature (66° to 70°), cream 





15 minutes. But best of all Gem Dandy Elec- 
tric Churn needs no attention — just flip the 
switch and go about other things. NO MORE 
DRUDGERY — it's really fun to churn with 
Gem Dandy Electric Churn. Buy your Gem 
Dandy Electric Churn today. Sold by prac- 


Only $19-95 DELUXE MODEL tically all hardware and electrical appli- 


Long-life, slow-speed metor 
ance dealers everywhere. 





Sanitary—easy to clean 


STANDARD MODEL $16-95 


Black motor. No switch in cord 


If your dealer can’t supply, mail coupon Sor free 
descriptive booklet. 
Alabama Manufacturing Company, 
Dept. A-74, Birmingham 3, Ala. 


Send booklet describing Gem Dandy Electric Churn. 


a ae 


Dandy reo ge Churn Jar,sold sep- 
. $2.75, 5-gal. $3.50 We 


ES 


Dealer's Name ne 








gals. by adjusting dasher. 
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churns in a few minutes, whole milk in about} 













Our big Fall National 
advertising campaign in: 


FARM JOURNAL 

CAPPER’S FARMER 

THE PROGRESSIVE FARMER 
SOUTHERN AGRICULTURIST 
SOUTHERN PLANTER 


Total Circulation . . . 6,347,035 


will step up demand for Gem 
Dandy Electric Churns—the larg- 
est selling electric churn in the 
world. 


Get ready for big Fall and Winter 
business on Gem Dandy Electric 
Churns NOIV! More than 3% 
million farms are already electri- 
fied. The farm market has more 
cash and more income than ever 
before in history. 


Gem Dandy Electric Churn is a 
BIG VALUE. WE ARE STILL 
MAINTAINING OUR PRICES 
SET IN 1946. 

Gem Dandy is A BIG MONEY- 
MAKER. It carries one of the 
biggest margins of profit of any- 
thing you handle. Order today 
from your distributor. Immediate 
deliveries, 


ALABAMA MANUFACTURING COMPANY 
Birmingham 3, Ala. 


Deluxe Model Retail Price........... $19.95 


Recommended Dealer's Cost..........$12.49 
Standard Model Retail Price......... $16.95 
Recommended Dealer's Cost.......... $99.02 


Gem Dandy Electric Churn may be used 
with owner’s crock or with Gem Dandy 
Duraglas Churn Jars, which retail for 
about: 


3-gal. $2.75; 5-gal. $3.50 


All prices slightly higher west of the 
Rockies. 
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FENCE 





INSPECTION 








When you're showing Bethlehem Fence to your cus- 
tomers be sure to have them examine the line wires, 


the hinge joints, the tightly-bonded coating of zinc. 


Whatever they look for in fence, they'll find this a . 


fence that stands inspection, in every detail of its 


sturdy construction. 


Bethlehem Fence is made to last. The full-gauge wire 
is drawn from tough steel, and it’s thoroughly galvan- 


ized. Featuring the popular cut-stay, hinge-joint de- 


pETHLEHE, 


STEEL 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 





THAT STANDS(| 


sign, it is easily erected on level or rolling ground— 


especially when Bethlehem steel fence posts are used. 


Here's the fence that farmers will buy again and 
again. They like its neat appearance and the way it 
stays tight. Sell them Bethlehem Fence with confi- 
dence. It’s available in standard sizes and designs 
for cattle, hogs, poultry, etc. Place your order now 
with your jobber and be sure to get a stock of the 


other Bethlehem products for the farm. 


Hdwaee Produc 
Wid Sele / 


FARM FENCE 

FENCE POSTS 

BARBED WIRE 
BOLTS AND NUTS 
NAILS AND STAPLES 


BETHLEHEM FENCE ..2cmece 
GALVANIZED ROOFING AND SIDING 
40 
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a “UnTroat’ Ie 
FLOOR 
FIXTURE 


Assures Steady 


Year ‘round Sales 
-»» AND PROFITS! 


AROUND THE 
FARM, HOME- 
' FACTORY 














i $15.00 VALUE 
FLOOR FIXTURE 
| FREE 


with 
3 332"% ROLLS 


of R-V-LITE 











Give this sales-making R-V-LITE Dispensing- 
Display Floor Fixture a choice position in your store 
and watch your R-V-LITE sales skyrocket! Holds four 150-ft. 

rolls .. . a Complete R-V-LITE Department in less than one square yard. 
Dispenses from both sides—may be used against wall, counter or as 
an isiand display. Shows all three types of R-V-LITE in full view for 
easy comparison . for immediate sales! Order your R-V-LITE ‘‘Up 
Front’’ Floor Fixture today. 


Order by Number From Your Jobber 



















Transparent 


with all the features that make R-V-LITE the 
id 4pee. world's most-in-demand all-purpose win- Tough 
dow material. Flexible 

High Ultra 


100-C 200-P 300-W ate oga 
COTTON SARAN PLASTIC ALUMINUM WIRE Shatterproof 


REINFORCED REINFORCED REINFORCED Economical 


Pot. No.'s 2281635, 2333618 


ARVEY CORPORATION (14s 
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Sol PEO not just window olass’ 





Because it is a quality glass; because it has excellent visional properties, with 
a brilliant surface finish on both sides of the sheet and may be glazed either 
side out; because it meets the exacting requirements of good sheet glass, 
your best bet is to sell “Pennvernon.” Thousands of hardware dealers have 
proved that this means more satisfied customers and increased business. 


You, too, will be wise to take this tip: To replace broken panes, always 


sell “Pennvernon” — not just “window glass.” 


WINDOW GLASS 


PAINTS - GLASS + CHEMICALS + BRUSHES - PLASTICS 


PITTSBURGH PLATE GLASS COMPANY = 
Fittings + 
Fittings + P 
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GRABLER 


GRABLER PACKAGE-PROTECTED 


SQUARE ‘GEE’ Fittings 
Cost You Not One Penny More! 


They cost less to handle! They are easier to stock! 
They are easier to sell! Each fitting, protected 
from rust, dirt and damage, is clean and ready 
to use. One size and type of_ fitting packaged in 
a small carton—label plainly indicates type, size 
and number of fittings in carton. Small cartons 
are shipped in sturdy master containers that 
reduce handling time. Ask your wholesaler for . 
Grabler Square “Gee” Package-Protected Fittings. 


THE GRABLER MANUFACTURING CO. 
6565 Broadway * Cleveland 5, Ohio 


BR 


THE GRABLER 
MANUFACTIE™ 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings +» AAR 
Fittings * Unions + Rail Fittings * Cast Iron Steam and Drainage 
Fittings « Patented Drainage Fittings * Brass Fittings and Unions 
* Steel and Brass Nipples + Hangers * Copper Tube Solder-Joint Fittings 
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when you FASTEN ON TO THE FULL LINE of 


AMERICAN 


SCREWS and BOLTS 


Yes, sir, your customers are happier, your salesmen are happier 
and YOU'RE happier when you stock the complete line— American 
Screws and Bolts. 


But completeness of line, alone, isn’t enough! That’s why American 
triple checks for fitness of head, thread and point in a series of 
tests by skilled men, proven methods and precision measuring 
machines. Screws that don’t measure up get the “bum’s rush” 
quickly, unfailingly. Result: you and your customers get 144 
perfect screws in every gross. ' 


Remember, too, American’s “Information Center.” Here your 
customers find the answers to the “$64 questions” in fasten- 
ing as to type of screw or stove bolt, type of metal and special 
applications. American’s high quality of product and service 
means pleasant relationships between you and your custom- 
ers—for your added profit. It will pay you to supply 

the increasing number of screw buyers who mar 
orders: “American brand... don’t substitute.” 


AMERICAN SCREW COMPANY, Providence 1, R.1I. 
Chicago Ti: 589 E. WMinois St. Detroit 2: 502 Stephenson Building 

















... and bere’s the Trade-Tested 
Package for STOVE-BOLTS!” 


Users and dealers alike have put a big OK on this unique 
partitioned package, originated by American. This box 
keeps bolts and nuts separate . . . helps dealers in stock- 
keeping .. . frees users from chore of turning nuts off bolts. 





> 
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ee Slot above 
wrench hooks shows 
size and price at o 
glance... mokes 
buying easy. 


ee 


The New Self-Selling Metco 
“No. 76 Dispensing Display Assortment 


76 much-in-demand wrenches in popular sizes only. Handy, attractively 
lithographed metal display rack does ‘round the clock double duty... 
it stocks AND SELLS! Boost your wrench profits with this fast-selling 
dispensing-display assortment of Metco “Balanced” Wrenches. 


424akhke a oe 64 Ce, 


Every Metco Wrench is precision-made of the finest Metolite tool steel, 
heat treated for extra strength and finished in gleaming rust-resisting 
nickel-chrome. Tapered design, accurate broaching and scientific re- 
inforcement at points of greatest stress help eliminate ‘‘hand-fatigue."’ 


ORDER from your 
JOBBER today! 


Or write direct to 


DIVISION METAL ENGINEERING COMPANY 


134 NORTH LA SALLE STREET ° CHICAGO 2 
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Stand 
$3.35 


yome-veity 


Pin INCH ELECTR 


Buffing & Polishing Kit 
$4.50 


TRic DRILL *! 
oul 


’" Vertical 
Bench Stand 


$17.45 


%” Vertical 
Bench Stand 
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PROMOTION! 


Here’s another red-hot HOME-UTILITY promotion that takes 
dead-aim at the Christmas buying season . . . to put extra profits in 
your pocket! The brand-new HOME-UTILITY Electric Drill Kit 
supplies a great feature item that’s sure to boost your sales of all 
HOME-UTILITY Tools. The full-page, two-color national maga- 
zine advertisements will grab the attention of millions of readers . . 
right when they’re in a buying mood. The colorful store streamers, 
eye-catching newspaper mats and attention-getting radio scripts... 
ALL FREE. .. will hitch your local selling to the national campaign. 
It’s sure-fire! So order your HOME-UTILITY Drill Kits, Drills, 
Drill Stands and Accessory Kits today from your HOME-UTILITY 
Distributor .. . and give yourself a Christmas present! The Black 
& Decker Mfg. Co., Dept. H-653, Towson 4, Maryland. 

















Sold Through Leading Distributors Everywhere 


HOME-UTILITY 


PRODUCTS OF BLACK & DECKER 


NATIONAL ADVERTISING? 


















OTe Se = merry Christmas’ 
. i T ELEecTRIC 
we “HD E-UTI 
TOOLS 


Ty Full-page ads 


a & ¥ 
Rise dae meeps | ‘| 
a” > * <Iike this ee Se 
) | $B appear in... FREE COLORFUL STREAMER 


FOR YOUR STORE! 
... these great National Magazines 


gt Prt Meme Onde 


Proven vb biwee 






Pr 









FREE SAMPLE RADIO 
SCRIPTS FOR YOUR LOCAL 
BROADCASTS! 


oad PLUS other tie-in advertisements in The 
Saturday Evening Post, Popular Mechanics, 
Farm Journal, and Electricity on the Farm. 
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4 
we WONT GET IN YOUR FINGERS / 


“I'm CHORE GIRL—the or. 

1 
knitted copper pot cleaner | don't <n 
splinter... rough-up hands. BUT, I do whisk 
opiite tenn and pans sparkling clean in 

m at dealers everywh 
my picture on the tag are ree 


Chore Girl 


Metal Textile Corp., Roselle 1, N. J. 











s. GO} DEN FLEECE 1s back If your dealer says ‘NO,’ send 12c and 
“5 Nal ind address for an emergency ration til! see hm” C.G. 
a, — 


“Did you see me in this advertisement? 
Millions and millions of housewives did! 


“They saw me in their copies of Good 
Housekeeping, Ladies’ Home Journal, 
True Story, McCall’s, Farm Journal, 
Country Gentleman, Woman's Day, Fam- 
ily Circle...and in Nancy Sasser’s column. 


“Some of those women will be your cus- 
tomers today! 


“Are you ready for them? Will they have 
to look for me—or am I in plain sight? 
Are you making me attractive to them? 


“Mr. Dealer, put me in a good spot. We'll 
both profit if you'll do that 


“... AND | MEAN PROFIT!” 


Chore Girl 


Metal Textile Corp., Roselle 19, N. J. 











GOLDBLATT 
TROWELS 


st Choice 


of Plasterers and 
Cement Finishers 


COMPLETE 
LINE OF 
FIRST 
QUALITY 
TOOLS FOR 
ALL MASONRY || 
TRADES 


IMMEDIATE 
DELIVERY 


ILLUSTRATED 
CATALOG 
MAILED ON 
REQUEST 


ATTRACTIVE 
DEALER 
DISCOUNTS 




















WADE wre ecciereaeD 


Nationally Advertised Since 1885 
GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 
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More sales, more profits 


the all-steel, 


adjustable 
floor jack that 


withstands a 


14-TON TEST 












Yes, an 
4 mercha 
Double \ are say! 
Pinned to the c 
age for new home the con 

Extra . 
Safety ] construction custom: 
r in our ¢ 
Using « 
= . adding 

In addition to outstanding 

immed: 


quality, CIPCO Push Plates 
and Kick Plates are packaged 


second: 

















for convenience, at NO EXTRA COST. me 
custom 
CIPCO’S exclusive packaged way ase cee 
means convenience in stocking... in 
selecting . . . in selling. Size and finish Johnst 
are clearly shown. Individual wrap- impats 
ping keeps plates clean and attractive. cover # 
Correct number of screws are comph 
INCLUDED in each package. Dealer 
Contractors particularly appreciate 
the ease in which CIPCO packaged il 
Push Plates and Kick Plates are 
handled on the job. No loose screws ollie 
and unwrapped plates—each package pont tiie 
a complete unit, ready for installation. Psa 
Cash in on this It’s the modern way to merchandise Virgin 
fast seller NOW! modern builders hardware! ot 
Write for details! At your Jobber or Dealer ates 
) today 


CITY PLATING & MFG. CO. 


22nd and COLE STREETS 
ST. LOUIS 6, MISSOURI 


22 Center St., Seville, Ohio 
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YOU CAN MAKE 
MORE MONEY 
with Yohmnaslon “Pama 


\ ad \ . y), \ 
..-WITH THE 
PAINT SALES PLAN! 


Yes, and the simple facts of Johnston’s new 
merchandising plan make it clear why dealers 
are saying ‘This plan is so complete, so inexpensive 
to the dealer and so thoroughly fool-proof for 

the consumer’. “We have not had one dissatisfied 






in our 64 years of selling paint!” 





Using only 6 fast-selling base colors and white, SMART MODERN COLORS 
° adding fool-proof color capsules, you can produce — 
immediately — any color within reason in just sixty @ BUT HO DEAD STOCK ON YOUR 


: SHELVES. 
seconds. That exact color can be mixed again 





and again, without deviation... anytime. Your 
customers, whether painters or home owners, 


are completely satisfied. 
HOUSE PAINT. 


Johnston makes paint-selling easy for the dealer. No 
impatient customers waiting around for special 

color mixes. No need for extra containers, no 
complicated mixing formulas. That is why Johnston 
Dealers are making money fast. Write and get the details! 


LIMITED NUMBER OF DEALER FRANCHISES OPEN... 


A few dealer franchises are a 
i ee eee 


_ _ 
preset Ravrsie emeloniineg FOR DETAILS y THE R. F. JOHNSTON PAINT CO. 


Indiana, Illinois, Kentucky, 


Tennessee, Pennsylvania, West MAIL THIS / Dept. A, 3925 Huston Ave., 


Cincinnati 12, Ohio 
Florida, Virginia, North Caro- of the way dealers are “cleaning up”. 


advantage of this opportunity 















customer.” “Our paint sales are ahead of any season @ INVENTORY IS SLASHED UPTO 50%. 


@ YET YOU OFFER MORE THAN 100 


@ TAKES NO EXTRA TIME TO 
MATCH ALL COLORS IN FLAT, 
MODIFIED GLOSS, ENAMEL 


TURNOVERS TRIPLE — PROFITS 







ae: Rennes, Caengin, | COUPON / You’ve got me interested. I want to see more’ proof / 

































lina and South Carolina. Take NOW! / . 
“A/ 











today. Use the handy coupon. / 
STORE 
THE R. F. JOHNSTON PAINT CO. ADDRESS 
Dept. A, 3925 Huston Ave. 
CITY ZONE STATE 








(GT aldialaloli ae 4am @lalle) 
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TIMES 

the Opportunity 
to Sell Your 
Hack Saw 
Customers 
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% Parker’s Hack Saw Line, with 

#3? exclusive quality features, will appeal to 
all your customers’ tastes and pocket- 
books: 1. Rugged long life construction. 
2. Patented forged one piece ends and 
forged one piece studs—no pins to lose. 
3. Adjustable for standard blade lengths. 
4. Blades may be faced in four directions. 
5. Comfortable, easy-to-grip handles. 


Fy! Parker 


PARKER MANUFACTURING CO, 


WORCESTER 1, MASS., U. S. A, 
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| No. 201. 
| husky Klein Side Cutting Plier. 





ting Plier. Made in five sizes 


KLEINS 


FOR MEN WHO WANT 


@ To men who want the best there is only one 
make of pliers—Kleins. There’s good reason 
for this widespread preference among skilled 
craftsmen in every field. 

Klein Pliers have the proper balance... just 


the right spring to the handles to prevent hand 


fatigue ... a fitted hinge that keeps jaws per- 
fectly aligned ... carefully matched knives that 
stay keen. 

The Klein line includes pliers for every pur- 
pose. Keep these quality tools on order. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 





Original pattern No. 242. Klein Oblique Cut- 
ting Plier (heavy-duty pattern). 
Square nose. Made in five 


sizes—5, 6, 7, 8, and 9 inches. 


A very useful tool that cuts 
close. Length, 6 inches. 





No. 203. 
Plier. Long reach of jaws per- 


Klein Long Nose 
No. 201 NE. The famous 
“streamlined” Klein Side Cut- mits getting into difficult places. 
Made in 6 and 7-inch sizes. 


—5, 6, 7, 8, and 9 inches. 











; 
a 










The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 






erti) Established 1857 


oom MLEIN 


00 BELMONT CHICAGO 





4 
M & Sons 
18 ILL 
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Power Kine Toots 


Ready to Help You Cash In On 
The Booming Home Shop Market 











Power King is the outstanding matched line of season. Ads in the Post, Collier's, Better Homes 
low cost tools on the market today .. . distinctive and Gardens, American Home, and all of the lead- 
in finish and color . . . the last word in modern ing popular mechanical magazines are building 
engineering and design . .. and priced so that your market right now. 
every home shop owner can afford a complete Production is up . .. a limited number of new 
shop outfit. franchise dealers can now be supplied with this 

fast-moving Power King line. The Fall selling 

To help you turn your stock fast the broadest season will soon be in full swing. Write today if 
advertising program ever developed for power vou are interested in broadening your profits from 
tools will be working for you throughout the shop home shop owners in your area. 





POWER KING 
9”-12" WOOD LATHES 
“<_. | 7 


POWER KING 
124%,” AND 11%,” 
DRILL PRESSES 











~~ a —~—~ie | 
: ae [a 
| 0: ' POWER KING 8” 
-_ THT ARBOR SAW 





eee 
cr? POWER KING 


POWER KING I 18” JIG SAW 
BELT AND DISC SANDER 


NA P POWER KING 


ey / | a> ae oe 


A) on 


POWER KING 
JOINTER-PLANER 





‘ 


ompa ny 3 


Kalamazoo, Mich. 


MATCHED PRECISign 
METALWORKING 


ATLAS PRESS 


956 N. Pitcher Street 






TOOLS FOR 
AND WOODWOR 
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_ SHINYLAND 


MILLED STUDS 
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Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are E imply A pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYL AN DS 


shiny, bright, mirror-finish. 


with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 

%4” dia. and under. 


How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD * * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS - SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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STANLEY No. 51/2 HAMMER 


® Here’s the Nail Hammer carpenters, 
home-owners and handymen buy. 

. The head is drop forged from special 
analysis steel, correctly heat treated. The 
handle of young, straight-grained hickory is 
securely wedged in the head. Claws have a 
uniform split that grips a headless nail. 

Sell Stanley No. 5142 Nail Hammer and 
other Stanley Hammers for customer satis- 
faction and profit. Stanley Tools, New Britain, 
Connecticut. 


“See us at Booth No. 1, National Hardware Show, 
Oct. 12-16, at Grand Central Palace, New York.” 


sani ae 


Reg. U. S. Pat. Off. 
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Rejoice when it rains because every downpour 
puts EXTRA profits in Blackstone dealers’ 
pockets. Nothing irritates a housewife more 
than a shower on washday and more often than 
not, it irritates her right into being a good pros- 
pect for a Blackstone Electric Clothes Dryer. 
Rainy days should always remind you of the 
3-way opportunity you have to MAKE MORE 
MONEY with BLACKSTONE DRYERS. First 
of all, you can sell a dryer to ANYONE that 
owns a washing machine regardless of make 
or model. Secondly, you can follow up all your 
Blackstone wringer washer customers and try 
for dryer sales. And naturally . . . your third 
opportunity is with your customers who have 





WET 
DRYER PROFITS 








WEATHER 


means 


Ct ee 
the Blackstone Dryer matches 
the Blackstone Avtomatic 
Washer os well as other 
standard kitchen equipment. 


purchased Blackstone's Automatic Washers and 
are anxious to match them up with one of these 
smart Cabinet Dryers. 

Go after these prospects, now, and tell them 
that the Blackstone Dryer assures them of 365 
“sunny Washdays” every year; that it is eco- 
nomical to operate; that it eliminates baskets, 
clotheslines, clothespins and all the drudgery 
connected with this tiresome task. 

You'll be amazed at the interest you'll arouse, 
you'll be surprised at the good percentage of 
sales you'll make and you'll be pleased at the 
actual dollar and cents return you'll get from 
the time invested. 

BLACKSTONE CORP., JAMESTOWN 











Franchise 
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Gains you EXTRA PROFITS 
through a complete line 
































HARDWARE AGE, SEPTEMBER 23, 1948 





...on the demand for — 
Libbey HEAT-TREATED Jumblers 





The eye-catching box cuts selling 
and handling time. It’s just tie them 
up and out they go! 





and wht demand! 





97% of the women interviewed in a recent 
survey preferred Libbey Heat-Treated Tum- 
blers over all \jothers. That means easy sales... 
fast profits for you when you prominently dis- 
play these amazing glasses. 


The demand has been built by the famous 
“Bounce Tumbler” advertisements in LIFE. 
People in your neighborhood . . . potential cus- 
tomers . . . are waiting to buy Libbey Heat- 
Treated Tumblers. Cash in on this demand! 


LIBBEY GLASS 


Display is simple! The carton reminds cus- 
tomers that Libbey “Bounce Tumblers”’ last 
from 3 to 5 times longer than ordinary tum- 
blers, and of the famous Libbey guarantee: 
“A new glass if the ‘Safedge’ ever chips.” 


The Merchandising Packet for Libbey 
Heat-Treated Tumblers is yours with your 
order. It contains useful, pre-tested aids to 
help you with your selling. Place your order 
for Libbey Heat-Treated Tumblers now! 


BOUNCE TUMBLERS 
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THE BIGGEST SCOOP for your Cutlery Department 
NO CHARGE for Blade Protectors and Plastic Sets 


PRESENTS 








New, rich Cadillac colored handles The New Look in Blade Protecto: 


es ~ mene 
z 7 







at 
333 
less 





@ Baked Enamels in Midnight Blue, @ Rich, Bright looking Colors 
Brasil Green, Autumn Red @ Adds Life and Durability to Points 

@ No Chipping — Very Durable and Blades 

@ Super-edged Blades — hot-dropped @ Brings New Life into your Cutlery 
forged — nickel finish Department 

@ Very Attractive — Sure-fire Sales @ NO CHARGE FOR SHEATHS AND 
Getters CASES. 


FOR ILLUSTRATED CATALOG AND COMPLETE INFOI 





58 HARDWARE AGE, SEPTEMBER 23, 1948 





th 








HAR 











ITS NEW... DIFFERENT... A “JOY” EXCLUSIVE 


Here is sales-making eye and buy-appeal . . . the greatest 
boon in Scissors, Shears, and Manicure Implements sales 


@ No Gamble on Holiday Stock @ You and your Customers pay 
@ No Worrysome Inventory only the actual resale price for 
@ No left-over Sets the cutlery items 


r.. 7” Something NEW 
AR in Baby Safety 


| 
u! Sets 


@ CONTAINS: 
1. Baby Scissors 
with safety point 
2. Baby Clipette 
with safe 
cutting head 


@ Baby Colors 
pink or blue 
















@ The Cutest Gift for Stork 
Showers 


@ Every mother will want 
one 


REX CUTLERY CORPORATION 
ATION WRITE TO IRVINGTON, NEW JERSEY ae 
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DEALER PROFIT 
by the 


CARLOAD 







Western vali 
on the profit & 
end of carload shipments 


By the carload . . . that’s how the 
U.S. Hardware & Paper Company buys! 
And this is why our dealers are able 
to sell at competitive prices with a full 
margin of profit! 


Streamlined warehousing... that’s 
how the U.S. Hardware & Paper Com- 
pany handles such volume . . . over 
2,500 invoice lines are sorted and 
loaded each working day! 


UNITED STATES HARDWARE & PAPER CO. 


Established 1927, Los Angeles, Calif 


So. California's Leading Housewares Distributor 
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THIS EASEL DISPLAY CARD 
Sells ""MAR-MORA" Cement 


It attracts attention and reminds customers of their needs. 
"MAR-MORA" Cement is a fast seller because it permanently 
mends so many different articles —it repairs china, glass, 
marble, plastics, wood, leather, rubber, etc. Ten times stronger 








than glue. Safe to 
use because non- 
inflammable. Clean 
too, easy to remove 
from hands or cloth- 
ing. Housewives find 
many uses for it, 
"MAR - MORA" 
Cement retails for 
15 cents. Good 
profit. It has been 
exhibited and tested 
at numerous Phila- 
delphia exhibitions 
and at the Crystal 
Palace, London, 
England. Sold from 
Maine to California. 
Packed | doz. bot- 
tles on sales-making 
display card. Order 


now. 


50th Anniversary — 1898-1948 


V. F. VAN STAN CO. 
3844 Germantown Ave., Phila. 40, Pa. 




















AMERICAN-MADE == 


FISH HOOKS 


Your customers will buy fish hooks that stay 


Makers of sharp and hold their shape for a surer catch. 


Pyra Shell And they want their own favorite styles, sizes 


and finishes. 
BAIT AND 
FLY BOXES American-Made Fish Hooks — the product of 


American manufacturing and heat-treating 
skill that means more and bigger sales for you. 
Stock up now. 
Bill DeWitt Div. ~ For 
Cat.i, 


211 Clark St., Auburn, N.Y. 229s 


Lnnssnemnennnenegemnemenneenl 
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You can get that business with DeWitt 
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co SALES STIMULATOR... 
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ONE | ces: Qeey delicious baking 





Wear-Ever Kitchens, is 


| been 
considered one of the na- 


tested 





Phila. tion’s authorities on foods, 
and on modern cooking 


iti ~ a 
~ rae and baking methods. 
te by Racpet Nl 








idon, 
from 
fornia, ’ ; ” Would you like to have a collection of 
bot- , - ST some of my own favorite recipes? Among 
raking 3 id . them are the treats pictured on this 
I am sure they'll make a hit with you and 


your family, as they have with thousands 
of others. 

Included are grand recipes for special, 
party occasions, and thrifty ones that 
men and children have raved over. 


Order 





Just mail me a post card to 2109 
Wear-Ever Bldg., New Kensington, Pa., 
saying, “Send me your favorite baking 
recipes.” Be sure to sign your name and 
address. I'll mail the recipes promptly. 


* . . 











Here are photographs of seven Wear- 
Ever aluminum utensils in which some 
of Margaret Mitchell's favorite recipes 
have been prepared. The Corn Stick Pan 
comes with recipes for making delicious 
chocolate longies and banana fingers. The 
ring mold can be used for vegetable 
rings, meat loaves, many tasty desserts. 
Pie pan has patented Alumilite finish that 


gives flaky, brown crusts. 


Keep cluminum gleeming the eesy wey. 
Use WEAR-EVER CLEANSER PADS. At off stores. 


Lochs , 


Weor-Ever Corn Stick Pon 
Weor-Ever Tube Cake Pon is perfect 
for baking the wonderful Betty Crocker 
lof General Mills) “Chiffon” Coke 














WEAR-EVER 


ALUMINUM 


reat marx Strong, unbreakable Wear-Ever baking pans last practically a 
aeevewe" lifetime. Moreover, each has heating Dm cteristics valuable 
for perfect baking. For instance, the satiny, Alumilite finish on the Juice Saver 
Pie Pan increases heat absorption so that crusts bake thoroughly—are dry and 
flaky. The “bright” finish on Wear-Ever batter cake pans helps make sure that 
each cake rises and “sets” properly before the beautifully browned crust is 
completed. That’s why cakes baked in Wear-Ever are so light, so feathery, 
and so much Iarger. kent Goto Cus 


THE ALUMINUM COOKING UTENSIL COMPANY, NEW KENSINGTON, PA, 


1948, 
T.A.C.U.Co, 
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This is how your customers make 
their decorator draperies ...with 
Decorod. A pin here and there on 
our self-pleater creates a lovely 
cartridge pleat in just minutes, 


@ Decorod is a brand new, 


grand new idea...a pleater- 





hanging fixture, complete 
with self-leveller and wall 
bracket. Easy to use. Easy 
to sell! Don’t let your drap- 
ery hardware department 
lag without this sensational 


new fixture. 


sells itself on sight 


Decorod 
Decorod 
Decorod 
Decorod 


is easy to display... 
comes in two sizes for any width drapery fabric 
bracket holds straight rod for glass curtains, too 


swings out 110°...can be used with French doors 


and windows 


And ee Decorod is high in profits. Be the first 


hardware store to sell Decorod in your city. Put Decorod 
to work for you and hang up new profit records! 


ATTENTION JOBBERS! 
A few territories are open 
for you to sell this sensa- 
tional new drapery hard- 
ware item. 


ATTENTION DEALERS! 
Contact your local jobber 
or write—phone—direct to 


BIN-HAY CORP. 


Suggested retail prices 
Model A (for 45” to 54” material) .......... $2.69 per pair 
Model B (for 33” to 36” material) .......... $2.19 per pair 
24 to the carton, f.0.b. Rochester 


BIN-HAY CORPORATION 


*Reg. U.S. Pat. Office 


45 EXCHANGE STREET ROCHESTER 4, NEW YORK 
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SAFETY 
FIREPLACE CURTAINS 


REC 












@ IT’S THE ORIGINAL... 


Not every flexible screen is a Flexscreen—but 
it’s Flexscreen your customers know and want. 
Fifteen years of consistent, hard-hitting na- 
tional advertising, plus the praise of enthusi- 
astic owners, have created a market that in- 
sists on the original woven metal fire curtain 
— Flexscreen! 


& IT’S SUPERIOR... 


Flexscreen fabric is specially woven—at our 
plant—for Flexscreen alone. It’s very resili- 
ent—a better fabric for this specific purpose 

. . Sheer, lovely, yet absolutely spark-proof 
... heat treated for years of service. Unipull 
—which slides curtains open or closed at the 
touch of one hand—is found only on Flex- 
screen. Fixtures are solid, attractively de- 
signed. Your customers are right in demand- 
ing Flexscreen! 













Flexscreen’s powerful customer appeal and eye-catch- 
ing display value lead to quick, on-the-spot selling . . . 
of a quality item! Take advantage of the unequalled, 
constantly growing demand for Flexscreen. For you, 
it can mean an unprecedented turnover—and big 
profits! 


Write us at 928 North Street for our Catalog, or ask 
our representative to call. 


Makers of Fresh-Aire Fireplace Units 


BENNETT - IRELAND INC. 


s2 f 4 
CAantlenLza Ve 


NORWICH, NEW YORK 
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‘hie different ... amazingly so... with exclusive, patented 
interior construction features that can’t be copied! That’s why 
merchants everywhere know them as easy-to-sell and sure-to- 
satisfy heaters. The remarkable heating performance and economy 
of WARM MORNING Coal Heaters have made them the 
sensation of the Nation. And remember these important addi- 
tional sales features: Start a fire but once a year—Heat all day 
and night without refueling—Hold fire several days on closed 
draft—Burn any kind of coal, coke or briquets—Semi-automatic 
‘ Model 818 magazine feed—Nationally advertised and nationally accepted. 





New Model 818—America’s most beautiful coal heater. Fully 
porcelain enameled; chrome trim. 100-lb. coal capacity. A stand- 
out on your sales floor. 

Model 420-A—Attractive two-tone walnut porcelain cabinet 
model with Built-in Automatic Draft Regulator. 100-lb. coal 
capacity. 

Model 520-B—Popular radiant style now in use in thousands 
of homes and business buildings. 100-lb. coal capacity. (Model 
524-B—similar exterior; 200-lb. coal capacity.) 

Model 616—Attractive, neat, compact. Smaller in size but a 
great heat maker. Only 162 in. square. 60-Ib. coal capacity. 


ORDER NOW FROM YOUR WHOLESALE DISTRIBUTOR 


LOCKE STOVE COMPANY 


114 West 11th Street Kansas City 6, Missouri 
Model 616 WARM MORNING Heaters are ered by tus, 2,25 527 127,471 ) 370.644—-126, f6+ Model 520-B 
329,993 —2,410,576 t 89,192 


134,700—136,928 N 542,955—British Pat. No 192 
(TJ-52) 
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Fluorescent Lighted 
Cabinets 





Fixtures are chrome plated. 
All wires are encased. 115 V. 60 Cy. A. C. 
Polished Plate 


Model Wall Openings Mirror Sizes 
U 14”x18"x3 34,” 16”"x24” 
T 14”x20"x33/,” 16"x24” 

F 16”x20"x334,” 18”x26” 
G 16”x2514,"x3%,” 18”"x32” 
L 18”x20"x33/,” 20"x26”" 


L DeLuxe Chrome plated cabinet throughout. 


Cabinets are equipped with outlet to permit use 
of electric razor or curling iron. 


Also with outlet receptacle boxes for direct wir- 
ing OR can be had with plug-in type. 


SOLD THRU DEALERS ONLY 


Write for descriptive literature on 
our complete line of bathroom cabinets. 


IDEAL CABINET 
CORPORATION 


Division of Deslauriers Column Mould Co., Inc. 
7722 Joy Road 


DETROIT MICHIGAN 





DEF 
adhe 4 me LIAYA/ AN) 
getting away 
from 


you? 


COMMENDED 
PARENTS 
MAGATINE 
> 
Le 
<a OR 4 lituns ran 
> ” Guaranteed by % 
a rnc ag 


DEFECTIVE O8 


“ 
45 apvearisto WH" 


“The Original and Best-Selling 
_— PLASTIC BABY TRAINER 


is $4 


($5.95 on West Coast) — fifty. 
Deflectors available. 
FAIR-TRADED 


SANITARY! MODERN! 


i CONVENIENT! PLASTIC! 
Y Handsomely packaged in a colorful carrying carton! 
Y 
v 







Attaches to the back qT) 


o/ * 
SS Yo of your customers are women. Every 


one is a prospective UP-SEE-DAISY buyer. Don't 
let this profitable business get away. 


* Ficure SUPPLIED BY HARDWARE AGE 


ee << H-<h-en-< 





IMPORTANT! 


Beautiful counter dis- 


play stand, advertis- 


ing mats and literature 


available. 


NATIONALLY ADVERTISED! 
IMMEDIATE DELIVERY! : 
; 

; 


Gad = KiDdIe. SEAT on: 


170 WEST 233rd STREET, NEW YORK 63, N. Y. 





ca e as 
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HERCULEAN 
The Seat That Sells 


all that’s NEW and BETTER in plastic seats 























National Advertising 
BUILDS YOUR BUSINESS 
Here is the new type plastic seat that 
will catch the housewives eye and help 
you build high volume business on this 
high profit item. This amazing new de- 
velopment by Herculean incorporates 
the latest scientific features, MAKING 
IT FAR BETTER THAN ANY 
SIMILAR PRODUCT NOW ON THE 


MARKET, AND PRICED TO RE- 
TAIL FOR CONSIDERABLY LESS. 



























The new rounded edges, plastic covered 
brass fittings, and the elimination of 
old-fashioned rubber bumpers are fea- 
tures that women quickly appreciate. 


An extensive national advertising cam- 
paign will appear this fall. Be sure to 
stock up and get your share of the profit- 
able business it will develop. 





Ew SH <H <p <w-~< 


>» te > 


See our display in Booth #459 at the 
National Hardware Show at Grand Central 
Palace, N. Y. C., October 12 to 15. 














PLASTIC SEAT DIVISION 


= —— APPLIANCE CORPORATION =: uaranteed by ~ 
HERCULEAN PRODUCTS Good Housekeeping | Housekeeping 


12 WEST 37th STREET, NEW YORK, NEW YORK 
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A Profitable Business 
WITH Cozy GAS FLOOR FURNACES 


Wherever gas is 
available Cozy FLOOR 
FURNACE DEALERS are sell- 
ing thousands of units per 
month! (Also manufactured for 
L-P gases). If you are not getting 
your share of this profitable, fast turn- 
over business it is your own fault. Get 
started NOW! 












NIMAL T 
oe ova wherever dis- 
r outstanding 


LAT 
A hit attra 
played. 








: hese 
: aturing t 
Cash in by fe toy leaders. 





COZY aas 


lever desi just 
FLOOR FURNACES sales, demand. Th up You! 
the feature children. Be 


Offer Superior gift ste er » supply. £008 
You Features 





As the result of 20 years of satisfactory per- 
formance, builders and home owners are ask- 
ing for Cozy! New dealers and jobbers are 
being added NOW. Your territory may be open. 
LATEX PRODUCTS CO. 
AKRON 9, OHIO 


200 Fifth Ave. Bidg., New York 
Merchandise Mart, Chicago 


WRITE OR WIRE FOR DETAILS 


ADVANCE FURNACE COMPANY 
2300 EAST DOUGLAS, WICHITA, KANSAS | 
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] NEW SUPERFLEX toast timer 
guarantees perfect toast every 
time. It automatically compen- 
sates for an unusually wide range 


of voltage variation. 


2 NEW HINGED CRUMB TRAY 
swings open at the push of a 
button for easy cleaning No 
tricky catch, nothing to remove 
and mislay. 


3 NEW EASY-LIFT HANDLES are 
large and finger-fitting Safe, 
sure-grip, always cool to the 
touch. An exclusive “Toastmaster” 


feature. 
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Look for the 





Saati A J 
Poe HR 


TOASTMASTER vrame 
on vour foaster 


--- others will { 





“[ncluding QurDealors! 


Here is the pride-appealing theme of “Toastmaster’s”’ 
fall, full-color advertising campaign. It reminds your 
toaster customers that when they buy, it’s smart to look 
for the name that others will notice and respect. You are 


”"* name 


wise to identify yourself with the ‘““Toastmaster 
for another reason... profit. For with no other toaster 
can you profit more in store prestige, customer satisfac- 
tion, and freedom from complaints that cut down your 


net income per sale. 


T0) | §] M ft 47 fF R Automatic Pop-Up 
THE NEW Toaster 


*ToasTMasTerR” is a registered trademark of McGraw Electric Company. Copyneght 1048 


Toastmaster Propuctrs Diviston, MeGraw Electric Company. Elgin. Il 
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YOU ‘CLEAN UP" 
BIGGEST PROFITS 


| 


AMERICA’S FASTEST-SELLING | 
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BUILD SOILAX DISPLAYS NOW 
TO CASH IN ON 
FALL HOUSECLEANING SALES! 






















Tests prove Soilax displays boost sales 500%! 
Act fast! The fall housecleaning boom is on 
the way! Build your Soilax floor and counter 
displays now—you’ll cash in plenty all fall! 


Order Soilax and your free fall display material direct 
from Economics Laboratory, Inc., St. Paul, Minn. 


a 









In tubes at 35¢, in 
cans from 13 oz. to 
35 Ibs. 


AIR-TIGHT SEALED 





WATERLESS 
* HAND 
CLE AN ER 











TUDOR CHEMICAL SPECIALTIES, INC., NEW YORK 53, N. Y. 
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The — AER in Housewares | 
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EVENHEET CONSTRUCTION 


< 
) - Damages memes ees 
‘ anu —— 
Covered Sauce Pot , 6, and 8-qt. 


ee lc klllrre,lc( irre OO 
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SS, 


the automatic water pumping 
system for shallow wells that 


OUT-PERFORMS ALL OTHERS 


In the laboratory...in the 
field, month in and month 
out, year in and year out, 
pes ormance proves 
ERIO superiority. 


The simplified LERIO 
principle makes installa- 
tion and maintenance easy 
as ABC. Here is the pump 
that fits directly onto the 
well pipe or casing...re- 
quires no additional 
plumbing, no separate 
storage tank... delivers 
fresh water right from 
the well. 


ones 


THE LERIO 


Simplicity of Design 
Sturdiness of Con- 


struction, brings to your customers... 


1. Low Initial Cost 


2. Low Operating Cost 


3. Low Maintenance Cost 


ONE INSTALLATION WILL 


SELL A WHOLE 
NEIGHBORHOOD! 


70 


The main fea- 
tures of the 
LERIO Pump 
are covered 
by U.S. Patent 
Numbers 
wa” 2091499, 
2394191 
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Serving the 
Chicago terri- 
sory, R. ON. 
Forrester has 
opened new 
and larger 
quarters as 
American dis- 
tributor. 
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_ Factory-trained repair 
men in the shop of 
R. N. Forrester, 
Chicago distributor for 
American Machines. 


Sales office of the 
Chicago distributor. 


You get more profit hours with American Rental 
Sanders because they’re American-built for top de- 
pendability ...and backed by American Service that 
eliminates costly hours of delay. 

Wherever you are—there’s an American distributor 
nearby ... ready to furnish quick service and genuine 
parts when repairs are needed. This helps you keep 
equipment producing profits—full time! A big ad- 
vantage for owners of American Floor Sanders! The 
Pe eng _ American Floor Surfacing Machine Co., 

‘, 522 So. St. Clair St., Toledo 4, Ohio. 


) y| 
\" | _ DISTRIBUTORS IN :#% 
B\ ee INCIPAL CITIES 4 


ike 


Floor Sander Spinner Edger 
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0. er 90°; of all household items 
sold over the retail counters of this country are bought by women! 
—And here’s a perfectly planned, sales-proven deal that’s packed full of 
almost irresistible woman appeal. Here is a carefully selected 
stock assortment of most-used household brushes with which 
every woman is familiar—BUT these brushes sparkle with beautiful, 
live, never-fade, invigorating colors. Gorgeous shades—hibiscus red, 
verona green, shell pink, light and dark blue—colors that invite a woman 
to express herself in her own home. Here’s a way to get into the 
new quick-turn, quick-profit end of the household brush business 
..- QUICK! 





HERE’S WHAT YOU GET 
se .. HERE’S WHAT YOU PAY 


and you’re all set to sell the ladies! 


In the Rainbow Deal you get 14 dozen items—12 different 
carefully selected styles of colorful household brushes—popu- 





larly priced to sell for 20c to $1.00. Complete deal packed in 
shipping container includes one attractive, neutral gray enamel 


SALES DISPLAYER FREE! 


Just put this displayer out where women can see it—results will 





follow—and how! 


Complete Rainbow Deal assort- $7G.90 


ment of brushes retails at about 


ot 





NEW! Household Brushes in Glorious Color 


Made of practical plastic—lustrous, clean, resilient, ex- 


a | a , 
tremely durable. Practically impervious to water. Gorgeous 


colors are “‘built-in’—will not fade nor wash out—hold 


all their original beautiful color for life of the brush. Ox FIBRE BRUSH COMPANY, INC. 


Expensive ?—NO !—Competitively priced. Freoericx <vizbiished /S§F MARYLAND 














First Prize for the most "sales-sational'® 


new development in paint formulation—= 
SCs ALKYUM, the new, magic ingredient— 
product of many years of pains-= 


taking research and development. 


; 


a fer Du rcatilily! 


COOK & DUNN paints containing ALKYUM 
retain their gloss for a minimum of 
ALKYUM 2 years outdoors—longer, indoors. 
i fer Color Relention! 
The most delicate pastel colors, and 
whites, too, retain their original 


shades longer than any other paints 
ever developed! 


i fer W ashatility! 


Indoor and outdoor paints may be 
washed over and over again—without 
Streaking, without rubbing off! 


en Oscar fer E. very Dealer! 


For every dealer who lets ALKYUM establish a 
buying boom in his store. You're backed by 
C&D's consistent advertising to painters and 
home owners—advertising on radio, outdoor 
Signs, newspapers and right at the point of 
sale. Order today—or write us for full 
dealership facts. 


Only COOK & DUNN Paints Contain ALKYUM 


COOK & DUNN PAINT CORP. 


SAINT FRANCIS STREET, NEWARK, NEW JERSEY 
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_—all made w 
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Pure Black Chi 
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QUARTER CENTURY OUR 





MANAGEMENT 


HAS MANUFACTURED AND 





MERCHANDI 


SED POPULAR PRICED BRUSHES 





Colonial 





RETAIL 10 AND UP 


SEND FOR OUR 
CATALOG LISTING 





OUR RE-MERCHANDISED 
FALL LINE IS NOW AVAILABLE 


Brush Manufacturing Company, Inc. 
60 THAYER STREET e¢ BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


New York Chicago Dallas New Orleans 
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GET SET FOR THE BIGGEST RANGE EXCITEMENT 


General Electric’s Revolutionary 










WMAGINE / WOW / CAN 
COOK BY FUSHIING 
BUTTONS / 








Choice of the famous Tripl-Uni: and 


Tripl-Oven, or two complete ovens! 





a 
The G-E 


and isn’t it a beauty? 


**Stratoliner 


tomers... mn: alia . 
- , The Trip|-Unit, including 6-qt, 


built-in Pressure Cooker, with inside sealing 
for added safety. Also a deep-well Calrod, 
raisable fourth surface unit. In addition, 


the big 3-in-1, all Calrod Tripl-Oven! 








The G-E ‘Liberator: 


new took 6 rar a 


customer 7" 
Two complete ovens, one Vlas 


ter size, the other two-thirds, economy size. 
Each Automatic Timer controlled. Each 
does all warming, baking, roasting, broiling 


operations. A terrific timesaver! 


Remember — more women prefer General Electric Ranges than any other electric range 
—and just wait till they see the new G-E “Push-button” Range! 


GENERAL @ ELECTRIC 
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SINCE ELECTRIC COOKING WAS BORN! ANNOUNCING — 
New “PUSH-BUTTON” Range! 


® Here’s automatic “Speed Cooking” at your customers’ finger tips! Superspeedy 
Calrod* units throughout— with “Push-button” controls in color! Choice 
of TWO OVENS or built-in Pressure Cooker, raisable unit and Tripl-Oven! 


xciTING? You bet! This General Electric **Push- pages in leading magazines. With frequent mentions on 
| 4 button”’ Range is BRAND-NEW, from its “new ~The G-E House Party.” coast-to-coast air show. 


99 : , , ! ee , a ' Ss ee 
look” to its new way to cook! And so clean, safe, fast! And there'll be BIG interest. See your G-E distribu- 


Any homemaker will love it. For it gives “Speed tor for tie-in package—today! General Electric Com- 
Cooking”’ at the touch of a button. The cooking heat pany, Appliance and Merchandise Department. Bridge- 
wanted—exactly. Controls are 10 inches above cooking port 2, Connecticut. 
surface. Easier to see. Easier to reach. Easier to operate. *Trade-mark Reg. U. S. Pat. Off 


Dozens of new automatic “Speed Cooking” features 
to talk about, too! Superfast Calrod units throughout. 
exclusive Tripl-Oven, Tel-A-Cook Lights, almost-human 


; Bix j oor AUTOMATIC ELECTRIC 
\utomatic Oven Timer, new c-.eanliness helps. Tried- 


and-true G-E economy. G-F dependability, too. FKANGCGES 
Big national drive! Tie in! 


We're promoting this new range—BIG! With color 








oo = 2 ae or 
> fe far JY oe ee 





New “Push-button” Tel-A-Cook Lights! New ts th G.E.’s lusive Tripl-Oven fame 
Different color for each speed! Now out! A kin every { for siz really three — 

you can say to a customer, “Cook with These superfast Calrod units put the speed Master Oven, big enough to hold a 30-lb 
your finger tips! Cook with color!” Push in “Speed Cooking.” And only “Push- turkey. Calrod Super Broiler, for radiant 
a button, and there’s the temperature button” Ranges have them throughout! charcoal-type broil.ng. And a Speed Oven 
needed. No guessing. A light for each cook - l'ivecooking speeds. Always-even tempera- that heats faster than any conventional 
ing speed tells exactly what unit’s on. tures! Wonderful record of long life! range oven. 


Another new, big range buy 
that'll get women to come a-running! 
THE GENERAL ELECTRIC “SPEED 


Same new functional design as the “Push-button” Range— 
with switches at shoulder height, well above utensils. 
Colored Tel-A-Cook Switches. Automatic Oven ‘Timer. 
High-wattage. deep-well cooker. Two appliance outlets. New 
full-width doors and drawers, 39-in. body. No-Stain Oven Vent. 
AND A BIG PLUS! The exclusive G-E Tripl-Oven, de- 
scribed above. A rea. talking point in medium-priced ranges! 





—> 





HARDWARE AGE, SEPTEMBER 23, 1948 75 















THE BETTER 


BIGGER $ VALUE 


JUICER 


Kwicky 


JUICER 





Ay 
7 







Individually and Attractively Boxed 


PIVOT BASE “KWICKY-ER” 


All-in-one Aluminum juicer pivots Races through fruit juicing—rinses 
freely on rubber base which grips in a jiffy—no detachable parts to 


table without marring or scratch- clean. 
ing. 

BIGGER DOLLAR VALUE 
MORE EFFICIENT Complete satisfaction — more for 
Gets ALL the juice—no bitter peel the money. 
oil. Strains coarse pulp and seeds Priced for ""KWICKY-ER" sales 


- no holes to clog pouring. 


EASIER 

Three strokes of the handle usu- 
ally extracts all the juice. Easy to 
keep clean. 


only 


Write for complete information 
Manufactured by 
QUAM-NICHOLS COMPANY 
33rd Place and Cottage Grove, Chicago 16, Ill. 





SAFETY ROLL, JR. 
Vaughan C€ 
Opener that opens square o 
a twist of the 


The famous Can 


round cans with 


wrist. All steel construction. 


No. 170-W 






Double shoulder 
gives positive seal, 
prevents gas leak- 
age. Display card 
(left) free with 2 
dozen stoppers. 


EXPANSION STOPPER 






“GAS-TITE” 


WORLD'S LARGEST MANUFACTURERS OF 
BOTTLE OPENERS AND CAN OPENERS 








NOVELTY MFG. CO. 3211 CARROLL AVE., CHICAGO 24, ILLINOIS 
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16 SIZES IN 
DISPLAY CARTON 
yy" to a" 


FOR THE FIRST TIME 


Top-quality balls packaged 
for small quantity . . . high 


volume sales 


Here are precision ball bearing 
grade balls packaged expressly 
for hardware store sales. Now it 
is possible to offer a complete set 
of balls at low cost and without 





REFILL AS YOU SELL 
Buy only the sizes you need 
to keep stock complete 
human hands. Original manu- 
facturer’s slush grease prevents 
rust, corrosion and loss. 


COMPLETE ASSORTMENT OF POPULAR SIZE BALLS 


handling . . . counting . . . or 
stocking large quantities of each 
size. Pak-Bals are not touched by 


THE PACKAGED BALL CO. 


Pennsylvania 


IN 64 BOX CARTON (illustrated) COSTS YOU 
ONLY $10.40 (F.0.B. Langhorne, Pa 





Langhorne 











ra / /\ 
unit /Veu 


HANDLE CONSTRUCTION 


Hyde Putty Knives, which have long 
been known for their Super HYDEX 
Steel blades, now feature a new han- 
dle construction for added strength 
and comfort. Made with a full tang 
construction, the steel extends clear 





through to the end of the plastic han- 
dle for extra durability. The handle 
is specially designed for comfort, with 
only a single seam at the sides, help: 
ing to avoid blisters and calluses. 
Steel extends around butt end as ex: 
tra protection against hard knocks. 
Order now from 


HYDE 


MANUFACTURING CO. 


SOUTHBRIDGE, MASS. OSA 
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Notice how completely 

free of leaves this 
lawn is after the 
Standard Leaf Pulverizer 
goes into action. 


tall, | 
short, 
tough, 

oe or : 

ii wiry grass_ 


res you need 
plete. » . e 
zinal manu- 


PULAR SIZE BALLS 
ted) COSTS YOU 
inghorne, Pa 


L Co. 


sylvania 








——— AbOoSs LICK THIS FALL'S 
. POPULAR ROTARY TYPE TO LINE LEAF DISPOSAL PROBLEM 








=> Mows any grass stand from 1 inch to 4 feet tall clean as Now you can eliminate the costly 
a = a whistle. The. Standard Rotary Power Mower, recently raking, hauling and burning of leaves 
a acquired by Jacobsen Manufacturing Company, Racine, 
,<o . oe er that clutter your grounds every fall. 
5 Wisconsin, has been delivering this kind of perform- : 
— ance for years for thousands of users in all kinds of The Standard Leaf Pulverizer attached 


grass cutting work. The complete line of Standard to a Standard Model No. 3 Rotary 
rotary power mowers, the amazing Standard Leaf Power Mower disposes of leaves as 
Pulverizer and allied equipment will be produced by _ fase as tem men can rake. Leaves are 
the Worthington Mower Company at Stroudsburg, 

Pennsylvania, subsidiary of Jacobsen. 





brushed mechanically into the pulver- 
izer and chopped to a fine mulch 















ave lon 
eden Built in 6 models with cutting widths which is then spread through the 
ew han: we nae 20 co 62 inches, grass. When the mulch disintegrates 
tandard rotary power. : a 

strength ee it becomes an excellent soil fertilizer, 
mowers are extensively 
“ ve used in cemeteries, For full information on the com- 
s clear s mastonsel ‘ 

: 7 This M ‘ parks, institutions plete line of Standard rotary mowers 
stic han- is Model No. 1 and on city and ‘ 
: Inceiie Standard Rotary seiieitein Gam and Standard Leaf Pulverizer and other 
oe with Power mower attachments, see your Jacobsen or 
»s, help: has a 25” Worthington dealer or write us today. 
~ cutting width. 

alluses. ; 
ne a 4 hp. gasoline 

ms engine. 

cn * 


pron die WORTHINGTON MOWER COMPANY 


ING CO. Stroudsburg, Pennsylvania 


Subsidiary of Jacobsen Manufacturing Company, Racine, Wis. 


$9.34 


~) 
co | 
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THERE'S FAST ACCEPTANCE 


lew Markets- 


wwith 


THE NEW 


EXCELLO 24 inch 


LAWN 
SWEER, 


WITH THESE NEW FEATURES - - 


+ 
©? 


Explain how EXCELLO’S swift, 


Five sturdy fiber brushes mounted on 
self adjusting steel ball bearings. 


Heavy canvas duck basket with rust- 
proof sheet aluminum bottom—easily 
detached for storage. Holds up to 5 
bushels. 


Semi-pneumatic rubber tires eliminate 
wheel marked lawns—all gears fully 
enclosed. 


All castings of special aluminum alloy 
which is light, strong, durable, and 
rustproof. 


easy action 


banishes raking, gives lawns that well groomed 
look, and another customer is ready to buy. - - 
Additional sales too with EXCELLO 16” hand 
mower and 20” power mower. 


All EXCELLO Lawn Machines Are Fully Guaranteed 


SINCE 1902 


“HEINEKE & COMPANY 


SPRINGFIELD, 


ILLINOIS 























HOPPE’S 
LUBRICATING 
OIL 














With THE HOPPE LINE 
Every Gunner is 
Your Target 


Every gun—active or idle—needs cleaning, care and pro- 
tection from rust and every experienced gun 
knows that 


Hoppe’s No. 9 Solvent, 

Hoppe’s Gun Cleaning Patches, 
Hoppe’s Lubricating Oil, 
Hoppe’s Gun Grease—and 
Hoppe’s Gun Cleaning Packs 


do their respective jobs with full dependability and satis. 
faction. Ask your Jobber about these widely used and 
consistently advertised “gun savers”. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Penna. 


owner 























*Reg. U. S. Pat. Off. 


PRACTICAL « CONVENIENT 


* PRECISION 
BRAND 





SHIM 


SHIM STOCK 
BRASS OR STEEL 
Handy — convenient — 
user simply snips off 
needed length. Single 
rolls 6”x 100” in all 
popular thicknesses. Cel- 
lophane wrapped for 
protection. 12” x 120” 
rolls available in steel 

only. 





ASSORTED SHIM STOCK 
BRASS — STEEL 

Four most-used thicknesses pack 
aged in one dispenser carton 
easy use. Each roll is 6 x 50’”—a 
total of 1200 sq. inches per pack 
age. Cellophane wrapped, in « 
type display dispensers to get sal 
attention. 


PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE, INC. 
4417 W. Kinzie St. Chicago 24 
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TARGETEER. 


TARGET PISTOL OUTFIT 


Here’s new, harmless shooting fun 
For Mother, Daughter, Dad and Son. 
Cock it. Aim it. Shoot to win! 
Perfect shots make “‘birdies”’ spin. ie wen 
There’s nothing like the Targeteer \ in Canada 
For indoor party fun all year. 


Buy Targeteer at Sporting Goods and Toy Departments everywhere! 
Complete Set Only $2.95 


a Set includes: 
TARGETEER —_ 
—famous, low 
velocity, blued 
steel air pistol 
—big, balanced 
and very accurate at short range; 500 rounds special 
.118 calibre ammunition (tiny “B-Bs’’); 2 metal 
spinning “‘birdie’’ targets; target cards; backstop. 


DAISY MANUFACTURING CO., 2498 UNION ST., PLYMOUTH, MICH., U.S. A. 


NO. 81 DAISY B-B RIFLE TARGET RANGE 
Open To Order — Not Allotted! 
NEW, complete Range has 5 


NO. 25 DAISY 
PUMP-ACTON REPEATER 


DAISY TARGETEER 


”" The SAFE 
» FU Gun” 


FOR THE 


WHOLE FAMILY 


NO. 155 1000 SHOT REPEATER 
c= 


Thirty-five inch, 


-d 
“Gold-engraved"’ jacket. 
Forced feed. Walnut-fin- 
ished pistol-grip stock. 


colored “‘Birdies’’ that SPIN when 
hit, 70 ‘‘Hanging Spots" 


SHATTER — card- 
board ‘‘Sticks’’ that 
BREAK — Official 
Daisy Target Cards — 


Shooting Manual and Instruction Booklet. No. 81 is open 
to order—not allotted. Order from Distributor now! $] 
Typical Daisy quality and long-value retail price at 





y | qi a 
Sea 
NO. 111 . 
1000 SHOT 


<eCnaste OF STEPwER Se Cece® 


4 
yy 


1h ect 
RED RYDER CARBINE ~~ 


Real Western saddle gun style. Lightning-Loader 


Largest selling air rifle in the world. 
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that gravity-fed air rifle. 
Gun-blued metal parts. 
Weil-finished wood stock 


NOTE! 
Each Daisy Rifle 
now packed in in- 
dividual displa 
carton with FREE 
tube Bulls-Eye 
Shot, Target Cards, 
Safety League But- 





4Z24akhkee a ous 4 Ce, 






keep COOKIES tn the 
COOKIE JARI 


The household kitchen has gone modern but a lot of people 
still think the cookie jar is a safe place for the a savings. 


look Min Yoo hat PUTO “are thereugh 


Bring your customers really up-to-date and 
make a generous profit for your effort. 


Se// PROTECTALL SAFES 


. for the protection of insurance records—accounts, checks, 
bonds, currency, family heirlooms, jewels and other valuables. 













Modern construction, heavy insulation resist damage in fire up 
to 1700° F. for one hour, warranting the Underwriters’ ‘’C”’ 
Label. Nationally famous combination locks resist burglar attack. 


A Sate for Every Requirement—Eight Sizes— 
Practical Interior Arrangement. Three Colors. 


———= Write for the Complete Protectall Story 


PROTECTALL MFG. CORP. 
938 South Salina St., Syracuse, New York 


- od fl 













RE Your STORE" 
ER Holiday Season With 


% Wodonn EQUIPMENT? 


Save money, save time, install Heller 
ready made store fixtures in your 
store. Actual tests prove Heller 


equipment sells more goods. Beau- 


tifully finished. Wonderfully made. . HICAGG” 
Latest designs. Send sketch of your RO L LE R S K AT fF S 


More than 40 years of experience and skillful engineering stand 
store for free store plan. Ask for back of every pair of "CHICAGO" SHOE SKATES. 


Dealers are now offered a wide selection of "CHICAGO" Shoe 





catalog 948 showing largest line Skates for beginner or professional, in Regular—Dance—Rac- 
ing—Hockey or Figure Models. 
ever offered. NATIONALLY ADVERTISED 


Complete Catalog with helpful RINK SKATE POINTERS 
will be sent Dealers upon request. 








W. C. HELLER & CO. CHICAGO ROLLER SKATE CO. 


948 B t St. ‘ e Mfgors. of Rink & Sidewalk Roller Skates, 
ryant St Montpelier, Ohi« Industrial Fuses—Screw Machine Products 


4456 W. Lake St. . Chicago 24, Ill. 
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The Hew HE CHIEF 


by MURRAY OHIO 


Truly a style leader, the new Fire Chief is certain 
to be an attention getter in every display. 

Its construction is fully in keeping with the 
quality standards that have distinguished 

Murray Ohio wheel goods for over 25 years. 


New Catalog Sent Upon Request 








OL OF Qy 

\-) 

a* Vey, 
6 2 








THE MURRAY OHIO MANUFACTURING CO., CLEVELAND 10, O. 
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SD Production efficiency is the key to profits...and this 
SO >" to the farmer and the “‘little fellow” as well as to big 


7 


business. Better work gloves help to promote better produc- 
tion efficiency, for skilled hands that work in comfort... with 


\ 
‘ ) full protection ... will do a better job. 
‘% ¥ » las 
X \ , ' Riegel Work Gloves are the best you can buy...comfort- 







able, durable and economical...qualities made 
possible by complete Riegel control in one plant, 


from raw cotton to finished glove. 









: i 
y > 
< Riegel 


AG 


Riegel’s Canton Flannel, clute 
pattern, is the basic volume 
seller. Made in 8, 10 and 12 oz. 
for men, and in an 8 oz. boys’ 
and women’s size. The 12 oz. 
glove is the longest wearing, 
most economical glove for the 
average worker. 


WRITE FOR FREE CATALOG and list 
of distributors, to Riegel Textile Corp., 


_ WORK GLOVE 
Tag : ia” 342 Madison Ave., New York 17, N. Y. 


o 
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Boost your sales 


[hte tio popular types of J & H with 
Motors are now on the job in America’s shops, JACK & HEINTZ 


farms and homes . . . quietly and dependably Better electric motors 


powering more than a million machines and 

P s oncen = Wee FR Bike Wie : 

appliances. The Type Cl Split-Phase Motor BACKED BY COTE Ca 

(left) powers easy-to-start applications such as 

blowers, fans, centrifugal pumps. The Type C2 

Capacitor-Start Motor (right) drives compressors, reciprocating pumps, oats 

process machines and other hard-to-start applications. Each is the result of , 

J & H superb engineering skill and precision-production “know-how”. Write eam 

for full information on the J & H Motor Franchise for your area. / 

Aircraft 

‘ators 


JACK & neintz EH PRECISION INDUSTRIES, INC., Cleveland 1, 
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@ Heavy rubber cushioning over sturdy 
wire frame. 


@ Odorless, easy to clean, will not tarnish 
silver. 


@ Rugged wire construction—all joints 
electrically welded. 





Improved design increases capacity. Sepa- 


@ Will withstand grease and hot water. SEE See SOR, Se Soe OO 


@ Reduces noise, minimizes breakage, 
prevents scratching of silver. 





Available in red, green or white, heavy rubber cushioning. Size Each dish drainer has colorful display card 
of drainer: 122" 16"; packed 6 to corrugated shipping carton. listing sales features. 


Copr. 1948 





NDROC 
“um )6mTHE WASHBURN COMPANY 


WORCESTER, MASS. © ROCKFORD, ILL. 
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€ Now is the time, when oil is on so many lips, to get 


yourself talked about as a headquarters store for space 


heaters. Replacement sales represent a major business- 
building opportunity, and with the Preway line you're 
set for the best word-of-mouth advertising you've ever 
had. The inspirational contrast for householder be- 
tween past experience and Preway performance will be 


a tremendous factor in making favorable comparisons 


ria h)6l(ié &xZz©€©6©§8DrOULCVOO™ 


in increased comfort, decreased use of fuel and econ- 


omy in operation. 


If this approach to today’s market makes sense to you 
— as it does to hundreds of alert dealers in all parts of 
the country — then you'll be interested in the basic 
Preway story . . . a short, well-balanced line packed 


with advantages that people want. Phone, wire or write. 


PRENTISS WABERS 
PEPE) seECOND STREET, N., WISCONSIN RAPIDS, re =a - 18) 3) 0{ oy K Co. 
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For further information, call your 
local telephone business office. 








oeoeohe means business! 





He’s the Classified Telephone Directory representative. 
Through his constant contact with both the buying public 
and business men, he has gained valuable knowledge about 
how the Classified is used and the results it produces. 
Through his experience and training, he can make the 
knowledge he has gained equally valuable to you. He can 
make suggestions that will lead more buyers to your door 
through the ‘yellow pages.’ He can also suggest which classi- 
fied headings are important to your business... and how 
2 i y 
. 
you can make your ‘yellow page’ sales message stronger. | 
The next time he calls, remember that helping to increase 
your business is his business. 
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Taal alhicmmelek Jelslielel... 
but ONLY REED & PRINCE 


rallest 


WVMIW TENANCE WORN 1S CASTER, CUUNER, 
LESS COSTLI... 


when REED & PRINCE Recessed 
head screws are used 


BECAUSE 
ONE driver fits the complete 
range of sizes . 


_... REED & PRINCE 


Octo MANUFACTURING co. 


‘Py WORCESTER, MASS CHICAGO, IL! 


Ae 
re »* 4, 
S-? ~ a * 
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You're different 


) as no other fingerprints in the world exactly match yours. . . 
so no other paint selling operation in the country is an exact dupli- 
cate of yours! 

The answer to another independent dealer’s sales and merchandising 
problems is not necessarily the answer to your particular problems. 

Realizing this, Sapolin does not attempt to impose any cut and 
dried sales plan on your business. Instead, Sapolin believes that the 
way to aid you, the independent dealer, in maintaining your sales 
and your independence, is to create a “custom-made” plan, tailored to 
fit your individual requirements. 

This specialized study of your specific problems is only one of many 
Sapolin dealer-services designed to help you determine when — where — 
and how to get an extra share of the consumer business in your local area. 

If you are an independent paint dealer, you’ll want to know more 
about the many advantages of handling the Sapolin line. Write today. 


SAPOLIN PAINTS Inc., 229 E. 42nd St., New York 17, New York 
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A COMPLETE LINE OF PAINTS FOR EVERY PURPOSE 
WAREHOUSES: Brooklyn, N. Y.; Jacksonville, Fla.; Houston, Tex.; Los Angeles, Cal. 
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BD albinst locks. Goch selected to 
UIE Ss tcaviaeeh, poceenea 
lay board included. Order today. 


, 0 OLTS for every need 
Ast. 


-pack ey ‘screws and bolts bring consistent profits the 
ase Bolts with nuts, Stove Bolts with nuts, Sheet Metal 
bine Wood Screws, Cap Screws, Set Screws... all 
te pr f . Ask your jobber about them. Prompt delivery. 


erie HARDWARE... ALL FROM | SoURGE 
f Naltovad Lock Company 


‘ Ni Rockford, Illinois © Merchant Sales Division 














HARDWARE AGE, SEPTEMBER 23, 1948 








oe 


.-] 
i) 


You sell 


PLENTY 


of running water 
when you sell 










Full capacity, in a wide range of models, is 
at your service when you sell DAYTON 
Water Systems. This means you can assure 
your customers PLENTY of running water 
for kitchen, bathroom, lawn, garden or for 
livestock. With all Dayton models you sell 
maximum service at minimum cost. 


MAIL COUPON TODAY 


THE DAYTON PUMP & MFG. CO. 
DAYTON 1, OHIO 


Please send me complete details on Dayton Water Systems, 
Water Softeners and Cellar Drainers. 


NAME 








| 


ton 
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WHEN YOU 
MISS OUT ON 


“RX Aloe 
REPLACEMENTS 


@ Hitch up your pants .. . and dig into some 
real profitable business. TAYLOR Lock Re- 
placements are a pleasure to stock and sell. 
They are standard sizes . . . meeting a steady 
customer demand! Yes, Sir, Replacement 
Business is PLUS Business—Don't miss it! 






No. 410 METAL DOOR KNOB 


Heavy weight, dull-brass plated, 
two-piece 2!/4-inch diameter with 
threaded spindle for 
easy adjustment. 6 
pair to a box. 


No. 500 

MORTISE LOCK 

One tumbler, standard 
size for replacements. 
Dull brass plated face, 
packed with strike and 
screws. 6 to a box. 


No. 7000-C RIM 








~") CYLINDER SET 


$ 5-pin tumbler, 

standard size bore Ne. 300 RIM LOCK | 
for replacement. Upright style, standard size 
With 2 keys, brass Com- 
cylinder ring, 2 

screws, backplate. screws, 
12 to a box. 


for replacement use. 
plete with keeper, 
side locking lever. 6 to a box. 


Your Hardware Wholesaler Has A Complete Line 
of Taylor-Made Quality Products—Padlocks, Night 
Latches, Inside Lock Sets, Key Blanks, Replacements. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 














FOR SAFETY’S SAKE—SAY 
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Here’s your 


THE-10 


to a New 


PROFIT- 
BOOSTING 
CAMPAIGN 


\ .o) , "- Most of your best customers .. . best prospects, too... are inclu 
4 in the more than 20 million readers* of the home-service magazines. — 
eS That’s why it’ll pay you to tie in with the profit-boosting cam- 
SA paign now running for Dust-Stop Air Filters in those publica- 
oy A fp tions. It’s easy with the free display and advertising materials 
— your distributor or jobber now has for you. . 

With over 2!4 million owners of forced warm-air systems requir- 
ing from one to six new filters—needing a change right now—you 
can readily see the profit potential in an aggressive selling 
program. Stock up on Dust-Stop Air Filters and get your 
promotion materials ready for this big selling season. Contact 
your Dust-Stop distributor or jobber today. Owens-Corning 
Fiberglas Corporation, Dept. 934, Toledo 1, Ohio. 


In Canada, Fiberglas Canada Ltd., Toronto, Ontario. 


* According to the latest publication 
studies, readership of the home-service 
magazines carrying the Dust-Stor 
campaign is as follows: 

Betrer Homes & Garvens 11,025,000 
AMERICAN Home 8,750,000 
House & GarpEN — 1,295,000 
House BEeauTIFuL == 1,750,000 


eer FILTERS 
*T Mm REG. U.S. PAT. OFF 4, O48, x 


A FIBERGLAS 0a 8 48, +4 PRODUCT 
SS 9006! 
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standard 
‘steel 
uprights 











whether you ' 
build your own shelving or buy 
a complete installation, | 
insist on Hirsh Steel Uprights 
for a speedy and economical job. 


MORE THAN 30 ADJUSTABLE STYLES TO CHOOSE FROM 


S. A. HIRSH MANUFACTURING CO. 
3119-21 West Lake Street * Chicago 12, Illinois 


Gentlemen, Yes, I am interested in Hirsh Standard Steel 
Shelf uprights. Please send your latest catalogue and prices. 


FIRM NAME 





LINE OF BUSINESS 





ADDRESS. 





Crt... ZONE____STATE 
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STOCK UP NOW FOR THE 


Pruning Season 
aa with 


Snap Gt’ 


AND OTHER 


eymoue Smitx 
LGARDEN SHEARS 






=. 









No. 419 


THE NEW 
STREAMLINED <§nap(ac” 
ALUMINUM ALLOY BODY 


: 


LIGHTWEIGHT, 


y 
(ah 


LONG HANDLED 
PRUNERS 


Easiest cutting pruner made. Famous 
original “Snap-Cut” action of alloy 
steel, precision-ground blade makes 
smooth, quick-healing cut. New, “one- 
finger” catch for use with either hand. 
Tapered, non-pinching handles. 
Anodized finish. Only the “Snap-Cut” 
permits complete replacement of parts. 




















Stock the full line of Seymour Smith 
Tools. Each one a quality leader. If 
your jobber can not supply you, write 
us giving his name. 





Snap lock 


PLIER-WRENCH 


Colorful Pruner Displays available 
FREE. 





Seymove Smit 
NATIONAL ADVERTISING 
REACHES 20 MILLION CUSTOMERS! 


SEYMOUR SMITH & SON, INC., 900A MAIN ST., OAKVILLE, CONN. 
JOHN H. GRAHAM & CO., INC., 105 DUANE ST., NEW YORK 8, N.Y. 
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oO ho ilighTander 

‘ New best-selling number with 
highland plaid center 

Choice of five colors on white 


Popular design ‘: 
of our kitchenware 
set. Five smart color: 

on white. ee 


Stove and table mats with the Aristo-mat label 
RA», »* ° 
sijf'are the only ones your customers see in 


Cup Be aia sf 
*m”’ Saucer ~. , 
Fast-selling Colonial |: 
design Red, black, 

blue or green on white 


» their favorite magazines. And they’re the 
<\s"8 best quality that money can buy! No 
, is wonder Artsto-mats sell faster, more 
BX vs '' basily, give greater satisfaction! Your trade 

ADVERTISED IN YG @\ fe “knows and appreciates these exclusive Aristo-mat 
* Good Housekeeping y “Gat f wor’ features: 1. New, heat-tested ‘‘Quad-coat”’ process 
; fs baked enamel finish. 2. Extra heavy asbestos padding. 


* Ladies’ Home Journal 
3. Patented, rounded ‘‘Kant-Kut Korners.” 4. Underglazed design 


* Woman's Home Companion 





tithes Nemes 6 Gordons r guaranteed not to chip. Check your Aristo-mat stock today! 
* McCalls MEE. Coco c cc ccc eee eee eee eee eee SESE ESSE OESOSEOSEOE®S 
Aristo-ware Kitchen Set ¢ 4 
“Refresher” coeds Te vet hot . Phoenix Table Mat Company 
eT 
we - . vravie . 
quality, smart colors e 1315 WEST CONGRESS STREET 
. CHICAGO 7, ILLINOIS 
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© For 77 years members of the Myers family, and 
their associates, have made manufacturing history 
by adhering to the highest standards of engineering, 


materials and workmanship. 


© Good reason why Myers 
is the name most widely 
known and most highly re- 
spected by those who know 


what's best in pumps and 





water systems. 











E. MYERS & BRO. CO. 
Dept. M-46, Ashland, Ohio 


THE F. 














STAND-OUT 









DISTRIBUTED 
THROUGH LEADING 
JOBBERS 


Features galore at a popu- 
lar price . . . 6'/2"' hot blue 
flame, sharp pointed 
needie burner. Bottom 
filler. Quick acting, lock- 
down, pump. Buffed brass, 
quart size tank. Bakelite 
valve wheel, C & L red 
handle. Exclusive C & L 
interlocking safety fittings! 


CLAYTON & LAMBERT MFG. CO. 
1718 DIXIE HIGHWAY e LOVISVILLE 10, KY. 
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MR. RETAILER: 


PEXTO 


KNOWN OVER 163 YEARS 
FOR 


TOOLS 


AND NOW CREDITED EVERYWHERE 
FOR 


IDEAS 


THAT HELP YOU PROFITABLY 


SELL 


ASK OUR WHOLESALE DISTRIBUTORS 


~ 











=. 
| 


a 


te 





eee 



























é 
> 
ee eee 


Se 
a tae © <a 


Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
ES Beveled Edge Shaper Steel, Dado Sets 


WV \iand ae ee ee 


115 BANKER STREET SS ee ee, ee 







HARDWARE AGE, SEPTEMBER 23, 1948 








HARDWAI 





These Nuts are undersize 


PS OE PF CE OED CONTR RIT SP ee eum 














Circle Bolts and Nuts are under constant 
development by a fully-equipped research staff. 
Dealers handling the Circle line are able 
to offer their customers bolts that incorporate 
the latest and best developments in metallurgy 
and manufacture. 


BUFFALO BOLT COMPANY 


——— North Tonawanda, N. Y. 


These Nuts are the SALES OFFICES IN PRINCIPAL CITIES 


right size 





Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 


... they are CIRCLE N U T’ S 
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DIAMOND 


DIAMALLOY METAL 
CUTTING SNIPS 


ELECTRICALLY HARDENED CUTTING EDGES 












CIRCULAR PATTERN 


Drop forged of special analysis Diamalloy tool 
steel. Cutting edges hardened by electronic pro- 
cess making them exceptionally hard and long 
wearing, but leaving the rest of the tool strong 


Tool steel bolt is oversize with close screw ad- 
justment for setting cutters, and large locking 
nut, adding strength to the joint and lessening 
need for readjustment. Nickel-Chromium plated 
—will not rust. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Avenue 











Duluth, Minn. 




















LS f Qo 
“— Model P-12] 


Leaders 
All Steel Unbreakable 


QUALITY TOOLS AT POPULAR PRICES Non-Adjustable B 
THAT WIN INSTANT ACCLAIM ‘ 







*Ali Steel Unbreakable 















O: Adjustable Block Plane. 
\\ ~) 
Model B-105 vi 





- “@ 
Sliding Bevel. a pes 
“Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane. 








“Model G-115 
Jobber’s Drill Gage. 









Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 
handle. 
















Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides. 








Combination Square 
with level and scriber. 













Model S-107 
*10" Adjustable Bench 
Level. 


Model L-111 
"Adjustable Level Jr 
Carpenter Square and 
2 vial spirit level. 


: Model C-102 


Try & Mitre Square with 


level. a. 





















“ Model M-119 
Vise Type “Mitre Box. 


} =) \ \\ Bae 
i 8 
Model BD-124 fa 


*Universal Hand Drill 
Positioned at any angle. 

























Model P-108 
*Protractor & Drill Gags 
4 tools in | ' 
/™ 




















Model D-106 


*Handy Home Too 
6 tools in 1. 





WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


JOOVET CAN | 


TWIX MANUFACTURING COMPANY, INC. 
40-09 21st STREET, LONG ISLAND CITY 1, N. Y. 
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GENERAL @ ELECTRIC 


«lL. 
¢ | 


CORD SETS 


for high, fast profits 


Here’s a brand-new merchandising plan with a liberal 
distributor-dealer discount setup that builds profits 
fast. It’s the General Electric Flamenol Cord Set 
Merchandiser. 

Piaced on your counter, this appealing, eye-catch- 
ing display sells Flamenol cord sets on sight . . . with- 
out any extra selling “push” from you. Here’s why: 


a r an ever-present need. Almost every 
home has frayed or unserviceable cords and dan- 
gerous, damaged plugs on lamps, clocks, radios, fans, 
and other light-duty appliances. 


are a top-quality product. The prongs stay 
straight and true, because they are of double-strength 
construction and are molded right into the high- 
Strength plastic plug. The thermoplastic insulation is 
good looking and easy to clean . . . resists oil, mois- 
ture, alkalies, and many other service hazards. 





they appeal to today’s new “repair-it-yourself”’ 
group. New Flamenol cord sets come with ends 
stripped ready to attach. The counter display appeals 
to men and women, with “home repair” skills, who 
take simple repairs in their stride. 


they carry America’s best-known trade mark. This, 
plus the Underwriters’ Laboratories label, shows 
there’s no “skimping”’ on quality. 


. they are priced to sell. The low retail price en- 
courages multiple buying. You'll be surprised at the 
quick turnover and attractive profits. 


Dealers who are already selling these cord sets report 
quick sales and excellent response by customers. Ask 
your regular General Electric merchandise distributor 
to show you a sample package—with counter card 
and four product cards—each holding six cord sets. 
He'll give you all the facts about this new self-selling, 
fast-selling item. Then order from him, and get in on 
this new profit builder. For information, write to Sec 
tion D12-938, General Electric Company, Bridge- 
port 2, Connecticut. 


*Trade-mark Reg. U.S. Pat, Off. 
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FROM YOUNGSTOWR MANUFACTURING 'S COMPLETE METAL TRIM LINE . . 


SUPERIOR SALES LEADERS 
ii” 


TO GIVE YOU EXTRA- 
DOLLAR VOLUME AND 
BIGGER PROFITS 


ASiig 2 a 
No. 26 No. 669 
No. 35) 
No. 129 











No. 5 No. 101 No. 14 No. 63 No. 68 
ga, Si 4 No. 263 
No. 33 ; No. 3) No. 21 
l 7 : No. 762 
No. 41 No. 344 No. 540 No. 4Il No. 269 No. 36 No. 262 No. 426 


WITH THE BUILDING and remodeling season in high Schuler luster process, and True-edged for perfect 
gear, step up your profits and gain extra-dollar volume _ straightness. 

with SUPERIOR metal trim... decorative, bright-looking, Send today for a free catalog and latest price lists... 
easy to install. Shown above are 24 fast-moving items, for complete information on SHELL-PLI, an attractive 
and Youngstown Manufacturing’s complete line in- mew sink counter covering— newest member of the 
cludes hundreds of others—all finished by the exclusive Youngstown Manufacturing family 


THOING 


Dept. 4 Please send us literature and prices 


98 





(3) Sink Well Frames, Strip Cutters, Metal Shears, Mitre 
Check Boxes, Linoleum Rollers, Cove Base Corners and Stops, 
( re sg saanaieane Linoleum Paste, Insulation Tile Adhesive, Waterproof 

Counter Covering Linoleum Cement, Nails and Screws, Curtain Rods, and 
Company ~ — SHELL-PLI Sink Counter Covering. 


Your Name 


Address _ - YOUNGSTOWN MANUFACTURING, INC. 


City __ Stat 66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 
MAKERS OF SUP METAL TRIM SINCE 1930 
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eo These advertisements in = 
AMERICAN HOME and FARM JOURNAL ¥ WW 


Keep Pittsburgh Fence — 


before your customers Jia] 
















You know that Pittsburgh Fence has always 
been a popular brand with your customers 
and we want to keep it that way. This will 
help you when we again have plenty of 
fence to sell—it will help us too. So that 
is why we keep telling your customers 
that Pittsburgh Fence is good fence. We 
want them to stay in the habit of asking 
you for it. 


The two advertisements you see here 






Welded 


Pints Sbur gs 















will be seen by the readers of two of the 
largest National publications in their 
field. Pittsburgh Welded Steel Fabric 
is being advertised to the 2,600,000 
readers of Farm Journal. Pittsburgh 
Welded Lawn Fence advertising is 
being read by the 2,500,000 sub- cae light 
1g saqedies 


scribers to American Home. We 


hope this will help you by keeping 


aae* 
Pye stare se, 


a8 
ety. 2 
bie five... . 


ourname alive with yourcustomers. 


% 
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ra Fence 














HARDWARE AGE, SEPTEMBER 23, 1948 . 99 















Sitk@ Displays MEAN GREATER $$$$ PROFIT 


sos ll AND BUILT TO SELL MORE MERCHANDISE—MORE EFFICIENTLY 


Saves Time . . . Saves Floor Space nc ETT 
Shelf Inventory at a Glance : — 

























By STETIHTL FESETEEE PSE EERE oe 
beoue FPR FFAFEF 
pia SERENE AEPE FERF 
ERP EREE PIP BEEEEE a 
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STANDARDIZED 


WALL UNITS SHOPPING 
Specially built for displaying House- a 
wares, Sporting Goods. Builder | ISLAND MERCHANDISERS 
Hardware, Tools, Steel Goods, Paint and Farm Supply Islands 
Paints, Bolts, etc. Nail and Wrap Counter 
SELF SUPPORTING — FLEXIBLE — SECTIONAL—NO ANCHOR NEEDED 
PARTIAL OR COMPLETE DEPARTMENT INSTALLATIONS AVAILABLE FREE CATALOG 
Sitka SPRUCE LUMBER AND MANUFACTURING COMPANY _ .... » suwinc. 
Fixture Division, Box 295 2500 Genesee, Kansas City, Mo. WRITE TODAY. 














—- P&C DISPLAY BOARDS ~~ 
- P & C PUNCH & CHISEL SETS 


Your customers will appreciate being able to make their own tool selections 
from P & C Display Boards . .. often resulting in EXTRA sales. These boards have 
sturdy hardware that holds adequate stocks. Plainly marked tool numbers make 
selections easy. These sturdily constructed boards in natural wood finish will make 
a pleasing addition to your store. QUALITY TOOL SETS such as the Punch & Chisel 
set illustrated above are specially selected to fill a mechanic’s every need for tool» 
of this type. Feature P & C tool sets for MORE sales. 


DISPLAY BOARD NO. 17-K 
PUNCHES & CHISELS For complete information see your P & C Distributor 
salesman or write for catalog. 


“THE BESTTOOLS |["™=3D5) = || HAND FORGED TOOL COMPANY 


MONEY CAN BUY” , , Box G, Milwaukie P.O., Portland 2, Oregon 
—— 4702 
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- The NEW EXACT Aluminum-Bound Level 
has plenty of SALES APPEAL ! 





This sectional view shows how 






the aluminum corner reinforce- 
ment binding firmly grips the 
wood on all four corners, in such 
a manner that the binding cannot 
be pulled loose. 


HE NEW aluminum-bound, 48” wood level just 

introduced by this Company, offers the dealer 
several strong selling points. Intended primarily for the 
use of masons, it is made of the finest, smooth, even- 
grained genuine mahogany’, dried in our own kiln. It is 
moisture-proof, easy to read and has four sensitive 
tested plumb vials and two level vials. Aluminum end 
plates are securely held with two recessed head screws. 





EXACT LEVELS 


are sold 
only 
through 
distributors 


ca fy 
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The sectional view above shows how the aluminum 
corner binding is shaped to hold firmly to the wood. 
Additional security is provided by a metal-to-wood 
welding process. The binding and end plates are of air- 
plane hardness aluminum, which is substantially harder 
than brass. 


This new product measures up to the high standard of 
quality set by a manufacturer who specializes in high 
quality levels and makes no other products. With the 
combination of high quality and a reasonable price, 
more EXACT LEVELS are solc than any other kind. 
Send for information. 


Newspaper mats available to dealers 
for local advertising. 


*Also furnished in pine. 





LEVELS 








MAKERS OF THE WORLD'S BEST LEVELS 
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Specialists in SHOVELS, SPADES, SCOOPS 
Now Offers For Nation-Wide Use 


*Available in 2 Sizes 


SIZE BLADE SIZE WT. DOZ, 


No. 
AA 140 LWC 10 142 x 1734” 50 Ibs. 
AA 144 LWC 14 15% x 1934” 52 Ibs. 


BLADES—10 Gauge Aluminum Alloy Heat-treated 
HANDLES—Moly Split D with Aluminum Rivets, Clips and Bands 


Offers a Quick Ready Sale—Because it 
Fills a Long-Felt, Often Expressed Need. 


Wood's Zephyr Weight Aluminum Alloy Grain 
Scoop fills a vital two-fold need. First—for a 
grain scoop which will handle big loads with- 
out overtiring the worker because of extra 
weight of the scoop itself; Second—for a grain 
scoop which will not cause grain dust ex- 
plosions and disastrous fire due to sparks. 


New in Idea... 
Fully Proved by Successful Use 


Wood's Zephyr Weight Aluminum Alloy Grain 
Scoop is another successful achievement of 
Wood Shovel Engineers who have pioneered 
and developed many new and original ideas 
in shovels, spades and scoops. This Zephyr 
Weight Aluminum Grain Scoop is the success- 
ful result of years of research and experimen- 
tation. It has been tried out in extended, prac- 
tical use in test markets, and has successfully 
proved its ability to stand up and wear when 
used for the one purpose of handling grain. 
Admittedly it will not take the abuse often 
given to steel scoops when used for prying 
and subjected to other abnormal uses. 


SHOVEL AND TOOL COMPANY, PIQUA, OHIO 


World’s Largest Exclusive Manufacturer of Shovels, Spades and Scoops 
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"The Hardware Dealer's Magazine" 


Established 1855, succeeding and embod ing ‘‘Hardware"’ of New York, 
“Stoves and Hardware Reporter,’' St. is; ‘'The Western Hardware 
Journal,’' Omaha; ‘‘Iron Age ,Hardware,"* New York Ci “The Hard- 
ware Reporter,"' St. Louis; ‘Hardware Salesman,’* Ch cago ; ““Hard- 
ware Dealers Magazine,'' New York, and '"Good Merdwore.” N New York. 


Just Among Ourselves, by Charles J. Heale 


“Drop Shipments" Are Not sana Apemnnme 
Say, by R. S. Wild peevcssces 


Step-by-Step Modernization Helps Step Up Sales 
Let There Be Light!.. 

“And the Greatest of These Is Sporting Goods" 
Helping Salespeople Click, by Briaht Sando..... 
F.O.B. or Basing Point Selling?............ 
Suburban Store Turns Its Stock Five Times 


Hardware Dealer Leads the Way to Sales Via 
“Buyer's Guide" 


Color Should Stop the Traffic, by A. W. Gray 

Luthe Model Store Has “Buy Appeal"... 
Double-Barrelled Business Draws Two Types of Trade... . 
Power Tools a Strong Line at Strong Hardware Co..... 
Appliance Auditorium Responsible for Increased Sales. . 
Turns Cold Canvass Prospects Into Customers 

Harness Shop a Fine Developer of Rural Business 
Remodeled Gift Section a Feminine Mecca 

The Ad-Viser, by Irving Settel. . 


News of the Trade ..... 


How's the Hardware Business? 


Hardware Age Fifty Year Club.... 168 
What's New 
Coming Conventions and Events... 227 


Copyright 1948 by Chilton Company (Inc.) 


ADVERTISING INDEX—PAGES 238-239 


180) Charter Member 


NET PAID CIRCULATION THIS ISSUE 33,214 


SUBSCRIPTION PRICES: United States and its possessions $1.00 per year. Canada: $3.00 
per year. All other countries $5.00 per year. Single copies 25 cents each. 
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POWERFUL STEEL FINGERS form wire into links. Then contact with 
electric power makes a strong, permanent weld—and the link is joined into 
another good AMERICAN CHAIN. ¢ Most types of chain are made on auto- 
matic or semi-automatic machines. But the high quality of AMERICAN CHAIN 
is maintained by systematic inspections and tests made by men of long ex- 
perience. Even though machines have taken the place of muscles, chain- 
making is still a highly specialized craft. And AMERICAN chainmakers are 
proud of their craftsmanship. 


Buy AMERICAN—the COMPLETE Chain Line 


~~ 


“ay 


ath f he 


J. EMORY SEITZ 
a ‘“‘chain man”’ since 
1901—an'‘‘American 
Chain man’”’ since 
1917—in charge of 
Welded Sales 
department 













‘Angeles New York, 


PhiladelphigaPittsburgh, Portland,5a Bncisco, Bridgeport, Conn 


BX. AMERICAN CHAIN DIVISION 
cA AMERICAN CHAIN & CABLE 


\ ‘A: CL 
a WY In Business for Your Safety 


104 


iY of 04 re) Y ork, Pa., Chicago, Denver, Det i , 
& 





HARDWARE AGE, SEPTEMBER 23, 1948 

















Informal Editorial Comments 


by Charles. J. Heale 


A Timely National Security Warning 
From the U. S. Chamber of Commerce 


Editors’ Note: In a recent weekly report of the Chamber of Commerce 
of the United States, J. Stewart Richardson sounds a most timely warning 
relative to our national security. The text of this message is printed 
below in full, and should have the earnest consideration of all good 
Americans. It stands to reason that the U. S. Army Intelligence author- 
ities are not just crying “wolf when they take the vital precautionary 


measures outlined clearly by Mr. Richardson. 


Many readers will re- 


member parallel circumstances prior to World War | and World War Il. 
Read this message and pass it along to your neighbors that they too 
may be alerted. Mr. Richardson's message follows. 


MERICAN businessmen, 
chamber of commerce sec- 
retaries. industrial plant 

managers and others likely to be 
approached have been alerted by 
U.S. Army Intelligence authorities 
against a foreign hunt for strate- 
gical information. 

The data sought, though seem- 
ingly of scant military significance 
and almost encyclopedic in char- 
acter, could well be fitted into a 
potential enemy assault ‘or sabo- 
tage pattern. That is the-view of 
army experts. 

Originating for the most part on 
the other side of the Iron Curtain, 
requests have been addressed to 
more than 80 chambers of com- 
merce, scores of industrial mana- 
gers and others, seeking informa- 
tion on the location of : factories. 
roads, transportation and com- 
munications facilities, and other 
potential targets in this country. 


The bulk of these inquiries came 
from the Soviet zone of eastern 
Germany. Others, similar in char- 
acter, were received from Ro- 
mania, France, Austria, Italy and 
Switzerland. 

Army military intelligence au- 
thorities have asked the National 
Chamber to suggest that anyone 
receiving suspicious requests 
should communicate immediately 
with the nearest office of the Army, 
Navy, Air Force, Federal Bureau 
of Investigation. Department of 
State, or National Munitions 
Board. 

First public word of these seem- 
ingly innocuous operations was 
reported from Topeka, Kan.. 
where general statistics were being 
sought from overseas relating to 
strategical industrial installations 
in Wichita, San Antonio, and 
Rockford, Ill. All three of these 
cities are surrounded by military 
and munitions sites. 
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Wichita is the home of the Boeing 
aircraft plant where most of the 
B-29 Superfortresses were pro- 
duced in World War II. Also, it is 
the center of an oil and natural 
gas field. The air force Smoky 
Hill base is situated approximately 
100 miles to the northwest of 
Wichita. San Antonio is ringed 
with air force stations, while Rock- 
ford has five large ordnance plants 
within a radius of 300 miles. 

The requests received followed 
a basically similar form. One, from 
Soviet-occupied Germany, sought 
booklets on Wichita’s altitude, geo- 
graphical location, average tem- 
peratures, precipitation and nor- 
mal wind velocity. 

An “Austro-American Society” 
in Vienna asked San Antonio for 
a directory of business concerns 
in that area. And a “Swiss Jour- 
nalist” desired photographs of “in- 
teresting scenes” in and around 
San Antonio. 
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The Leipzig Museum wanted the 
Southwestern Bell Telephone Co. 
to furnish directories for several 
southwest cities for the years, 
1920, 1930, 1940, and 1947. 

And a Leipzig manufacturer of 
electric measuring instruments 
asked the Rockford Chamber for 
“a map showing the highway roads 
and railway lines in your state and 
a report of your Chamber.” 

This manufacturer—whose place 
of alleged business is located well 
within the Russian zone of Ger- 
many—also expressed interest in a 


list of periodicals of the electrical 
instrument trade and “specimen 
copies.” 

Such bits and pieces of informa- 
tion can be put together by trained 
analysts to form a strategic guide 
for bombing attacks and sabotage. 
Being freely available, its collec- 
tion may not be prevented. But it 
can be made difficult, and army 
intelligence authorities point to the 
importance of the source of collect- 
ing efforts being noted. 

Army public information off- 
cers in the field were directed to: 


oo & 


Vote the Way You Feel But Don't 


8 sop 48 million citizens among 
a total of 831/3 million 
eligible voters exercised that fran- 
chise in the 1944 national elec- 
tion. Among those 3514 million 
tax paying eligible voters who did 
not vote Tax Outlook estimates 
the breakdown as follows: 
Disqualified for felony 

convictions .... .about 300,000 
Voters unwilling or unable to 

pay poll taxes. about 2,050,000 
Citizens disqualified for 


illiteracy ..... about 1,142,000 
Americans who just don’t 

care, are too lazy or ab- 

sent-minded . . about 32,000,000 

This means that three out of 
eight who could vote didn’t vote. 
Had they voted, different results 
might have developed in federal 
and other elections. A similar sit- 
uation has maintained for many 
years—yet all those who don’t 
vote pay the same kind of taxes as 
those who do, and are frequently 


oa 


Be alert to the fact that such in- 
formation, although unclassified 
and solicited by overt means, pro- 
vides, in part, basic intelligence in- 
formation of strategic importance 
to all potential enemies of the 
U. S. 

It would be wise to contact re- 
sponsible officials of public utili- 
ties, other key industries, cham- 
bers of commerce, and possibly 
additional civic and educational 
organizations in your areas and 
discuss the matter with them con- 
fidentially. 


Neglect to Vote 


those who complain most bitterly 
about government. 

It is a patriotic duty to vote in 
every election and the only safe- 
guard for our hard won liberties 
and privileges as Americans. I am 
not suggesting candidates nor 
parties but I am urging all of our 
readers to be sure and vote this 
year and every year. They owe it 
to this country and they owe it to 
themselves. 


VOTE! 


National Hardware Show to Be Held Oct. 12-16, 1948. 


— third time the National 
Hardware Show will be held at 
the Grand Central Palace, New 
York City, from Oct. 12th to 16th, 
1948. The roll call of exhibitors 


is one to be proud of and the ad- 
vance request for badges, etc., is 
equally encouraging at the present 
time. 

By all the signs the 1948 show 


oo & 


will make some new records for 
the caliber of exhibitors and for 
the kind of attendance that makes 
such a show worthwhile for all 
concerned. 


Atlantic City Hardware Convention 
To Be Held Oct. 18-21, 1948 


S has been the case for some 
years, Atlantic City hotels are 
hard pressed to handle the reserva- 
tions that are requested for the 
wholesaler - manufacturer conven- 
tion to be held Oct. 18th to 21st, 
1948. Practically all of the major 
hotels have had the “SRO” sign 
out for some months. 
The program, at press time, is 
not officially complete but is tak- 
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ing shape and is almost completed. 


An innovation will be the “con- 
tact areas” set aside at the Marl- 
borough-Blenheim Hotel for pro- 
ducers and distributors to get 
together. It is understood that if 
the “contact area” plan proves as 
successful as expected, this con- 
vention, in the future, will en- 
deavor to broaden such a program 


along the lines of the spring Triple 
Mill Supply Convention which uti- 
lized the big Convention Hall for 
that purpose. Under that program 
manufacturers had _ conference 
booths with chairs and ash trays 
but no displays. It worked out at 
that spring convention to such an 
extent that the mill supply groups 
will undoubtedly continue the 
practice. 
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n- For general duplicating of cylinder and flat N For smaller volume where changes from cyl- For cutting keys exclusively by code, the 
keys, you'll want an ILCO Improved Duplex. inder to flat type cutters is occasionally nec- iLCO Universal has revolutionized older 
Always set up for cutting cylinder, flat steel essary, choose the ILCO Improved American. methods. Perforated discs control space and 
and simple bit keys, it also cuts automobile Cuts cylinder, flat steel and bit keys, as well depth of cuts in keys for avtomobile, pad- 
keys by code or number by means of depth as automobile keys from code or number by lock, cylinder, trunk, cabinet and other locks. 
keys and code (extra equipment). Has sepa- means of depth keys and code (extra equip- Discs for every popular make of key; codes 
rate set of clamps for cylinder and flat types ment). Has bronze bearings, automatic car- for all automobile locks. Mechanical carriage 
of keys, automatic carriage stop to prevent riage stop and reversible block for handling feed assures accurate cutting; no complicated 
damage to key, machine or gages. Full ball- narrow, special size keys. Also very useful in parts to require attention or adjustment. Pro- 
bearing operation. busy shops to steadily cut one type of key. duces 200 keys per hour. Simple to operate, 


7 WHICH TYPE 
OF KEY-CUTTING MACHINE 
| DOES YOUR STORE NEED? 


Whichever ILCO Key Cutting Machine you decide to buy, be sure of 


stati tin tities ite this: the most profitable thing you can sell is a key. In just a few moments 


are fully guaranteed against de- you can turn an inexpensive blank into an item of real value to your cus- 
ed COS RE SY RID tomers ... at the widest profit margin of all the items you sell! 
: ILCO Key Cutting Machines take up hardly any space, cost surprisingly 
" little to own, are easy to use. Get in touch with your ILCO Distributor 


today. Ask him for full information and prices . . . or write us for free, 
new descriptive catalog. 





Fx» First choice among hardware dealers and professional locksmiths 
— THE ILCO IMPROVED MINUTE, Extremely accurate, simple in 
construction. Duplicates practically every key in general use with- 
out changeovers or adjustments, without once removing the key 
or blank from the clamps. Completes all cuts in less than sixty 


seconds, 26 


INDEPENDENT LOCK COMPANY 
FITCHBURG, MASSACHUSETTS 


eeABents oy 
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“meipan 6 


- 


THE ILCO TRADEMARK ON PADLOCKS g STREAMLATCHES 67) SCREEN AND STORM DOOR CLOSERS A LIQUID DOOR CLOSERS a 
CHEST AND DRAWER LOCKS [Iie] AND KEY BLANKS P 1S THE MARK OF FINE WORKMANSHIP AND YOUR ASSURANCE OF HIGH GRADE SECURITY 
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“Drop Shipments Are 


Responses to a Hardware Age survey show that hard- 
ware wholesalers are guarding their domain — ware- 
housing and distribution of goods. More than 80 per 
cent say their ‘drop shipments" are not increasing. Spe- 
cial items, repair parts, industrial hardware are where 
‘drop shipments" most generally occur. Factory policies 


O, the record of 


facts and not as a matter of de- 
fense, wholesale hardware execu- 
tives who outlined their reactions 
for HarDwaRE AGE to the charges 
that wholesaler’s “drop shipments” 
were increasing, have pointedly re- 
jected the premise that such ship- 
ments are more than a mole-hill in 
their distribution practices. 


Point to the Source 


Unanimously deplored and gen- 
erally not practised by wholesale 
hardware firms, “drop shipments” 
are pegged by wholesalers as only 
an adjunct to their distribution 
and one properly isolated by them 
so as not to be disruptive. Also, 
while many hardware wholesale 
firms have industrial departments. 
those wholesalers responding to 
the HARDWARE AGE questionnaire 
point to the industrial supply house 
as the source of swollen “drop 
shipment” orders. 

This subject received impor- 
tance in the August 26th issue 
of Harpware ACE in an article 
which reviewed manufacturers’ 
comments about a condition 
(“drop shipments”) that could 
undermine manufacturer-to-whole- 
saler-to-retailer distribution if al- 
lowed to mushroom as a matter of 
false economy. Consequently we 
queried over 500 top wholesale 
hardware executives to get their 
side of the story. 


108 


also seen at fault. 


Wholesalers are in agreement 
with manufacturers. “Drop ship- 
ments” are a threat if allowed to 
increase. But there has been no 
dangerous increase in those ship- 
ments, wholesalers say. Some 
among those few who have experi- 
enced an increase, find it not out 
of line with their increase in busi- 
ness. Some find their recent 
“drop shipment” history no worse 
than pre-war days. And, where 
“drop shipments” are most fre- 
quently requested of hardware 
manufacturers is in _ industrial 
hardware lines, repair part orders, 
orders for special items, and in 
cases where manufacturers make 
special offers. 

A factor that could tend to swell 
the impression of an increase in 
“drop shipments,” many whole- 
salers feel, is the increase of 
“fringe” firms coming into the 
picture who are not able to finance 
a sufficient stock or a complete 
distribution service. Other whole- 
salers indicate that mill supply 
firms seeking to break into the 
general hardware distribution pic- 
ture rely too frequently on “drop 
shipments.” 


44.6 Per Cent Replied 


Replies to the questionnaires 
mailed to top wholesale hardware 
executives amounted to 226 or 
44.6 per cent. Question No. 1— 
“Have Your ‘Drop Shipment’ Or- 
ders to Manufacturers Increased?” 
was answered by 226 wholesalers. 


Thirty-nine, or 17.2 per cent, re- 
plied that their “drop shipment” 
orders have increased while 187, 
or 82.8 per cent said such orders 
had not increased. 


Increased in Dollars 


One wholesaler who said his 
“drop shipments” have increased 
pointed out that “drop shipments” 
have increased in dollars, but not 
in proportion to our total sales,” 
a sentiment that was echoed by 
others. Some laid the increase to 
“drop shipments” on the manu- 
facturers’ own door steps. As an 
example, a wholesaler wrote us 
that “We feel that the manufac- 
turers themselves are chiefly re- 
sponsible for the portion of direct 
shipments which now exist. Dur- 
ing the war years there were some 
manufacturers and there are still 
a number of them who sit and 
hold stock orders for quantities of 
items and yet make immediate 
shipment of direct shipments and 
special orders. If you were a 
jobber and had had orders placed 
since 1945 which had not been 
filled, and yet could get immedi- 
ate shipment of some of the items 
on a direct shipment order, what 
would you do? 

“To make matters worse, some 
manufacturers have held our or- 
ders, and are still holding them 
but have made immediate ship- 
ment of dealer orders. The dealer 
who has had something on order 
with us for months, and whom we 
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Not Increasing — 


have told repeatedly that we have 
had it on order for years, and who 
finally sends the order in directly 
himself and gets immediate ship- 
ment, has little regard for either 
our truthfulness or our service.” 

Another wholesaler commenting 
on why some manufacturers felt 
that “drop shipments” were in- 
creasing, had this to say: 

“If they were to analyze their 
customers they would find that a 
great deal of this trouble is caused 
by their own actions. Altogether 
too many manufacturers are over- 
anxious to secure broad distribu- 
tion. They do not select with care 
the concerns they name as distrib- 
utors. Many so-called distributors 
place ‘wholesale’ on their letter- 
head and are accepted as whole- 
salers but do not function as such. 
I am sure that if manufacturers 
will analyze their business with 
established wholesale hardware 
houses who issue a catalog and 
travel men, they will find that the 
wholesale industry recognizes their 
proper function and endeavors to 
earn the margin that is allowed 
them.” 


What One Record Showed 


One wholesaler kept’ a record 
showing the percentage which 
“drop” or direct shipments bear 
to his total wholesale sales. In 
part, this record shows: 


1930 10.8 per cent 
1933 5.9 per cent 
1935 . 18.9 per cent 
1939 8.3 per cent 
1942 10.6 per cent 
1947 3.7 per cent 


To a question, “If Your ‘Drop 


Wholesalers Say 


By R. S. WILD 
Associate Editor 
of Hardware Age 


so oOo 


Shipments’ Have Increased, Is It 
Due To Your Decreasing Inven- 
tory?” six wholesalers (15.4 per 
cent of those replying) replied 
affirmatively and 33 wholesalers 
(84.6 per cent) replied negatively. 

On the subject of “drop ship- 
ments” in relationship to reduc- 
ing inventory, one wholesaler 
wrote: “This is not being accom- 
plished by asking the manufac- 
turer to make drop shipments but 
by clearing our stock of war mer- 
chandise and reducing the quan- 
tities and number of items in our 
regular lines. I venture to say 
that almost every jobber has too 


Oo 


Wholesalers’ 


“ _.. We have read the article 
(See Harpware Ace, August 26th 
issue) with reference to ‘drop 
shipments’ and agree completely 
with the sentiments expressed. 
Carrying adequate stocks to take 
care of dealers for immediate de- 
livery is one of the most important 
functions of the wholesaler. When 
a wholesaler does not carry ade- 
quate stocks, he encourages his 
customers to seek other methods 
of obtaining merchandise which 
result in their attempting to buy 
directly from manufacturers. Also 
by not carrying adequate stocks 
he encourages the manufacturers 
to find other channels in which to 
distribute their merchandise . . . 
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much inventory, both in dollars 
and number of units and if he is 
working to the best interests of 
himself and manufacturers, he will 
get his inventory in shape so that 
he may take his share of the stand- 
ard merchandise as soon as it can 
be produced by the manufacturer.” 

Wholesalers were also asked to 
indicate in which types of lines 
they found it necessary to request 
“drop shipments.” Thirty - five 
wholesalers, or 29.2 per cent of 
those replying to the question, 
said on general hardware; 50 
wholesalers, or 41.6 per cent, in- 
cated industrial hardware and 35, 
or 29.2 per cent, indicated special 
items, repair parts, etc. 

Now follow excerpts from let- 
ters and comments taken off the 
replies on this subject. Further 
comment from readers is invited. 


Oo 


Comments 


The only instances where we do 
order merchandise for ‘drop ship- 
ments’ are cases where manufac- 
turers encourage us to do so, or 
when orders are placed for items 
which are not ordinarily stocked, 
or large construction jobs when 
special merchandise is required.” 
* * * 

“  . . Wholesale distribution, in 
order to meet the requirements of 
modern merchandising, should 
walk on two legs, ‘efficiency’ and 
‘economy.’ Both legs are essential 
to successful wholesale distribu- 
tion but if it is possible to rate 
them in their importance, I would 
certainly put efficiency above 


Wholesale hardware 


economy. 
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houses and industrial supply 
houses perhaps handle a wider 
variety of merchandise than any 
classification of wholesalers in the 
country. Merchandise, in the 
writer’s opinion, ought to be han- 
dled by whatever method is wise 
with due consideration to effi- 
ciency and economy. 

“It is the writer’s opinion that 
well - run wholesale hardware 
houses, almost without exception, 
avoid, wherever possible, the use 
of direct shipments from the fac- 
tory except where there is obvious 
advantage in doing so, such, for 
example, as: solid carload pur- 
chases which, by no stretch of the 
imagination, ought to be handled 
twice; repair parts of infrequent 
demand; heavy machinery not or- 
dinarily bought for quick deliv- 
ery, etc... . In our own business, 
direct shipments from factories to 
our customers have not, in our 
opinion, increased recently but we 
suspect have materially decreased 
on all types of direct shipments 
except solid carloads. 


shipments’ ourselves. 


“The writer has a suspicion that 
there may have sprung up over 
the country quite a few concerns 
not heretofore doing a real whole- 
sale distribution business who 
may be taking advantage of pres- 
ent conditions to try to invade the 
wholesale distribution field and 
are utilizing the ‘drop shipment’ 
method as a substitute for inade- 
quate finances or facilities for do- 
ing a strictly wholesale distribu- 
tion job. If this is a fact and your 
survey can bring it to light, we 
believe it would be a distinct ser- 
vice to the industry.” 

* 7 * 

“ . . . We do not deal in ‘drop 
We order 
very few shipments made direct 
to customers. We carry a stock 
of merchandise. However, we are 
not in the mill supply business and 
I note most of these ‘drop ship- 
ments’ are made from mill supply 
houses and here is the reason why. 

“The mill supply jobbers are 
endeavoring to get into the whole- 
sale hardware business, and they 
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Wholesalers’ 


se oo 0 


do not want to carry a complete: 


stock, nor they do not know what 
to carry. I would be glad for 
every hardware factory we buy 
from to discontinue making ‘drop 
shipments,’ or if they are asked to 
make a ‘drop shipment,’ to charge 
the jobber 20 per cent additional 
for the merchandise and that 
would stop it. It is a bad practice, 
and we do not believe in it and 
never have believed in it. 

“Another class of jobber is the 
new fellow who has gone into 
business and does not have the 
money to carry a stock of goods 
and for that reason, if he can get 
an order, he will attempt to ‘drop 
ship’ it. Such are really not hard- 
ware jobbers. They are just at- 
tempting to be.” 

* - * 

“. . . We do not find that our 
‘drop shipments’ have increased. 
The reason that we could offer for 
some jobbers having ‘to try for 
more drop shipments is that fac- 
tories are still behind with stock 
orders. . . . We understand the 
manufacturers’ troubles with small 
orders and the expense of same 
and we try very much not to bother 
them with drop shipments when 


we can possibly do without it.” 
* 7 7 


“ce 


. . - I notice how frequently 
these manufacturers state that the 
ordinary hardware jobber is not 
the offender, but it is more often 
the mill supply house or mill sup- 
ply house with a hardware depart- 
ment. It has been our observation 
that so many of these firms keep 
a very limited stock of hardware 
items and wherever possible, make 
‘drop shipments’. In our firm, we 
do not feel that there has been any 
increase in drop shipments. 

“We do wish, however, to call 
your attention to a practice that 
some tool manufacturers are now 
using that tends greatly to dis- 
credit jobbers. These manufac- 
turers usually have a jobber on 
allocation for critical merchan- 
dise. They then send out a pro- 
motional salesman who calls on the 
various retailers and takes orders 
for critical merchandise that the 
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Comments 
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jobber cannot get from the manu- 
facturer and the manufacturer re- 
quests the jobber to send these 
orders in with the notation that 
they are ‘promotional orders’ and 
these orders are properly filled 
and sent direct to the retailer. 
Naturally, it seems very strange to 
the retailer that his ordinary job- 
ber does not offer him this mer- 
chandise in the first place and he 
comes to the conclusion that the 
jobber is very inefficient in not ob- 
taining this merchandise when it 
is readily shipped by the manu- 


facturer.” 
- 7 . 


“ 


. As for ourselves ‘drop 
shipments’ have been very defi- 
nitely on the decrease for many 
years. .. . It goes without argu- 
ment that a basic reason for the 
wholesale distributor being in the 
picture is to render service for 
both maker and retailer. Even 
when goods are in plentiful supply 
we consider it an obligation we 
owe to both interests to carry rea- 
sonable stocks both so far as quan- 
tity and variety are concerned. 
Only in very rare instances and 
then on highly specialized lines do 
we feel that the maker should sup- 
plement our men in the territory. 
We find more manufacturers who 
volunteer this additional service 
than we would ourselves ask for. 

“While our stock is slightly out 
of balance, this is not the case to 
any alarming extent and has in 
part been caused by our accepting 
from manufacturers, goods that 
they were able to produce. In a 
few isolated cases we still find a 
manufacturer here and there who 
is insisting on really writing his 
ticket; that is to say, stating that 
he is requiring all his outlets to 
specify two articles to obtain one 
of another article. The sole rea- 
son advanced is that his produc- 
tion set-up calls for goods in the 
above proportion. 

“To sum up, we would say what 
few direct shipments we request 
could almost entirely be classed as 
special items, or special sizes or 
repair parts that are not in fre- 


quent demand. For even on repair 
goods, which experience has 
proved are frequently called for, 
we consider it our job to carry a 
reasonable supply on hand to care 
for the needs of the trade quickly.” 


“ 


..- As far as we can find out, 
the most flagrant violators of this 
are the industrial houses drop 
shipping items for the factory that 
the hardware jobber stocks. We 
do make a few direct shipments, 
but they are only for repair parts 
or a few odd sizes of items that do 
not justify our stocking them. 
Some manufacturers are guilty of 
giving industrial concerns a num- 
ber of items which rightly belong 
in the wholesale hardware busi- 


ness.” 
- _ . 


“ ... We can readily see where 


wholesalers in the eastern part of 
the country, near factories, could 
very easily impose upon manufac- 
turers to make ‘drop shipments’ 
and thereby reduce their inven- 


tory problem. However, we folks 
out in the far West, where freight 
rates are tremendously high, could 
not use this system even if we 
were tempted to do so, which, of 
course, we are not. 

“The only cases where we use 
‘drop shipments’ is on special 
items which are not regularly car- 
ried in stock or on parts or such 
merchandise that turn-over does 
not justify stocking them. In no 
way have we changed our policy 
by sending more orders to fac- 
tories for ‘drop shipments’ than in 
the past excepting, of course, as 
our increased business would war- 
rant. This would naturally raise 
the percentage of these special 
orders due to serving more cus- 


tomers during these lush times.” 
. * * 


. We believe that the manu- 
facturers are overlooking a num- 
ber of very important points. Our 
‘drop shipments’ have increased 
in dollars, but not in proportion 


(Continued on page 223) 
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The Central Hardware store was remodeled 
in such a way that it did not interfere in any 
way with its operating in a normal manner 
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The new store front is attractive and certainly attracts the passers-by 


Step-by-Step Modernization 


Wien George and 


Arthur Franz, owners of the Cen- 
tral Hardware, Milwaukee, Wis., 
decided to modernize their store, 
they went at it very thoroughly. 
The results of that modernization 
have paid off in increased business 
and larger profits. 

The brothers looked through 
HARDWARE AGE and other publi- 
cations and clipped out pictures of 
store fronts, interiors, tool depart- 
ments, sporting goods departments 
and lighting. By the time they 
had built a file on remodeling pos- 
sibilities, they knew just what they 
wanted. 

When it came to the actual re- 
modeling itself in the 28 by 70-ft. 
store. the two brothers decided to 
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modernize the interior first and 
the front last. They worked on 
the theory that while the front was 


important, the modernized interior 
would result in more display space, 
better lighting and arrangement 





The old front before modernization presents a decided contrast. 
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Part of the sports department with the sidewall tool display. 


Helped to Step Up Sales 


and bring in more sales more 
quickly. 

The modernization plan was so 
set up that there would be no in- 
terference with regular store op- 
erations. One side of the store. 
housing the appliance department 
and connected with the main store 
by an archway, was remodeled 
first. Then the connecting wall 
between the two stores was torn 
down and the other side re- 
modeled. 


Did Their Own Work 


When the modernization was 
under way, war conditions made 
it impossible to get many of the 
fixtures needed, so the Franz 
brothers had to do much of the 
work themselves and hire local 
carpenters to make the fixtures. 


The modernized front cost about 
$5,000, and the cold cathode light- 
ing, an item of $1,000, was added 
last year, so that now the brothers 
have a modern, up-to-date store 
with excellent display and sales 
features. 

One difficult problem connected 
with the remodeling was that of 
lighting. After considerable 
thought it was decided to use cold 
cathode ceiling lighting, fluores- 
cents for the indirect sidewalls 
lighting and some neon signs. 


In order to utilize cathode light- 
ing effectively the store ceiling had 
to be lowered to a little over 10 
ft. This move was an excellent 
one, for the lowering of the ceil- 
ing hid a protruding center beam. 
The new height made the store 
pleasing and 


proportions more 
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much more effective from a light- 
ing standpoint. There are three 
continuous rows of cold cathode 
ceiling lights, four tubes.in each 
row. The result is a beautifully 
lighted store which has attracted 
much comment and _ increased 
store traffic a great deal. 


300 Bulbs in Sign 


The neon signs in the store win- 
dows are on until midnight each 
night, while the window lights are 
on until 10 p.m. But the most ef- 
fective outdoor illumination is 
that given by a 15-ft. high electric 
sign bearing the word “Hard- 
ware.” This sign, containing more 
than 300 bulbs, is the most strik- 
ing one on Center Street, one of 

(Continued on page 144) 
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; Barrett's, Inc., at Joliet, Ill., today is one of the 
Before . of light throughout—more than six times what it 


= of Bar- 
rett’s, Inc., large hardware store 
at Joliet, Ill., noted that they were 
having to replace fuses in the elec- 
trical system much too often. Volt- 
age drops of 20 per cent and more 
were evident in different parts of 
the store. The lights were dim 
and sometimes there wasn’t suff- 
cient current to start and operate 
fluorescent fixtures. Finally the 
electricians were called in to in- 
vestigate. 

They found that the insulation 
on the old wiring that had been 
in for years was so charred and 
deteriorated that it fell off the 
conductors as they were being re- 
moved. Continuous operation of 
this hazardous system probably 
would have ultimately resulted in 
serious trouble. 





New Installations 


Since it was determined that 
the wiring system was completely 
“shot,” the store management de- 
cided that since, from a safety 
standpoint, it was necessary to re- 
wire the entire building, it would 
be just as well to go all the way 
and install new lighting fixtures as 
well. 

The result is that the Barrett 
store is now one of the brightest 
stores that will be found in Joliet. 

Before the change was made the 
light in the store measured only 
eight footcandles. Now the general 





Look closely at the pictures on 
this page and compare them 
with the identical views of 
store upon the opposite page. 
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illumination measures 50 foot- 
candles. Futhermore, to accent cer- 
tain display items which are fea- 
tured from time to time through- 
out the store, it was decided that 
spotlights should be incorporated 
into the general lighting system at 
regular intervals in order to pro- 
vide accent or plus lighting of 
from 100 to 150 footcandles. To 
complete the overall plan it was 
further decided that the wall case 
displays should be provided with 
high intensity plus lighting, which 
was achieved by using concealed 
fluorescent strip lighting 

The survey for the Barrett store 
was made by the local public ser- 
vice company, and the store’s re- 
quirements were studied very 
carefully. 


Was Economical 


B. E. Sanderson, the engineer 
who designed the new system, 
states, “The wiring conditions in 
the majority of existing buildings 
of every character, and the re- 
strictions and limitations they pre- 
sent in extending modern lighting 
are sO common as to preclude 
much comment on the need for 
adequate wiring. Not only does 
the operation of lighting systems 
under poor wiring conditions pre- 
vent the user from obtaining the 
benefits of better lighting, but in 
many cases of overloaded circuits 
present operation is uneconomical 
to the extent that losses suffered 


Merchandise shows up clearly 
under the fluorescent lighting 
which is distributed evenly in 
all parts of the entire store. 


brightest stores in that city with 50 footcandles 
was before entire electrical system was replaced 













































each year would be enough to pay 
for good wiring. 

“Overloaded circuits are not 
only a nuisance from the stand: 
point of fuse trouble, which is in- 
dicative of a hazard, but unstable 
voltage conditions, which are in- 
evitable, cause unsatisfactory per- 
formance of electrical devices. 

“Lamps operated below their 
rated voltage are inefficient in the 
production of light. In the case 
of incandescent light sources, each 
1 per cent loss of voltage results 
in approximately 3 per cent loss 
of light. In the case of fluoresent 


Gg 8 


After 


The general illumination 
of the store is now 50 
footcandles. This is aug- 
mented by a number of 
spotlights which high- 
light displays with from 
100 to 150 footcandles. 


Oo O 
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light sources, each 1 per cent loss 
of voltage results in approximately 
1 per cent loss of light and even- 
tually the lamps will fail to start 
or operate. Further, in overloaded 
circuits much current is wasted in 
heating wires instead of being con- 
verted into light.” 


General Illumination 


General illumination of the store 
is provided by five continuous 
rows of direct-indirect type fluores- 
cent luminaires employing the use 


of two 100-watt. 60-in. white 





mw 


Before 
Harsh shadows and un- 
even illumination are 


evident in this picture. 
A defective wiring sys- 
tem was responsible for 
the great loss of power 
and constituted a seri- 
ous fire hazard. 


{J 


fluorescent lamps per 5-ft. section. 
The units are suspended 30 in. 
from the ceiling. To further in- 
crease the efficiency of the lighting 
systems the entire ceiling area was 
repainted with a white paint hav- 
ing a flat finish. 

The continuous rows of fluores- 
cent luminaires have spot light- 
ing units incorporated at intervals 
of 15 ft. in each row. These ac- 
cent lighting units are adjustable 
within a 35-deg. angle. from the 
vertical in all directions and are 
equipped with 150-watt projector 


(Continued on page 134) 


a cal 





HARDWARE AGE, SEPTEMBER 23, 1948 





Ne 
‘e 


r 
ir 

















This type of window display stops the 


sportsmen and reminds them of their needs. 


“And the Greatest of These 
Is Sporting Goods" 


G ENERAL hardware. 


sporting goods and appliances 
and the greatest of these is sport- 
ing goods, is the dictum of the 
George Hofmann Hardware Co.. 
Salt Lake City, Utah. Each of the 
major departments has its own en- 
trance and an all the year around 
window. The other windows are 
given over to whatever lines are 
seasonal at the time. The sporting 
goods department occupies the 
central section of the store with 
large arches leading into the other 
two main departments. 

R. G. Robinson, manager of the 
sporting goods department, says, 
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That's what the George Hofmann Hardware Co. 
says about the line. Radio, newspaper ads and 
repair service help build 12-month business 


“Sporting goods are sold all the 
year around, so traffic is constant. 
When patrons have made their 
purchases here it is so easy to 
step into the appliance section and 
see what is new, or into the gen- 
eral hardware for paint, tools, or 
other household needs. 

“In the fall we bear heavily on 
hunting. We have one of the best 
gunsmiths in the country, and 
through newspaper ads and cards 
in the window, we advise all the 
nimrods to have their guns put in 
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good shape for the opening of the 
hunting season. We do not con- 
fine our repair service to guns 
bought from us, but will service 
any that are brought in. We do 
not rent guns, boots or other hunt- 
ing equipment, having found that 
it causes more trouble than it is 
worth. We sell hunting and fish- 
ing licenses. A digest of the game 
laws and the opening and closing 
hunting season dates for all game 
appears on the bulletin board in 


(Continued on page 140) 
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“Always suggest ap- 
propricte merchan- 
dise.” It's a duty to 
all of your cus- 
tomers. 

















Helping Salespeople Click 


U,; in New England a 


village recently held its annual 
town meeting. The citizens turned 
out and listened to various reports 
on the state of the village—budg- 
et, sewers, public utilities. Final- 
ly health. The official reading of 
this report ended, “and this is a 
pretty good showing, with the vital 
statistics 11 point seven.” 

One old codger in the back 
asked his neighbor what that 
meant. He answered, “I guess 
eleven people died and seven are 
at the point of death.” 


Statistics Disheartening 


Statistics are disheartening on 
retail hardware sales personnel. 
Many continually change jobs, 
many more are at the point of 
wanting to change. 
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Let’s consider the case of Jack 
Thomas, a young fellow I know. 
He started out as a salesman in a 
hardware store. After a few 
months he began to fidget about 
waiting on people for such awk- 
ward items as screen doors, fenc- 
ing, lawn mowers, farm equip- 
ment; and about the hard physi- 
cal labor in moving and handling 
such stocks. 

So he got a job in a furniture 
store, where the work was easier 
and the sales ran into real money. 
After a while he learned that this 
was heavy stock to handle, too... 
it had to be uncrated and set up; 
the waits between sales were often 
long and weary; many prospects 
were “fussy women—a pain in the 
neck.” 

Next time I saw Jack he was 
working in a drug store. He said, 
“This job is full of life; something 
doing all the time; I see lots of my 


old friends. Why, this place even 
smells good.” But within a year 
he was gone—“too much piddlin’ 
business; people want a stamp or 
a dime’s worth of something; long 
hours, not enough chance to sit 
down and relax.” 


Another Job 


He turned up later in a men’s 
store—“great stuff here; nice class 
of trade, not many cranky women, 
merchandise not too large nor too 
small; I even get all my own 
clothes cheap, and can dress bet- 
ter.” 

When they marked up $2 shirts 
to $3.95 and $45 suits to $89.50, 
and men started to scream and 
quit buying, Jack turned to life 
insurance selling. “A great ser- 
vice to humanity, you know; no 
stock to worry about, no regular 
hours to slave; commissions keep 
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Series 2 
Part 3 


“Avoid _ participat- 
ing in store gossip 
and criticism." It's 
a duty to your em- 
ployer. 











“Get in there and pitch and sooner or later you will get 

what you deserve, whether you stay in the same hardware 

store or move around. Often you'll get ahead faster by 
working things out right where you are.” 


coming in regularly for a long 
time after the sale is made.” 


Changes Not Always Good 


Now how about you? If you 
are a typical hardware store em- 
ployee with a typical boss, you’re 
not as bad as Jack but you are not 
entirely happy in your work. 
When friends ask how you're get- 
ting along, you may shrug your 
shoulders and reply, “It’s a way to 
make a living.” 

That’s not so good. Not good 
enough for you, for your store, or 
for your boss. Somebody should 
do something about it. 

Sometimes job changes are de- 
sirable, but it doesn’t pay to make 
them too often. When you do 
change, try to move into a spot 
where you can capitalize on your 
previous experience. Thus each 
change becomes a stepping stone 


toward. your final goal. And now 
is the time to establish that objec- 
tive, so that your lifetime path 
won’t idly criss-cross back and 
forth. 

Maybe it’s your own attitude 
that should be changed first of all. 
The attitude of some hardware 
store salesmen is pretty bad be- 
cause their outlook is pretty bad. 
The men want to get out on the 
road or into specialty selling; the 
girls want to get married or go to 
beauty school. They all want to 
make more money and get ahead 
faster. 

While retail selling is not the 
most glamorous life in the 
world, it is far from the worst. 
Retailing has come a long way 
since the old country store, with 
its round-bellied stove, cracker 
barrel and checker players. 

Since then business techniques 
have changed through automo- 
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By BRIANT SANDO 
President, 
The Sando Co., 
Orange, Cal. 


biles, radios, television, airplanes, 
plastics, chemicals and drugs, and 
two world wars. In hardware 
sales work we can see such changes 
as these: 


The Modern Picture 


1. More and better advertising 
—to create desire. People now 
know a lot of merchandise facts 
before they enter hardware stores; 
competitive “reasons why” help 
pre-form customers’ ideas about 
what they want—and what they 
expect to pay. 

2. Self-service stores that now 
carry certain hardware lines, plus 
better displays and arrangements 
in all kinds of stores, have short- 
ened the time allotment for each 
sale unit. 

3. People want helpful service 
along with their merchandise. Ex- 
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cept in self-serve stores, most cus- 
tomers want salesmen to know 
more and do more than just wrap 
and make change. 


A Schedule of Pointers 


Here is a simple schedule of 
pointers for hardware store sales- 
people that will help you get along 
better in your present position, or 
in any other one: 

Duties to your customers 

1. Welcome people with a smile. 
and by name when possible. 

2. Be cheerful, courteous and 
attentive to each prospect. 

3. Help customers buy goods 
best suited to their needs. 

4. Suggest appropriate addi- 
tional merchandise. 

5. Ask every person you con- 
tact to return. 

Duties to your employer .. . 

1. Observe all store policies, 
rules and regulations. 

2. Perform duties faithfully; be 
dependable. 

3. Avoid participating in store 
gossip and criticism. 

4. Be loyal, show interest in 
your employer's success. 

5. Use your time to best ad- 
vantage. 

Duties to your fellow 
employees .. . 

1. Co-operate with them at all 
times. 

2. Appreciate their difficulties 
and problems. 

3. Be willing to share their 
duties. 

4. Encourage others, especially 
new employees. 

5. Avoid criticising your asso- 
ciates about anything. 

Teamwork is always important. 
Whether your organization is large 
or small, you will receive about 
the same amount of co-operation 
from others as you give to them. 

Something is bound to go wrong 
occasionally, even in the best hard- 
ware store or department. We’re 
all human and we all make mis- 
takes occasionally. 

Of course, if errors come too 
thick and fast—or if certain regu- 
lar procedures could be improved 
—then speak out fairly and con- 
structively. Tell what’s wrong and 
how to cure it, rather than just to 
indulge in wise-cracks or gripe 
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around with a chip on _ your 
shoulder. 
Duties to your occupation 

1. Don’t disparage your occu- 
pation; stress its good points. 

2. Encourage other men and 
women to enter hardware work. 

3. Develop yourself through 
study or reading courses. 

4. Seize every opportunity to 
help satisfy customers. 

9. Do a thorough job and find 
happiness in your work. 

Duties to yourself .. . 

1. Be enthusiastic: believe in 
yourself and your store. 

2. Be open-minded to sugges- 
tions from all sources. 

3. Seek an impersonal. un- 
biased appraisal of yourself oc- 
casionally. 

4. Study and practice and work 
steadily to improve yourself. 

5. Watch all chances for ad- 
vancement in your own. organi- 
zation. 

The latter point may mean 
gradual evolution instead of a 


major change for you. Of course, 
the grass always looks greener 
somewhere else—but what do you 
really want to do, where do you 


want to end up? 


Step No. 1 


You can start getting organized 
on this basis right where you are. 
First. do a more constructive job. 
That is Step No. 1 in any indus- 
try, anywhere, any time. 

Get in there and pitch and 
sooner or later you will get what 
vou deserve. whether you stay in 
the same hardware store or move 
around. Often you'll get ahead 
faster by working things out right 
where you are. 

The same time and energy that 
is spent in changing jobs, apply- 
ing for positions and learning new 
set-ups. if concentrated in one 
good store or at least within the 
same industry —often would 
achieve the soundest advancement 
in the long run. 





Step-Up Display Helps Sell Tools 


HEN the Robinson Hard- 
ware. Inc.. Atlantic. iowa. 
placed a tool display on a cen- 
ter aisle table. and brought the 
items close to the heaviest stream 
of traffic in the store. sales in- 


creased considerably. 
The tools are shown on a two- 
step-up counter with a hang-up 


crosspiece extension for tools such 
as hand saws. shears, bits and 
braces and hedge clippers. 

People usually congregate in the 
aisle of a gtore, says Rodney 
Jensen. secretary-treasurer. They 
browse about the tool table. see 
items they can use, and sales often 
result. 





This tool display attracts the customers every time. Large items 
are suspended from the crosspiece extension which is above table. 
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F.O.B. or Basing Point Selling? 
Sen. Capehart Takes a Poll 


Congressional sub-committee studying probable effects of 

recent court decision is querying trade groups, unions and 

chambers of commerce for their opinions. One reply—from 
a union—thus far received calls FTC ruling unfair. 


7 is being 
asked, through its trade associa- 
tions, to tell Congress what it 
thinks about mandatory f.o.b. 
selling. 

Senator Capehart, R., Ind., 
chairman of a Senate Commerce 
sub-committee to imvestigate the 
probable effects of the Supreme 
Court’s decision in the cement case 
is polling trade groups, unions, 
and chambers of commerce for 
opinions on the merits of basing 
point sales vs. f.o.b. sales. 

In a form letter sent to almost 
every trade association in the na- 
tion, Senator Capehart asked that 
individual members of each _ in- 
dustry supply information on sales 
and distribution in the event that 
the trade associations do not have 
the requested information avail- 
able. 

Here is what the Senate sub- 
committee wants trade associations 
to state: 


Data From Associations 


1. The major product or prod- 
ucts manufactured, processed, fab- 
ricated or converted by the indus- 
try; or, if a distributive industry, 
the major product or products 
dealt in. (Where the industry pro- 
duces or uses more than one major 
product or commodity, separate in- 
formation is requested for each.) 

2. The extent to which any 
members of the industry either sell 
their products or purchase prod- 
ucts or materials from others on 
any one of the following price 
bases: (a) uniform delivered 
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Washington Bureau 
of Hardware Age 


prices; (b) a zone system of 
prices; (c) the systematic absorp- 
tion of freight by sellers to meet 
the lower prices of competitors lo- 
cated closer to the customer; or 
(d) any other system of pricing 
by which the seller systematically 
pays a portion or all of the cost of 
transportation. 

3. The capacity, production. 
sales and use of the industry’s 
products by districts, regions or 
states. 

4. The capacity, normal produc- 
tion, and sales of each of the in- 
dividual plants or other establish- 
ments in the industry, and the nor- 
mal use or consumption of those 
products within the area or region 
surrounding each of those points. 
(It is the purpose of this informa- 
tion to learn the number of plants 
in the industry located in regions 
which cannot consume the nor- 
mal production of that plant, and 
to determine the number of areas 
or regions in the country which 
cannot be supplied with their nor- 
mal requirements of such products 
or commodities by the plant or 
plants in that area or region.) 

5. The approximate percentage 
which freight costs bear to the 
selling price of the products in the 
industry or to the cost of products 
or materials used by the members 
of the industry. 

6. The extent to which the com- 
pelling of all members of the in- 
dustry to sell their product at an 
f.o.b. plant price will increase the 
total voluume of business of the 
larger companies with more than 
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one plant manufacturing the same 
product, or will decrease the vol- 
ume of business of smaller com- 
panies with a single plant. 

7. The extent to which members 
of the industry will be aided or 
harmed by legal requirements pro- 
hibiting the systematic absorption 
of freight to meet the prices of com- 
petitors located closer to the cus- 
tomer; as for example, a require- 
ment that sales be made only on 
an f.o.ob. mill basis. 


Information From Unions 


The information asked of unions 
deals with the probable effects on 
employment of a nationwide shift 
to f.o.b. selling. So far, the com- 
mittee has received only one reply. 
Senator Capehart states. The 
United Cement, Lime and Gypsum 
Workers (AFL) told the Senate 
subcommittee that the Supreme 
Court “may not have had all the 
facts which are of importance, and 
it is evidently for that reason that 
now an advisory council has been 
created of citizens interested in 
the subject matter under consid- 
eration.” 

Mr. Capehart has announced 
that the first meeting of the ad- 
visory council will be held on 
Sept. 15. 

“We are hopeful that the ad- 
visory council will be successful in 
pointing a practical way out of 
the present chaotic conditions cre- 
ated by the unfair ruling of the 
Federal Trade Commission,” the 
union concluded in its letter to 


Mr. Capehart. 
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Blocks of wood 
painted in various 
colors are hung on 
vertical panels upon 
the paint wallcases. 
Note the display fix- 
ture at left which is 
filled with children's 
books and toys. 
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Suburban Store Turns 


Using methods that are best suited for its 
neighborhood trade, McVicar Hardware Co. has 
increased annual sales to more than $60,000. 
It started two years ago with a $4,000 stock 





All the windows, with the exception of the paint window at the left, are backless. 
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Tools and builders’ 
hardware are fea- 
tured upon a side- 
wall. Before them 
are cleaning aids 
on step-up islands, 
There is plenty of 
room for customers 
in this section. 


Its Stock Five Times 


B, adjusting its mer- 
chandising methods to the needs 
of its suburban community the 
McVicar Hardware Co., 8507 35th 
Ave., N.E., Seattle, Wash., has 
won considerable success in just 
two short years. 

The business was opened with 
only $4,000 worth of stock on 
July 22, 1946 but because of the 
good merchandising methods of 
Mr. and Mrs. T. D. W. McVicar 
and their son, G. W. McVicar, the 
store has made several substantial 
achievements: 


Substantial Achievements 


1. Increased the value of the 
inventory to approximately $15,- 
000; 


2. Achieved a turnover rate of 
five times a year; and 

3. Has shown a consistent rate 
of sales increase each succeeding 
year. Last year the sales volume 
was over $60,000 and this year’s 
figures are running 25 per cent 
above last year’s. 

Part of the secret for this suc- 
cess may be seen in the thoroughly 
modern, attractive store fixtures, 
all of which were built by the two 
male members of the McVicar 
family in the small power tool- 
equipped woodworking shop in 
the back of the store. Except for 
the model builders’ department, 
all fixtures were built for self-ser- 
vice shopping. Fluorescent light- 
ing gives good illumination, and 
backless windows permit a good 
view of the store’s interior from 
the parking area in front. 
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A number of novel ideas de- 
veloped by the father-and-son com- 
bination, have brought a steady 
flow of traffic through the front 
door. Typical of this has been 
the McVicars’ handling of their 
paint merchandising problems. 


Customers Mix Paint 


Since the store was established 
in a growing residential area of 
middle-class home owners just 
outside Seattle’s northern city 
limits, a large proportion of their 
customers could be expected to 
buy paint, both exterior and in- 
terior, and in relatively large 
quantities. To encourage resi- 
dents to buy their paints from 
them instead of going to down- 
town retailers, the McVicars offer 
a unique personal service in the 
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Trains and hobbycraft items cre popular lines. G. W. McVicar is behind 
the counter which contains one of his homemade railroad landscapes. 


matter of color selection. This 
service was devised specifically to 
enable customers to mix their own 
paints. 

One aid in color selection has 
been the painting of a number of 
small blocks of wood in various 
shades. These are attached to 
narrow boards which are hung 
on the face of the paint shelving 
section, and the formula and name 
of the color are noted under each 
block. Another device is the 
daubing of paints onto sheets of 
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parchment paper. Daubs of three 
different shades are usually put 
onto each sheet of paper. with the 
formula written opposite the color. 
A sheaf of these papers is avail- 
able for customers to study, in 
case they don't find the desired 
shade among the colored blocks. 

For further insurance of cus- 
tomer satisfaction, paints are 
mixed in the store while the cus- 
tomer waits. These are usually 
mixed in small quantity, in a 
small paper cup. with the formula 


fant J 





written onto the cup. The cus- 
tomer then takes the cup of paint 
home with him to try it out for 
himself. If not satisfactory, he 
then returns for another cup of 
paint until the exact desired shade 
is found. Since it is often diffi- 
cult to tell how a shade will blend 
with the home decorations until it 
is actually tried out at home, this 
method ensures satisfaction with 
the final result. 


Personal Service Pays 


Though this personal service re- 
quires a good deal of extra work 
on the part of the dealer, the Mc- 
Vicars have found that it pays off 
handsomely in large quantity 
sales and repeat business not only 
in paints, but in other merchan- 
dise as well. As a direct result of 
this service. paint sales often run 
into a good many gallons instead 
of a quart or two. 

Wallpaper is likewise a lucra- 
tive line, and McVicars’ has pro- 
vided a small table with books of 
wallpaper patterns and a com- 
fortable chair at the front of the 
store, for customers’ convenience 
in choosing their patterns. A com- 


(Continued on page 158) 


! 


Here is the women's merchandise section looking toward the front. A 
wall paper section will replace traffic appliances near the window. 
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Hardware Dealer Leads the Way 
To Sales Via “Buyer's Guide” 


Milford W. Howe, of Canton, N. Y., joined with six other 
local merchants in an advertising project which was 
a combination of newspaper and direct mail campaign. 


T reach the people he 


sought to interest in his store as 
a source of hardware and related 
lines and to further the idea of 
shopping in Canton, N. Y., Mil- 
ford W. Howe, hardware dealer 
conceived the idea of a “Buy- 
ers Guide,” on a cost-sharing 
basis with six other merchants in 
the area. To date, three editions of 
this publication have been issued 
at reasonably low cost and with 
fairly good results. 


Cost Sponsors $61 Each 


The second issue of “Buyer's 
Guide” to be issued in this town 
of less than 4000 cost its seven 
sponsors $61 each, including 
printing, local hand delivery. 
R.F.D. deliveries and postage. The 
first page of this newspaper-size 
advertising bulletin invited people 
to “Stretch Your Dollar,” stating, 
in part: “Today more than ever 
you must make your dollar go 
just as far as possible. The best 
way is to make your purchases 
from reputable merchants who of- 
fer quality merchandise at lowest 
possible prices. It is not economi- 
cal, to buy cheap, shoddy mer- 
chandise but it is smart to get the 
best. Good merchandise _ lasts 
longer and your dollar works 
longer.” 


Buy at Home 


Further, in answer to the spon- 
sors’ query “Where To Buy?” it 
stated, “Canton is the trading cen- 
ter of St. Lawrence County. The 





BUYERS’ 
GUIDE 








CANTON MERCHANTS OF CANTON, NEW YORK 


The Merchants of Canton---Listed in chis First Edition of the Buyers’ Guide, invite you 
to come to Canton during the week of May 26 to 31. Canton is the Trading Center of 
St. Lawrence County, all roads lead directly to Canton. Here you can buy the Best at 
the Lowest Prices anywhere. Canton's wide streets offer ample parking facilities and two 
large parking lots easily accessible from Main street, will handle any surplus of visitors. 
Look through this guide for the best places to do your shopping. 





‘Prescriptions Cosmetics 


RUSSELL DRUGS 


Our Answer to the Public Call for Lower Prices 


See Our Advertisement on Page 3 


Agency W hitman’s Chocolates 





Plumbing Heating 


MILFORD W. HOWE, Hardware 


71 MAIN STREET, CANTON, N. Y 


This Main Screet House of Hardware advertises on another page of this sheet, a full scale sale of popular items 
at greatly ceduced prices. While costs have increased in some lines as high as 95 per cent, many of our items 
have not advaaced ar all. Our prices are as low as possible, and depend solely on market prices of manufactured 
goods. To our regular customers, this sale is an extra bonus for their patronage 

offers en excellent opportunity to get acquaiated with our large and varied stock 


Sheet Metal Contracting 


To new customers, this sale 





WASHERS 





_ SAIDEL’S Furniture Store =." 


oes For This Great Friendly Sales Event Only rod 
Beautiful 5-Piece BREAKFAST SETS Srunees 
Plastic Top Extension Tables, Leatherette Seats : — 
Reduced from $89.50 to $59.50 é 
RUCcS 


Choice of Red. Blue. Black or Maple 


(anton’s Store of Quality Furniture 








Here's the front page of last year's issue of the “Buyer's 
Guide""—somewhat smaller in size than in the later effort. 


stores are now chock full of high 
quality merchandise at the lowest 
prices. Here you will find the 
scarce items that are hard to get. 
Save money—buy in Canton from 
the merchants advertising in this 
bulletin.” 
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Several days after the second is- 
sue was distributed, in May, 1948. 
Mr. Howe observed, “The reports 
so far are good. These bulletins 
went out on May 5, 6 and 7th, as 
some of the messages were aimed 
at Mother’s Day business. Satur- 
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BUYERS’ GUIDE Canton, N.. Y. 


STRETCH YOUR DOLLAR 


TODAY MORE THAN EVER YOU MUST MAKE YOUR DOLLAR GO JUST AS 
FAR AS POSSIBLE. THE BEST WAY IT TO MAKE YOUR PURCHASES FROM 
REPUTABLE MERCHANTS WHO OFFER QUALITY MERCHANDISE AT LOW- 
EST POSSIBLE PRICES. IT IS NOT ECONOMICAL TO BUY CHEAP, SHODDY 





MERCHANDISE BUT [T IS SMART TO GET THE BEST. GOOD MERCHAN.- 
DISE LASTS LONGER AND YOUR DOLLAR WORKS LONGER. 


HERE TO Buy? 


CANTON IS THE TRADING CENTER OF ST. LAWRENCE COUNTY. THE 
STORES ARE NOW CHOCK FULL OF HIGH QUALITY MERCHANDISE AT 
THE LOWEST PRICES. HERE YOU WILL FIND THE SCARCE ITEMS THAT 
ARE HARD TO GET. SAVE MONEY — BUY IN CANTON FROM THE MERCH- 
ANTS ADVERTISING IN THIS BULLETIN. 


E. 6 BARBOUR & SON SAIDEL'S FURNITURE STORE 
13 Hedskin St Phone 262-M and 
Canton, N. Y. Summon's Combine 
Wolverine & Red Wing Work Shoes Teo Bring You immediate Delivery 

Work Clothing Of Quality Bedding 

Gleckner Harness & Collars “For the Rest of Your Life” 

Bates & Weyenber¢g Dress Shors Canton, N.Y. Phone 42 

Dress Clothing 


Luggage 
See Inside Page For Sensational Values 
MILFORD W. HOWE 


71 Main St. Canton, N. Y. 
Hardware. Plumbing 
THE BING STEVENS STORE Heating - Fishing Tackle 
Canton, N.Y Phone 409 China - Glass Ware 


CANTON ELECTRIC MERCHANDISE 
COMPANY 
“Across From The Park” 


117 Main St Tel. 79 Canton, N. Y. 
RUSSELL’S REXALL DRUG STORE 


Prescriptions Are Our Most important 
Business 
Let Us Fill Your Next Physician's Order 
Listen To The Rexall Radio Show On NBC 
Wednesday, 10:30 P. M. 


FIRMAN’S COMPLETE COLLISION 
SERVICE 
12), West Se Tel. 265 Canton, N. Y. 











Here is the second issue with a slightly larger page size. The first 
of its eight pages carried a joint message from its seven sponsors. 





Rack Reminds Customers 
That They Need Gloves 


Work gloves are sought by 


many folks who come into a 
hardware store, and so Richard 
McCoy, owner of McCoy Hard- 
ware, Indianola, Iowa, has a spe- 
cial, two-tier rack of them on a 
counter near the cash register. 

Townspeople and farmers who 
stand at the cash register waiting 
for change or to have a package 
wrapped, see this rack with its va- 
rious compartments stacked with 
gloves, and are often reminded to 
make a purchase. Prices of the 
various types of gloves are marked 
on the rack, which helps custom- 


ers to self-service in many in- Farmers standing at the wrapping counter 





uay, May 8, we had an excellent 
day reminiscent of pre-Christmas 
days. Excellent reaction was re- 
ported by the other merchants. 
The idea now is to have several 
editions of the ‘Buyer’s Guide’ 
each year.” 


Participating Firms 


Participants in the second edi- 
tion were: Howe’s, a general store, 
sporting goods store, drug store, 
furniture store, electrical appliance 
dealer and a collission service. 
Each of the sponsoring firms had 
its name, address and list of gen- 
eral lines offered on the first page. 
Milford W. Howe’s full page ad 
was devoted to major electrical ap- 
pliances, large illustrations be- 
ing the rule. Each item was de- 
scribed in brief copy. Mr. Howe 
says, “We sent out 4635 to RFD’s 
and boxholders of the surrounding 
town. About 1000 were delivered 
by hand inside the village of Can- 
ton and the rest were used by the 
stores as we had 6000 copies 
printed.” Mailings were under a 
U. S. Postage permit. 

The initial edition of the Buy- 
er’s Guide, used in May, 1947, was 
sponsored by a druggist, Milford 
W. Howe Hardware and a furni- 
ture store and was a four-page is- 
sue. In that issue Howe’s pub- 
licized a sale featuring a wide 
variety of items at reduced prices. 











are sure to see this rack 


stances. of work gloves. They look them over and a purchase is the next step. 
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The display must attract attention. Color, properly used, will do it. 


HARDWARE CO, 


\h 


Color Should Stop the Traffic 


| *= display manager 
of Lewis & Conger, the famous 
New York retail housefurnishings 
store, was asked the controlling 
principle in show window plan- 
ning. “We try to stop the traffic,” 
said Miss Anne Caziarc, “by dram- 
atizing whatever products we are 
showing. Some products are in- 
herently attractive while others 
such as cans and bottles frequently 
have little eye appeal. By dramatiz- 
ing we try to attract—from an 
educational standpoint, from a 
humorous angle or considering the 
needs of the woman in her home.” 
A window display holds the at- 
tention of the observer for from 
seven to 10 seconds. The display 
in that brief period must gain at- 
tention and “stop the traffic,” but 
it must also create a “want” in 
the customer’s mind for the goods 
in the window. Unless the window 
stops the traffic an observer’s 
glance jumps from one article to 
another, seeing none. 


Selection of colors for a window display should be 

with the thought of stimulating emotional appeal that 

assures sale. Colors should be selected for attention 
value in relation to seasons. 


By ALBERT WOODRUFF GRAY 


It is an axiom of merchandising 
that a sale occurs in the mind of 
the buyer. Colors must be selected 
that stimulate an emotional appeal 
that assures this sale. The dis- 
played goods will be remembered 
and sold in direct proportion to 
the strength of this appeal. The 
interest of the average buyer is 
one of feeling. Reason and logic 
have but a small part. 


Here's an Example 


An old, long established store, 
in another city, had a store-front 
of warm yellow trimmed with buff. 
The business had been profitable 
for years. To its customers the 
store was an institution. A chain 
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store opened in the same block 
with a front of dull green and 
maroon. Both stores sold the same 
merchandise but this new store 
struggled vainly even to meet its 
operating expenses. The old store 
continued with its trade unabated. 
The red ink entries of the new 
store increased. A survey of the 
neighborhood market furnished 
neither explanation nor solution. 
The red ink items reached head- 
quarters and the store front was re- 
painted. Red ink entries gradually 
gave place to black. The green and 
maroon front had repelled trade; 
the warm buff and yellow of the 
other store had attracted it. 
Thinking requires effort. Emo- 
tions, on the other hand, always 
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This color wheel will aid considerably in making selections. 


clamor for expression. Stimulated 
by color and the display itself they 
will help hardware dealers sell 
their goods. 

“There were a lot of old coffee 
grinders in our store,” continued 
the display manager. “We couldn’t 
move them. They simply took up 
space and collected dust. I spent 
a month, in research, on the story 
of coffee and then displayed a 
series of pictures telling that story 
in soft green and brown shades.” 

“We called it a ‘coffee clinic,’ ” 
Anne Caziarc continued. “We 
showed people how to save the 
flavor of their coffee by grinding 
it themselves. Those pictures with 
the slogan, ‘All’s well that blends 
well,” moved those coffee grind- 
ers. By V-J day we’d sold all we 
had and were looking for more.” 


Avoid Over-Emphasis 


The displays of this firm aim at 
featuring one product. It is made 
a story with the various items as 
props and the whole supplemented 
by colors that serve for emphasis 
and appeal. The appeal of the 
most carefully planned window 
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display, however, can be wrecked 
through scattering the attention of 
the observer by too many high 
points or the overuse of a com- 
pelling color, such as red. 

The containers of a moth-proof- 
ing compound were a brilliant 
orange and black. These glaring 
contrasts in the display were har- 
monized by soft blues and greens 
and zebra paper with its black and 
white stripes. The oversized figure 
of a man was featured in a shiny 
silk hat, gloves, walking stick. 
shoes and spats and no clothes 
except an_ enveloping _ barrel 
around its middle. Above this 
moth proofing display was the 
slogan, “Don’t laugh—this might 
be your husband.” The sales of 
the product vouched for the suc- 
cess of the set-up. 

Window displays must always 
be planned for exhibition at a dis- 
tance of approximately 15 ft. A 
small counter set-up arm’s length 
from a customer has entirely dif- 
ferent display rules than a 20-ft. 
show window on a sidewalk of 
the same or greater width. 

Such a window is a poster job. 
A color scheme, successful as a 


counter display, is lost here. Use 
a background of brilliant colors, 
such as red, blue, yellow, green. 
Divide the background into only 
a few color areas. Hues and tints 
that serve at 2 or 3 ft. have no 
place at 15 or 20 ft. The colors 
and contrasts of a window are a 
half way point between a maga- 
zine advertisement and a billboard. 
Use brilliant colors that have vital- 
ity and life at a greater distance 
than the softer and more delicate 
shades. Miss Caziarc advocates 
use of colors in line with the sea- 
sons and weather and says, “Try 
to make your customer feel cool 
—when the weather is hot and 
vice versa. It is nothing more or 
less than color psychology.” 

In another instance, Miss Cazi- 
arc related—of the displays of 
Lewis & Conger—a not too eye- 
appealing product, an inner paper 
bag for a vacuum cleaner was fea- 
tured in their show windows. An 
old bag of grit and grime, accumu- 
lated dust and dirt, was placed 
alongside the dust proof paper 
receptacle. Above was the epithet. 
emphasized by Gandhi’s activities. 
in India, “The untouchables.” 


The Color Wheel 


In the selection of color com- 
binations for display the use of a 
color wheel can give valuable as- 
sistance. Divide a circle into 12 
equal parts; then beginning at the 
top list, clockwise, for each of 
these 12 colors, each of these di- 
visions of the circle, as follows, 
yellow, yellow-green, green, blue- 
green, blue,” blue-purple, purple, 
red-purple, red, red-orange, orange 
and yellow-orange. When com- 
pleted the wheel will be like the 
accompanying illustration. 

Two-color combinations can be 
used by taking the colors on op- 
posite sides of the wheel, as red 
and green, yellow and purple. For 
three-color combinations, choose 
one color and the colors on the im- 
mediate left and right of the op- 
posite color, as blue with yellow- 
orange and red-orange. For four- 
color combinations select colors at 
the immediate right and left of 
opposite colors. 

Another combination is the 
adoption of three colors on this 
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MORE AND MORE PAINTERS ARE 





CONCRETE AND STUCCO 





EVERY JOB CAN BE A 
TOP-QUALITY JOB WITH 





OKAY! BUT 1 SAY THERE'S * 

NOTHING LIKE NYLON BRISTLES 
FOR FINE DETAIL 

AND SMOOTH INTERIORS! 


NYLON REALLY HOLDS PAINT 

Nylon bristles of various lengths can be blended 
and sanded to hold paint as well as or better than 
any others. Above, brushes with nylon bristles and 


NYLON LAYS IT ON S-M-O-O-T-H 

Each nylon bristle is tapered and sanded to a fine 
tip, to control the smoothness of the painted sur- 
face. In the test above, identical surfaces were 





pure animal bristles of equal dry weight were dip- painted with a nylon-bristled brush and an animal- 
ped to same depth in paint. Weighing after simu!- bristled brush. The magnified view shows that 
taneous removal showed nylon holds more paint! nylon bristles lay down a smoother, finer coat! 


DU PONT 
NYLON BRISTLES 


You can send your brush sales soar- 
ing—by telling your customers the 
real facts about nylon-bristled 
brushes. Because everyone wants a 
better brush that costs no more. And 
in service and savings, well-made 
nylon-bristled brushes outperform 
any other brush on the market! 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 


But — be sure you carry genuine 
nylon-bristled brushes. Look for 
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BUYING NYLON-BRISTLED BRUSHES 


FOR MY MONEY, YOU CAN'T 
BEAT A “NYLON” FOR BRICK, 
























NYLON BRISTLES LAST FAR LONGER 
Nylon-bristled brushes continue on the job long 
after others have failed. Wear-test machine above 
imitates painter’s stroke. At the start, both nylon 
bristles and natural bristles were of equal length. 
But after one million strokes, the nylon bristles 
showed /ess than one-fifth the wear! 


Are YOU cashing in on this big demand? 


the words NYLON BRISTLES 
stamped clearly on the brush handle. 
Because there’s no substitute for ny- 
lon! That’s been proved on the job 
—over and over again. That’s why 
demand is big . . . and getting bigger 
all the time! 

E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Department, Room 
299, Arlington, New Jersey. 
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wheel, equidistant from each other 
on its circumference, as red, blue 
and yellow, or purple, orange and 
green. 

The pure colors that should be 
used in window displays have an 
appeal to the feelings and emo- 
tions of buyers that is not pos- 
sessed by either shades or tints. 
A survey made of the preferences 
of men and women showed 64 per 
cent of the men and 57 per cent 
of the women preferring pure 
colors. The preference of indi- 
viduals for specific colors, gov- 
erned as it is by age, culture, asso- 
ciation and environment, has too 
wide variations for any definite 
determination. Here blue ranked 
first in popularity, followed by 
red, green, violet, orange and yel- 
low. 


Their Major Purpose 


The major purpose of colors in 
a window display is a shock suf- 
ficient to gain attention, to “stop 
the traffic.” Red, says Matthew 
Luckiesh, color expert of the Gen- 
eral Electric Corp., in small pro- 
portions unquestionably gains 
attention, but too much of it is 
tiring and may run away with the 
show. 

The attention value held by this 
color was demonstrated by print- 
ing 25 words on a white card, 20 
words in black and the other five 
in red, scattered at random 
through the displayed sentences. 
The card, exhibited to a group, 
was withdrawn and the recollection 
of the group recorded. The pro- 
portion of those of the group re- 
calling the words in black was 6.2 
per cent, of those recalling the 
words in red, 64.2 per cent. 

Among isolated colors, those re- 
moved from any background or 
contrast, orange has the greatest 
attention value, followed by yel- 
low, green, blue and, last, red. 
The colors in a successful window 
display, in addition to attention 
value, must hold charm and sug- 
gestion. 

“Ninety per cent of the people’s 
wants,” says Prof. Donald Laird, 
well-known psychologist, “are un- 
conscious promptings, like ice- 
bergs pushed by unseen ocean cur- 
rents.” These unconscious prompt- 
ings are becoming a greater fea- 
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ture in selling than in the past. In 
this emotional appeal lies the suc- 
cess of a window display. Dr. 
Daniel Starch, advertising author- 
ity, maintains that 80 per cent of 
displays are directed to the feel- 
ings and emotions, the other 20 
per cent to planned and reasoned 
buying. 

The proportion of the buying 
governed by feeling and emotion, 
“impulse buying,” is increasing. 
Even in food markets this type of 
purchase, according to a recent 
duPont Co. survey, has increased 
by more than half since the war, 
a prewar 25 per cent compared 
with a current 40 per cent. 

This power from color, how- 
ever, must be used both with care 
and understanding. Colors are 
powerful factors in attraction but 
equally powerful in repulsion. 
From feelings, stimulated by right- 
ly used colors, is fostered and in- 





Sign Shows the Way | 
To Garden Supplies 


YNDALE Hardware Co., Min- 
neapolis, Minn., uses a strik- 
ing sign over the entrance to its 
basement to advise customers of 
the numerous garden items which 
are displayed downstairs. This 
stock includes garden tools, lawn- 
mowers, lawn hose, garden seeds, 
insecticides, hand carts, fertiliz- 
er, cultivators, lawn rollers, and 
sprinklers. The sign also adver- 
dises the plumbing, electrical, sheet 
metal, radio service, key making 
and toy department which also are 
located in the basement. 





Customers don't have to ask the 
way when they see this sign. They 
just follow it and sales result. 


tensified a want for the merchan- 
dise on display. 

The selection of these display 
colors, too, must be made with 
consideration for the type of mar- 
ket at which the display is aimed. 
An American Indian would have 
the use for pastel shades that an 
Eskimo would have for French 
perfume. A noted psychologist 
maintains that children, in their 
growth, pass through all the evo- 
lutionary stages of the human race. 
Red is the favorite color of primi- 
tive people. Put red toy balloons 
of a children’s market in one lot 
and the balloons of other colors 
in another. The stock of red bal- 
loons will be exhausted long before 
a half dozen sales have been made 
from the more adult colors. 

Colors intelligently used are a 
powerful selling force but, like 
drugs, they must be used with in- 
telligence and discrimination. 

The attention feature of window 
displays, the “stop the traffic” fea- 
ture, must be secured not only for 
daylight conditions of visibility 
but for those of evening as well. 
In daylight the most striking color 
combinations are black against 
yellow, followed by green on white, 
red on white, and, lastly, white on 


blue. 


Relative Visibility 


Experiments were recently made 
at the Montana State University to 
determine the relative visibility, 
under low illumination, of red, 
orange, yellow, green and blue. 
These colors were exposed under 
the illumination of a 25-watt in- 
candescent electric bulb, reduced 
to one per cent of its normal il- 
lumination. Orange against blue 
had the greatest visibility. Against 
a background of black, under the 
same low visibility conditions, yel- 
low was most readily seen, fol- 
lowed by orange on black, while 
red on black and blue on black 
had the lowest visibility. 

Above all, monotony must be 
avoided. Restrict a window dis- 
play to one color and nothing at- 
tracts or holds attention. Fill that 
window with contrasting colors, 
with brown and gray, green and 
white, red and yellow, and, witb 
the right shock or attention value, 
sales are assured. 
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There’s Cleveland Chain 


for every need of your farm customers! 


‘THIS is the season when your Also, during the next few weeks Order a stock from your jobber. 

& farm customers arein the they'll call on you for log chains, Place them on display. They’ll 

market for chain. well chains, tie out chains, halter bring you a lot of profitable sales 
They’ll buy Electra Cow Ties or and dog chains, breast chains, anti- ... give your customers security and 

Electra Trace Chains because they spreader chains, Jumbo Grip Farm satisfaction in every link! on 

know Electras are “tops” in quality Tractor Chains ...a host of other 

and dependability. farm chains. 














ELECTRA RED SWIVEL TRACE CHAINS 
(Victory Model) 












ELECTRA 
COW TIES 





Certified ‘ 


CHAIN INSTITUTE 


Member 








Since DR 1869 





e 2 
- 








The Cleveland Chain & fe Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 

5, Ohio. e The Bridgeport Chain & Mfg. Co., Bridge- 

port 1, Conn. e Seattle Chain & Mfg. Co., Seattle 8, 

Wash. e Round California Chain Co., So. San Francisco 

and Los Angeles 54, California ¢ Woodhouse Chain ‘ 
Works, Trenton 7, N. J. 
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"Model" is the word 


wholesale firm has opene 









this Des Moines 


for the store eng Aon building. 


d in its new, 


Luthe’s New Model Store 





Merchandise is given space to breathe" and well lighted on 
clean glass shelves has a maximum amount of sales appeal. 
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= dealers 


who patronize the Luthe Hardware 
Co.. can now select merchandise 
directly from the shelves of a 
model hardware store which was 
opened earlier this year in the 
firm’s large, new warehouse on the 
outskirts of Des Moines, Iowa. 


A Modern Store 


The store was planned to incor- 
porate all the modern merchandis- 
ing principles of store layout, ac- 
cording to the company. From 
the wide glass doors, the arrow 
pattern in the inlaid linoleum floor 
leads customers right into the 
heart of the 2375 sq. ft. of display 
space. which is departmentalized 
for simplified selling. 

One section is devoted to a com- 
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Steel goods are displayed neatly 
so that they can be removed from 
the racks for closer inspection. 


plete model kitchen that is electri- 
cally operated. In it the Luthe 
home economist uses utensils and 
appliances before she demon- 
strates them in dealers’ stores. 


Linoleum Featured 


In another section is the floor 
covering department in which 
many linoleum patterns are dis- 
played. A feature of this section 
is a set of eight framed cut-outs 
in the display fixture’s cornice, in 
which are placed colored pictures 
which suggest attractive uses for 


Has Real 








Modern wholesaling plant of Des Moines, lowa, 
company maintains an attractive display room 
for the use of its dealer customers 


“Buy Appeal” 


>» ae 
es of wallcases 
of these tools. 
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linoleum for every room in the 
house. 

An island fixture in the center 
of this section displays all the al- 
lied products used with linoleum 
and a full line of waxes adjoins in 
an arrangement that makes selec- 
tive selling easy. 


Within Reach of All 


The interesting thing about the 
store, according to the company, 
is that nothing was used in the 
layout of the store that is beyond 
the reach of the average hardware 
dealer who is interested in in- 
creasing his sales through the im- 
provement of his present facilities. 

“We all know,” says Charles J. 
Luthe, president, “that store mod- 
ernization is one of the most im- 
portant things a dealer can do to 
beat competition and build vol- 
ume, and we felt it was our re- 
sponsibility to set the example and 
to provide him with all the help 
he needs to do it.” 


oS fo 8 


A fully equipped 

and electrically op- 

erated model hitch. 

en is used for dem- 

onstrations by 

Luthe's home econ- 
omist. 


yo & 6 
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According to Buryl L. Scherer, 


O O 


Well diversified 
stocks of hard sur- 
faced floor coverings 
are in orderly fash- 
ion. Allied items are 
on the fixtures. Eight 
pictures of various 
rooms suggest ways 
of laying linoleum 
attractively. 


oo 8S 


for several modernized stores and 


sales manager, the display room has become the ideal that a num- 


has already been the inspiration 


ber of Iowa dealers are aiming at. 





Let There Be Light! 


(Continued from page 116) 


spot incandescent lamps. 

Flexibility of control in the op- 
eration of the system is obtained 
by individually switching from a 
switch panel, groups of four 5-ft. 
sections of fluorescent luminaires. 
A symmetrical arrangement of 
groups is arranged so that a uni- 
form appearance of the lighting 
system will result with a portion 
of the lights turned off. 

Similarly, the incandescent spot 
lighting units are on separate cir- 
cuits and independently controlled 
from the switch panel. This entire 
arrangement provides a consider- 
able degree of flexibility of con- 
trol of the lighting system. 

Many individuals in appraising 
a new lighting system are inter- 
ested in the cost of operation. 


In the case of Barretts a light- 
ing cost comparison tabulation 
shows that the cost of lamp re- 
newals is increased by $13 per 
month; that the electrical energy 
cost is increased by approximately 
$53 per month, or that the total 
operating cost is increased 2.7 
times over the old system. How- 
ever, it should be noted that the 
new lighting provides from six to 
seven times as much light. 


How old and in what condition 
is the wiring system of your store? 
When was the last time that it 
was inspected? 

Perhaps it constitutes a hazard- 
ous condition which might have 
serious consequences when least 
expected. 

You'd better check it NOW. 











hie. 


HARDWARE AGE, SEPTEMBER 23, 1948 








we 
yo 


Right n 
of read 
publicat 
of com 
venienc 
HEATM. 

Right 
cashing 
ing age 
for Sal 
with at 
chase n 
pects ci 

Write 
Hot W. 
detail v 
—theC 
or LPg 








HARDW 






























ed 
ure 
1gs 
sh- 
ire j 
sht 
us 
ys 
im 
id 
n- 
it. 
t- 
n 
r 
y 
y 
] 
7 
fo 
é 2 ones P . 
. Right now, all over the country, millions for sales and a fair profit. It is backed 
of readers of general, home and farm by big-space national advertising. It 
publications are reading the C-E story carries a guarantee the equal of any. C-E 
" of comfort on tap — the family con- HEATMASTERS are manufactured en- 
? venience of piping hot water from a tirely in a plant built solely for water 
+ HEATMASTER Automatic Water Heater. heaters by one of the world’s largest 
Right now, also, many dealers are boiler manufacturers. 
> cashing in on this advertising by apply- 
z ing aggressively C-E’s Packaged Plan 
t — let 1 ram 
for Sales Ions tt _ - Prog You get the sum of two kinds of highly impor- 
with attractive mail and point-of-pur- tant experience in a water heater built by C-E. 
chase material that help to make pros- First, you get years of practical background in 
building water heaters now giving satisfaction 
poets customers. in thousands of homes. Second, you get the 
Write now for “How You Can Turn extra security and high construction standards 
Hot Water into Cash.” It describes in that come from large-scale, boiler-plant leader- 
: : - ship. Wherever heat is “big business,” you will 
detail why CE is your buy. Remember find Combustion Engineering in the forefront. 
— the C-E line is complete (gas, electric 
or LP gas) — the C-E line is priced right 








Allentown, Pa.—John Lloyd & Sons, 501 Dime Bank Bidg. © Boston, Mass.—). F. McLaughlin Co., “ * Buffalo, N. Y.—F. 8. Cowan 

214 Roycroft Blvd. ¢e Charlotte, N. C.—F. K. Toney, 243 Ridgewood Ave. ® any 4 Hl.—Stanton Wilt, 2330 Bankers Bidg. ¢ Dallas, Tex. 

—C. A. Scholle, 3517 Hanover, University Park © Detroit, Mich.—A. D. Wright, 95 Birwood Ave. ® Jacksonville, Fla.—A. F. Harris, 

2875 Downing Ave. © Kansas City, Mo.—Glenn Oslin, 451 Board of Trade B va © Long Island City, N. ¥Y.—Continuous Sales Corp., 

37-36 Tenth St. @ Les Angeles, Cal.—Horn-Sullivan Co., 552 Wilcox Bidg. ¢ Milwaukee, Wis.—F. C. Wiedeman, 743 N. 4th St 

| Minneapolis, Minn.—F. P. Hogan, 3925 Pleasant Ave. © New York, N. ¥.—Combustion Engineering Co., Inc., 200 Madison Ave 

| Philadelphia, Pa.—Tustin & Cook, 909 N. 19th St. ¢ Portland, Ore.—Horn-Sullivan Co., 122 SW Ist Ave. © St. Lovis, Mo. —L. J. Steele, 

22 Oliver St., Ferguson ¢ Salt Lake City, Utah—A. F. McAlli: ter, 1031 E. 3rd St., So. © San Francisco, Cal.—Horn-Sullivan Co., 

| 727 Brannan St. ¢ Wilkes-Barre, Pa.—John Lioyd & Sons, 33 Bennett Bidg. © San Juan, Puerto Rico—Rafae! Rodrigues Barri! Inc., 
P. O. Box 3668 

Water Heater Division + Chattanooga 1, Tenn. 
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The background of 
the hardware store 
window is in the 
form of a house. It's 
an attractive and 
profitable idea. 


Oo dQ 





Double-Barrelled Business 
Draws Two Types of Trade 


The Rump brothers of Fremont, Neb., operate a 
hardware and furnace store and a plumbing 
and heating establishment and make both pay 


Tin are two thriv- 
ing businesses in Fremont, Neb., 
which are set up as separate com- 
panies, but which are operated and 
owned by the same men. These 
businesses are Rump’s Furnace 
& Hardware Co., and the other 
is Rump’s Plumbing & Heating. 
The two men who own both en- 
terprises are Chas. R. and Wil- 
liam .T. Rump, whose father, 
Henry Rump, founded the business 
about 70 years ago. William T. 
manages the hardware store which 
sells general hardware and appli- 
ances, installs gas and other fur- 
naces and does roofing and sheet 
metal work. 





The plumbing store, managed A view of the display window area taken from the store interior. 
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CEILING TILE 


Newest Development 
in Ceiling Materials! 


@ Permanent Satin Finish. 

e@ Cleans With A Damp Cloth! 

e@ Anyone Can Quickly Apply It! 
@ Can’t Chip, Crack Or Peel! 

@ No Repainting Required Ever! 


° 
Here at last, a ceiling material the industry has 
long-awaited. Now, for the first time, a ceiling 
material as beautiful and easy to apply as ordinary 
tile—a ceiling product urgently needed in homes, 
offices, showrooms, factories, stores, laboratories 
and hospitals. 


Like An Automobile To A Horse And Buggy! 

What used to be the surface finish for ordinary 
ceiling material now serves only as an underlining 
for ROXDALE. This wonderful ceiling develop- 
ment combines for the first time colorful beauty 
with the durable insulation of old type ceiling 
material. ROXDALE Ceiling Tile is sprayed with 
sizzling 200° F. hot paint and baked at 250° F. 
for an hour to assure a satin finish that wipes clean 
with a damp cloth. 


Permanent Interlocking ! 


ROXDALPE’S tongue and groove design assures 
accurate and permanent interlocking of the tiles. 
The over-lapping tongue actually prevents im- 
proper application workmanship from marring a 
job. Any handy person can apply it with ordinary 
home tools. Each ROXDALE tile measures 12” 
x 12” and is %” thick—extremely light and simple 
to handle. 


OTHER ROXDALE PRODUCTS 


Nai yes! 
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ROXDALE ROXDALE 
Metal Mouldings Metal Tile 
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Tremendous Turn-Over 
From A Small Stock! 


Be the first in your town to feature this 
wonderfully superior ceiling material. 
Available in Light Blue, Peach, Ivory and 
White. For a start you need only a small 
sample stock. Compact, a package of ROX- 
DALE measures 13” x 13” x 32” and weighs 
80 Ibs. Two packages will tile the average 
ceiling. It sells right across the counter, 
no trucking or handling expense. Write at 
once for our attractive dealer plan. Samples 
sent free upon request! 


CORP. 


1314 BLONDELL AVENUE, DEPT. 59, N.Y.61,N.Y.- TAlmadge 3-6400 
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The appliance department is spotless, attractive and insures privacy. 


by Chas. R. Rump, does general 
plumbing, including steam and 
hot water heating, sells and in- 
stalls water systems and also does 
air conditioning. 

Twenty men are employed by 
the two stores, with eight in the 
plumbing division and the remain- 
der in the hardware business. 
Richard Rump, son of Chas. R., 
is the engineer for both stores. 
Will, Jr., is the son of William 
T. and is also employed by the 
firm. So all-in-all, it is quite 
a family institution. 

Both of the brothers feel that 
this is the better way to operate 
an expanded hardware and plumb- 
ing business with so many divi- 
sions of work. This sort of ar- 
rangement gives each brother a 
store of his own, and the em- 
ployees can be interchanged if the 
need arises in emergencies. 

The hardware store and the 
plumbing establishment each face 
on a good business street. They 
form an L-shaped building, but 
are separated by an alley. This 
nearness of the two stores enables 
the firm to conduct its operations 
in a compact and in co-ordinated 
fashion. 


The hardware store does a large 
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business selling and installing fur- 
naces. In the Fremont area most 
of these installations are of the 
natural gas type. The average gas 
furnace installation costs the home 
owner from about $700 to $1,000. 
The firm checks all its jobs once a 
year to make sure that all condi- 
tions are satisfactory. Many cus- 
tomers today who are buying and 
installing furnaces are customers 
for whom the firm did work 20 
and 25 years ago. 


The Hardware Window 


The window background of the 
hardware stOsg, as well as the back- 


ground which faces the store in- 
terior is made in the form of a 
roof and the sides of a house. 
This is decidedly impressive and 
quickly catches the eyes of people 
who pass on the street as well as 
those who enter the store. The 
hardware and furnace division also 
sells and installs roofing, especial- 
ly asphalt roofing, tar and gravel 
jobs, and the like. Many indus- 
trial roofs of this type have been 
put on by this firm. 

The hardware store has a large 
and attractive appliance section, 
the key showpiece of which is a 
fine model kitchen. 

Because of its reputation for 





Chas. R. Rump turns on the water at the display unit near the window. 
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good products and service over the 
years, plus its technical ability. 
Rump’s Furnace & Hardware Co. 
is well situated to get a great deal 
of the model kitchen business. 
Richard, the firm’s engineer, 
draws plans for model kitchens 
and all other jobs, and his expert 
services count a great deal in se- 
curing and installing jobs of vari- 
ous sorts. 

The two stores operate within 
a radius of approximately 50 miles 
from Fremont, and the firm has 
six trucks available for its numer- 
ous heating and plumbing jobs 
in the area. 


The Plumbing Showroom 


The plumbing division also has 
an excellent showroom. It shows 
bathroom and other plumbing fix- 
tures as well as water pressure 
pumps. One water pump unit is 
connected near the front window 
and can easily be turned on so 
that the prospect can see how eas- 
ily it operates. This water pump 
has sold many a complete system. 

Due to one of Nature’s peculi- 
arities. it is possible to drive well 
points to a depth of about 12 to 
15 ft. in the Fremont area to reach 
water, while in outlving regions 
wells must be drilled 50 to 100 ft. 
and more. The firm takes advan- 
tage of this situation to sell water 
pressure pumps for a variety of 
purposes. Shallow well pump in- 
stallations run to about $200 while 
the deep well pumps run about 
$300. 

The plumbing store, measuring 
4A by 120 ft., is about the same 
size as the hardware store and 
furnace shop. It is well stocked 
with plumbing supplies of various 
types, for a large volume of an- 
nual business is done bv the com- 
pany, which means much material 
is used each month. 

At the present time, neither 
store is using outside salesmen for 
cold canvassing purpose, but the 
Rumps say that they may hire such 
a man in the future. At the mo- 
ment, sufficient tips come to them 
from the many jobs they install. 
tips which are followed up readily 
by the Rump brothers. 

Both men take part in the civic 
work of their community and they 
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ALL-STAR 
LINE... brings in 


more cash! 


Takes no genius to figure it out. 
Look: In the Star line there’s a saw 
for cutting everything a hack saw 
or band saw can cut — from tool- 
steels to ham bones. So, display the 
Star line out front. Let customers 
see you’ve got what they want, 
whatever they want! With the 
complete Star line you just natu- 
rally complete more 
sales. 

Selling’s easier, too. 
People know Star 
blades. Star displays 
and selling helps let 
them knowyousell’em. 
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Pea 2805, Inc., Middletown, WT. 
of head and power hack saw blddes 


the Clempon £17 lawn mochine 
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People in search of bathroom fixtures find this display 
to interest them at the Rump Plumbing & Heating Co. store. 


say that this has helped them in 
both a social and business way. 


Chas. R. Rump has just finished a 





term as district governor of Rotary 


International and he claims it was 


a wonderful experience. 





“And the Greatest of These Is Sporting Goods" 


(Continued from page 117) 


front of the store. 


“An interesting sidelight in con- 
nection with hunting is that there 


is a special archery hunting season 
from Oct. 2 to 26. There are anum- 
ber of archery clubs here. Some 
are composed of both men and 
women, some of juniors, and some 
of men alone. The laiter, especial- 
ly, become excellent marksmen. 
They go out in great numbers dur- 
ing their special season, and rare- 
ly fail to bring down their bucks. 
We handle a complete line of arch- 
ery equipment, bows, arrows, quiv- 
vers, gloves and finger tips. 

“In the fall we have a 15-minute 
radio program, which takes place 
in the evening. We find the best 
time is about 6:30, for that is when 
the family is finishing dinner and 
everyone is at home. The sports 
department receives its fair share 
of publicity on these programs. 
Spot announcements are used daily 
all the year around. They are di- 
vided among the three departments 
but as a usual thing one of the 
departments will receive all of 
the announcements on a certain 
day, and then will not be on the 
air until its turn comes again. 

“Stuffers are used with the 
monthly bills, suggesting equip- 
ment for the different seasonal 


It’s popular. 


sports several weeks in advance. 
Newspaper advertising is seasonal. 


the greater portion being in the 


spring and fall during the hunt- 
ing and fishing seasons. A display 
ad is run in the telephone book in 
the classified section on the same 
pages in which our name is listed. 
It gives good results as people are 
constantly consulting the classified 
section. Newspaper advertising is 
especially important as men are 
great window shoppers. Changes 
are made every week, and we al- 
ways play up seasonal sports—es- 
pecially hunting and fishing—a 
month in advance. 


Display Caught the Eye 


“A recent hunting window that 
attracted much attention had cur- 
tains drawn back in the rear to 
show a pair of hunters in a boat. 
At one side was a picture of a 
hunter and his dog, in a rustic 
frame, and at the other the life- 
size cutout of a hunting dog. Rest- 
ing on boxes on shelves were half 
a dozen guns, and hunters’ coats 
and caps were displayed over boxes 
of ammunition. A card suggested, 
‘Bring in your guns for a check-up 
ere the hunting season opens.’ It 
caught the eye.” 
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Retail Sales for 1948 
Skow 12 Per Cent Gain 
OR the first six months of 1948 


the annual rate of retail sales 
reached $127 billion, a gain of 
almost 12 per cent over 1947, ac- 
cording to an analysis of move- 
ments in retail sales which has 
been completed by the National 
Industrial Conference Board, 247 
Park Ave., New York City. This 
indicates, the Board points out, 
that 1948 will set another record 
in dollar volume. 

In 1929, the prewar peak, only 
$48.5 billion moved across re- 
tail counters. Sales in the current 
year are more than two and a half 
times the 1929 total, while con- 
sumers prices are only 40 per cent 
higher. 

Sales increases currently are 
primarily concentrated in the dura- 
ble goods categories, according to 
the analysis. While non-durable 
sales in the opening half of the 
vear were 10 per cent higher than 
a year ago, durable sales increased 
21 per cent and total sales rose 13 
per cent. The rise in rural retail 
sales has been 11 per cent. Dura- 
ble sales are now 25 per cent of 
total retail sales as opposed to the 
wartime low of 14 per cent in 
1944, 

Practically all the durables, led 
by motor vehicles and building 
materials, show sizable increases 
over last year. The weakest sector 
is jewelry. running 6 per cent 
behind. 

A comparison of chain-store 
and mail-order sales with total 
sales discloses that gains for the 
group as a whole are the same, but 
that the internal structure of the 
sales is less diverse. 

Independents, therefore, are ap- 
parently doing less well in the non- 
durable lines where supplies’ have 
heen comparatively full and price 
a major consideration. They ap- 
pear to have done better in build- 
ing materials and furniture and 
homefurunishings, and hold a 
slight lead in automotive parts and 
accessories, drug stores, and eat- 
ine and drinking places. Home- HANOVER WIRE CLOTH DIVISION 
furnishings. building materials 
and automotive sales show sub- 
stantial increases. Others show 


negligible gains or losses. HANOVER . PENNSYLVANIA 





STAINLESS STEEL 


For complete information and prices write . . . 
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Homeworkshop fans will always see something here to interest them in 
power tools and will see other interesting items in three directions. 


Power Tools a Strong Line 
At the Strong Hardware Co. 


Window and up-front interior displays tell 
the story of firm's power tool stocks to in- 
dustry, schools and the homeworkshop fans 


en tools get plenty _ line being for both industrial and _—ing equipment is offered but it is 
of attention in the retail division _ home use and the third exclusively | the woodworking lines that are 
of Strong Hardware Co., whole- for industry. Some metal work- in greatest demand and mostly 
sale and retail concern, in Bur- 
lington, Vt., and so they are fast 
moving merchandise. While the 
best season for these lines, at 
Strong’s is from late spring to 
late fall, it is a year ’round line. o 9g 
which also enjoys a good sales 
spurt in the Yuletide season. ; 
Some concerns concentrate on gy A say J 3 
the homeworkshop trade, others semi-open back win- 
on industrial and institutional  4ow see hand tools 


the Has 
users. At Strong’s all types of (ei as ar tools 


trade provide power tool custom- upon platforms. 
ers, through the featuring of three 
different lines. One is primarily oa 


for the homeworkshop fan, al- 
though of interest in some in- 
stances to the maintenance man 
or for light industrial use, another 
142 HARDWARE AGE, SEPTEMBER 23, 1948 
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“BULLET” MODEL 



















iTs APPEA 





; PACKS JU/APPEA 





Its every clean line says ‘full and dependable per- 
formance.” The appearance of the F&W “Bullet” 
Jet makes new customers and its farm-proved de- 
pendability makes satisfied customers. 


Naturally, this gives the F&W dealer a tremen- 
‘ dous advantage in the biggest market in history for 
farm water systems. The ‘‘Bullet’’ Jet is a standout 
the way it has caught the attention of customers 
and dealers, but it’s only one of the many models 
in the complete F&W line. Flint & Walling makes 
both centrifugal and reciprocating pumps for shal- 
low and deep wells. Their wide range of capacities 
will fill your every demand. 

Assured dependability comes with every FxW 


S water system 





each unit is factory tested for pres- 
sure and capacity and is backed by 82 years of farm 
Mater system experience. Write today for complete 
formation, without obligation to you. 


FLINT AND WALLING MFG. CO., Inc. 


988 OAK STREET, KENDALLVILLE, INDIAWA 


L 


L 
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units of the type used in industrial 
work. 

Excepting those industrial con- 
cerns, buying on open accounts. 
most power tool sales are now on 
a strictly cash basis, in line with 
customer preference. Credit ar- 
rangements are available with de- 
ferred payment transactions on a 
one-third down plan, the company 
financing the transaction. 


Of power tool sales to the home- 
workshop fan Eugene Quinn, an 
executive of the company, says. 
“Although we do exhibit at fairs 
we have never had to hold store 
demonstrations. We have little call 
for deferred payment sales, to 
homeworkshop fans. because peo- 
ple have the money to pay cash 
and as long as they are in that 


position, prefer immediate pay- 
ment. 

“The homeworkshop fan _ will 
often,” says Mr. Quinn, “start out 
with lower priced power tools and 
then finding them not heavy 
enough will come back and buy 
heavier duty and higher priced 
units. The big seller, for a home- 
workshop starter, is the circular 
table saw—jointers, drill presses 
and jig and hand saws being next 
in order of popularity. Many of 
our leads for homeworkshop and 
industrial units are referred to us 
by the manufacturers.” 


Features in Windows 


Frequent window displays — in 
one of the retail store’s four semi- 
open back windows—help stop 
passers-by and window shoppers. 








Then when the prospect enters the 
store he is immediately confronted 
with a platform display of a va- 
riety of power tools, both portable 
and heavier numbers being shown 
in a point well toward the front 
of the display room and easily ac- 
cessible and visible from either 
entrance. Hand tools get promi- 
nent attention on wall displays not 
too distant from the power tool 
setup. In addition to the conven- 
tional style panels on the wall, the 
ledge above those units is utilized 
for removable panels, showing 
complete varieties of drills. 
wrenches and other hand tools. 
Two of the concerns retail sales- 
men are expert power tool opera- 
tors, able to give advice and sug- 
gestions to all types of prospects 
and customers. 


Step-by-step Modernization Helped to Step Up Sales 


the outlying shopping districts on 
Milwaukee’s north side. Its bril- 
liant lighting. costs about $5 per 
month and helps to emphasize the 
modernity and brightness of the 
new Central Hardware. 

With its extensive lighting, this 
firm’s light bill is between $30 and 
$35 monthly. It may run a little 
higher during the winter months. 
the owners report. 

Brilliant lighting. plus an “an- 
gle front” and a visual. thermo- 
pane, crystal clear “no fog” glass 
front. gives Central Hardware a 
store which is boosting store traf- 
fic regularly. 

Sidewall displays in the store 
come directly to the front display 
windows while the center floor 
front displays are angled to har- 
monize with the “angle store 
front.” 


Sporting Goods Attract 


An attractive sports department 
up front contains some eye-catch- 
ing sidewall fixtures and a glass 
display case for fishing tackle. The 
store does an excellent sports busi- 
ness, especially on fishing tackle. 
Many fishing licenses are sold 
there and the owners are able to 
advise fishermen on the types of 
equipment to buy and use. They 
also possess a knowledge of good 
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(Continued from page 113) 


fishing spots which helps to at- 
tract the fisherman trade. 

The store also has an excellent 
hand and power tool section, with 
every tool neatly displayed and 
appealing to the trade. Paint is 
also an excellent line and is dis- 
played behind the wide. rear 
wrapping counter. 

The Franz brothers. whose sister 
Ella also is associated with the 
business in an executive capacity. 


say that it is difficult to determine 
the exact cost of the interior re- 
modeling due to the fact that they 
were forced to do much of the 
work themselves due to labor and 
other shortages. 

Extra labor by the _ brothers 
themselves on an item like the low- 
ered ceiling would be considerable 
as it was both nailed and glued. 

A feature of the left sidewall is 
the fact that many drawers have 





A section of the front part of the store showing angled 
display cases conforming with the angle visual front. 
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America’s Leading Paint Brushes 
Are Back For A Repeat Performance 


@ Like the sterling mark on silver, Gold Stripe’s 
diagonal stripe of gold tells you there’s nothing 
finer. Recognized as the standard of brush qual- 
ity, Gold Stripe assures ready sale, volume busi- 
ness and high profits. Stock Gold Stripe with 
confidence. Order from your nearest Pittsburgh 
branch today. 


mM VALUABLE BOOKLET FREE! 


You'll want this valuable book, ‘‘How To Sel! More 
Brushes’. Page after page of inside information on 
how to sell more paint brushes. Shows the way to repeat 
profits and tie-in sales. Reveals the “‘*know-how™’ on 
talking shop with your customers. Write for FREI 
copy today. Address *‘Gold Stripe Brushes, Dept. D-2, 
Baltimore 29, Maryland’, 





New Gold Stripe 
Life-saver Jacket! 


Improved fiber jacket keeps brush live- 
ly, straight and clean. Complete use 
and care instructions on each jacket. 
And all dressed up in eye-appeal! 


>) Gold tripe BRUSHES - : 


: “BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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Séner PADDLE PUMP 


OVER A MILLION 
GALLONS... 





IT’S hard to say which will wear out 
first—the neoprene rubber 
paddle, the bronze end plates, 
or the stainless steel shaft. So 
far, none of these parts show 
signs of wear—even though the 

ump has delivered over a mil- 
ion gallons! This is more than a 
lifetime of normal wear. 

HUNDREDS OF USES 
Farmers and townsfolk use the 
Simer Paddle Pump for draining 
basements and swamps... fill- 
ing cisterns and stock tanks... 
watering lawns. . . transferring 
liquids. This pump is furnished 
on more than half of all power 
weed sprayers now in use. 

HANDLES MOST LIQUIDS 
Recommended for all liquids and 
semi-liquids except those few 
that would react chemically on 
neoprene rubber or bronze. 
Operates continuously at 1750 
R.P.M. Outlasts ordinary 
pumps when operating on dirty 
or abrasive liquids. Low in cost 
—high in quality. 

Ask Your Jobber or Write for Circular 

JEROME SIMER COMPANY 

422 Stinson Bivd. . Minneapolis 13, Minn 














* 
Model B20 B21 
inlet— Outlet %" nad 
HP at 1750 Ye Ya 
Shaft YA" ye" 
Shipping Weight 6 Ibs. 10 Ibs. 











STE en noe 
The PROMISCUOUS: 
OD \ cassia 

EZPADDLE PUMP | 


yetrAany 


Pen eo - ts 
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146 








Part of the sporting goods department showing the fishing tackle case. 


been fashioned below the tool and 
other displays, so that extra stor- 
age stock can be reached very 
easily, other than by sliding doors. 
The Franz brothers say they find 
it more convenient to have pull- 
out drawers at these tool spots 
than other types of drawers. One 
reason is that reserve stock can be 
kept together better and keyed in 
pull-out separate drawers, whereas 
with sliding doors opening on gen- 


eral shelves this is not always pos- 
sible. 

The Franz brothers are well 
pleased with the way their new 
store looks and operates and with 
the sizable increase in business 
they have experienced. They are 
also glad that they took the mod- 
ernization program step-by-step. 
which enabled them to make 
changes from their original plans 
as they progressed. 





Window Display Test Jumps Hardware Sales 
113 Per Cent 


OW sales of hardware store 

items jumped into top brack- 
ets with the aid of window dis- 
play is one of the many results of 
a Point of Purchase Institute (16 
E. 43rd St., New York City) test, 
outlined recently by Norman Mc- 
Kean, executive director. The test 
was made on eight hardware and 
drug store items in 160 retail out- 
lets in Syracuse and Rochester, 
N. Y., by Fact Finders Association 
in an eight-week period last 
Spring. 


Net Sales Increases 


Net sales increases during the 
display period were as follows: 
the line of padlocks, latches and 
door closers, 113 per cent; the 
line of paint, 57 per cent; the line 
of waxes and polishes. 27 per cent: 


the line of light bulbs, 20 per cent. 

During the four weeks follow- 
ing the two-week display period, 
sales fluctuated widely. The pad- 
locks, latches and door closers 
sloughed off 8 per cent in the first 
fortnight after the display period 
due to inventory shortages and 
then re-ascended 67 per cent above 
normal during the second portion 
of the post-display test when stock 
was replaced. The line of paint 
picked up 9 per cent in the first 
two weeks of the post-display and 
then spurted 37 per cent higher. 
The wax dropped 5 per cent and 
18 per cent. The light bulb sales 
dropped 16 per cent in the first 
two weeks after the display period 
and then fell 25 per cent during 
the second half of the post-display 
test. 

The stores selected for the test 


HARDWARE AGE, SEPTEMBER 23, 1948 





in | 
evel 
low: 
dru 
trol 
cov 
war 
ture 
stor 
the 

the 

one 
in € 


wer 
dow 
(b) 
in I 
affe 
how 
as é 


disp 


De 
7 
“co! 
ovel 
dist 
wor 
poil 
men 
the 
the 
and 
iaril 
indi 
min 


hav 
den 
poi 
stra 
pov 


the 





in Syracuse and Rochester were 
evenly divided in each city as fol- 
lows: 30 “test” and 30 “control” 
drug stores, 10 “test” and 10 “con- 
trol” hardware stores. The test 
covered a 10-week period for hard- 
ware stores. Inventories of the fea- 


tured items were checked in all —_— 


stores prior to the beginning of waste d space, 
the test. Sales were checked at mone y ; t ; me, 


the end of each two weeks. Only 

one item was featured in a display . 

in each store. materials 
a 












General Objectives 


General objectives of the test 
were to learn (a) how much win- 
dow advertising increases sales, 
(b) if it increases product sales 
in non-display outlets, (c) how it 
affects competitors’ sales and (d) 
how results of the test may be used 
anil as a general yardstick for window 






































display value. 
well ey It’s been proven! The biggest “money-making” 
new products in any dealer's store are those that 
ith . require the least handling. In other words, the 
= Demonstrated Effectiveness products that come to you ready for sale! R. D. 
ness _ ; | Werner realizes this. That's why Chromtrim 
’ are The test, Mr. McKean said, | Metal Mouldings are delivered to you pre-cut, 
mod- “conclusively demonstrates the | pre-wrapped, and pre-sold, ready for cash 
step. over-all effectiveness of window and carry purchasers. 
sake display, particularly as a team- What's more, you get one of the most compact, 
ve work medium. The figures show most attractive nationally-advertised floor mer. 
elehaiaiie tial ie all chandisers ever designed. Covering only 23 
hamee telngaies se od v1 os tre- x 16”, it’s yours on Chromtrim’s sensational 
mendous value in connection with 8/60 Deal! 
the introduction of new products, 
‘ie: entation ok cana me FOR JUST $59.50 
yy eee eee THE CHROMTRIM 8/60 DEAL GIVES YOU... 
an ‘i - opeerenees | consumer famil- Ten 6 ft. lengths of each of 8 popular Chromtrim 
iarity with the product. It is an | moral mouldings—ready-wrapped for fast sales 
indispensable ‘brand name _ re- | 1. The Chromtrim “Silent Salesman” 8 
ent. minder.’ | tube stock dispensing unit. 
low- 2. Eight metal snap-on holders with re- 
- tail price tags. 
on | 3. — dispensing tray and supply of 
ad- | nails. 
‘ It Attracts Sales 4. Supply of 100 consumer instruction 
sers folders. 
first “Although the recent test may | 5. Free copy of Chromtrim's ‘Trim Ideas’ 
. have £ cals - 7 | and remodeling projects. 
riod 1ave furnished no conclusive evi- 6. Three-color counter display card 
dence as to ‘pass along power’ of | 11" x 14". 
and . _ Whigs P of 7. Full-color life size window display of 
ove point-of-sale display, it did demon- | the “Chromtrim girl.” 
tion strate that window display is a} Chromtrim national advertising in 11 lead- 
‘ ful d al ing magazines pre-sells more than 
ock powerful magnet to draw sales at| | 15,500,000 homemakers on the Chromtrim 
aint the actual point-of-purchase.” Fb BR eccetseprnnenceeilcaeng ae 
irst } . oR. D. WERNER CO., INC., 295 Fifth Avenue, New York City 16, N. Y. Dept. HA-9 
and } CJ Ship complete 8/60 deal(s) at $59.50 to 
1er ~ ~~ } Nome........ saci = — eins a 
and aT Address - ‘ . ‘ ee er -™ 
ales | City ; , ae " mum, , - —— 
, My distributor is _ sinimeiiieinn ——— . asmumemmamammmmgummnnmasn 
irst Please send a FREE copy of “Trim Ideas” and further information on the Chromtrim 
iod 8/60 merchandise deal. | shall be under no further obligation. 
ing K | 
lav 
| 
est 
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Appliance Auditorium Points 
The Way to Increased Sales 


Feminine customers of Stampfer's Farm & Home Store 
attend demonstrations there and use it for meetings. 


Post war trade survey 


A group of visiting ladies witnesses a demonstration in Stamfer's auditorium. 


a creation of an audi- 


lorium, with step-up platforms 
leading to a stage, as well as model 
kitchens on the stage has built a 
great deal of store traffic and good 
will for the Stampfer Farm and 
Home Store, Dubuque, Iowa, dur- 
ing the past six months. The au- 
ditorium, the idea of W. E. Strait. 
manager, is on the spacious sec- 
ond floor of the store. It is used 
regularly by many women’s or- 
ganizations and, in _ addition, 
serves as an excellent demonstra- 
tion area for model kitchens and 
all other appliances sold by the 
store. 


The room, 60 by 150 ft. in size, 
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is equipped with fluorescent and 
spot lighting, chairs and display 
facilities. At the moment. Stamp- 
fer’s has two model kitchens on 
the stage. One at the right con- 
tains wooden cabinets, the other 
being an all-steel kitchen. A dis- 
play area between the two kitchens, 
is used to show plumbing and bath- 
room fixtures. 


The Farm Show 


Along the walls of the auditori- 
um are placed farm freezers and 
other appliances. This year the 
auditorium was used for the first 
time as a place to hold Stampfer’s 
large annual Farm Show. The 
auditorium was packed with farm- 


has attracted many customers 


ers, many of whom looked over 
the merchandise and made pur- 
chases. 

The auditorium and its display 
facilities cost about $4,000 says 
Mr. Strait. but the new venture 
has helped materially to send an- 
nual sales of this farm and home 
store soaring to a million-dollar 
level. 

“This auditorium enables us to 
be hosts to numerous city and 
farm organizations and to get their 
members into the store,” says Mr. 
Strait. “Every woman who enters 
the hall likes to inspect those mod- 
el kitchens and we get numerous 
prospects as a result. The kitchen 
at the right was designed by a 
member of the home extension 
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You sell washing machines, don’t you? And 
automatic dishwashers? And water heaters? _ 
Well—soft water makes a// these appliances 3 
do & better job—the kind of job your cus- — 
tomers expect. 

So wouldn't it be smart to sell water softeners 
too? 


Not just any softeners. But a line that can 
really mean business for you. In short, 
MODERN Water Softeners. 


Why MODERN? Because on/y MODERN 
offers all these sales-clinching features: new, 
improved Regenetrol Dial-Control valve; 
ModerneX triple-action softening material; 
Signalarm timer; new Brine Hydrometer; 
new type distributor system; clean design, 
with handsome, baked gray Hammerloid 
enamel finish; popular price. 

Get on the MODERN bandwagon now— 
before your customers start “looking around.” 
See your jobber for full details. Or write for 
our new full-line catalog and price list. 























For instently doteraiiaing 
strength of brine solution. 


Hydrometer floats when so- 
MODERN'S famous exclusive MODERN’S super-capacity soften- MODERN’'S exclusive timer. Ac- letlen te ~— 


single Dial-Contro! valve. Takes * ing materici—a synthetic black curately times the regenerating sinks to toll when W's time fo 
the guesswork out of regenerating. resinous zeolite. Triple-acting— steps— prevents water waste. No odd sok. 

Four positions controlled by mis- removes hardness, iron, sediment. waiting—no_ clock-watching. An 

toke-proof dial. Tough—losts for years. added sales feature. 





“HOTTEST” LITTLE WATER HEATER 
ON THE MARKET TODAY 


MODERN'S Model A-5 


A regular giant in sales appeal! Just right in size 
for small barber and beauty shops, doctors’ and 
dentists’ offices, service station washrooms— 
wherever hot water is needed in small quantity 


at one faucet. Plug-in type; 110-volt; 5’ gallon WATER EQUIPMENT COMPANY, WEST CHICAGO, ILLINOIS 
capacity; automatic thermostat. Write for details. 


WATER SOBTENERS * FILTERS * WATER HEATERS 




















ANDROCK 


FURNACE 


TOOLS 


Place your order now for 
prompt delivery of these fast- 
selling, handy pieces of fur- 





















nace equipment. Ash Sifter 
for sifting unburnéd coal from 
ashes below the grates, where 
draft takes care of the dust; 
KLINK-R-TONG for easier 


removal of furnace clinkers; 


ashes from furnaces or stoves. 


ASH SIFTER FBATURES: 
34” HARDWOOD HANDLE 
REINFORCED BRACE 
ELECTRO-WELDED 

8%” x 14” WIRE BLADE 
ALUMINUM FINISH 





No. 52 
“CHAMPION” 
ASH SIFTER 


No. 58 
KLINK-R-TONG 





No. 60 ASH LADLE 








THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASSACHUSETTS, 
ROCKFORD, ILLINOIS 
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Ash Ladle for removal of | 


rr 
=) 


Exterior of the for- 
mer factory build- 
ing which is occu- 
pied by the store. 
It's only one block 


distant from  Du- 
buque's main shop- 
ping stret. 
? 


staff of the Iowa State College, 


| Ames, Iowa.” 


As the doors of the wooden 
cabinets are opened, women at the 
meetings find them well filled with 
dishes, pans, etc., so that luncheons 
can be prepared right on the spot. 
Dish and glass and spice arrange- 
ments are properly marked for in- 
spection. Ranges and other appli- 
ances in the model kitchen are 
hooked up and are in operation. 
so that women’s clubs can serve 
their luncheons without delay. 

Many a woman serving on the 
refreshments committee of her 
club, and working in this model 
kitchen, gets interested in better 
kitchen arrangement to the point 
where she decides to improve her 
own kitchen, which helps Stamp- 
fer’s get extra sales. 


Put on Demonstrations 


“Naturally, in addition to pro- 
viding city and farm women with 
a spacious, comfortable place to 
meet and have lunch,” says Mr. 
Strait, “the auditorium also en- 
ables us to put on numerous appli- 


' ance demonstrations, to comfort- 


ably seat all interested people and 
to properly light the area and the 
appliances which are being demon- 
strated. This has a decidedly im- 
portant bearing on sales. 

The main appliance showroom 


| is on the first floor and is in charge 


of Ray Torberg. Everyone who 





goes to the second floor audi- 
torium must go through this first 
floor appliance department. Per- 
sons must also pass the appliance 
displays along the walls. of the 
auditorium and, in addition see 
the model kitchens on the well 
lighted stage. 


Trade Survey 


Mr. Strait points out that his 
firm is still making many sales 
from an extensive trade area sur- 
vey made for the store by Mr. 
Torberg, shortly after the war. At 
the time, Mr. Torberg visited 400 
farms in the Dubuque area, inter- 
viewing farmers and noting their 
hardware, appliance and farm ma- 
chinery needs. He also invited 
them to visit Stampfer’s large new 
farm and home store when look- 
ing for appliances. 

Working full time, Mr. Torberg 
completed the survey in about 
three-and-a-half months. From 
the survey, Mr. Strait and Mr. 
Torberg estimated that farmers in 
the area were going to buy be- 
tween $775,000 and $1,000,000 
worth of hardware, appliances and 
farm machinery in the immediate 
future. 


Scarce Goods Channeled 


As scarce goods came in, Stamp- 
fer’s was able to channel a large 
portion of them to prospects ob- 
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tained from the survey. And as 
the postwar era progressed these 
farmers’ needs also increased, as 
purchasing power continued in 
the area. 

Many of those 400 farmers came 
to visit and to buy at the Stampfer 
store as a result of the survey and 
are continuing to buy hardware, 
appliances and farm machinery as 
their needs arise. Mr. Strait feels 
that the initial trade survey did 
« great deal to win the farmer in- 
terest, compile a true picture of 
their needs and aid the store in 
slanting its purchasing, advertis- 
ing and general merchandising 
and servicing program along these 
lines. 


A Unique Institution 


Stampfer’s Farm & Home Store 
is a unique institution. It was 
opened in 1945 in a large five- 
story factory building on a sec- 
ondary street, one block distant 
from Dubuque’s main business 
thoroughfare, by Thos. Stampfer. 
who also owns a large department 
store. Messrs. Stampfer and 
Strait conceived the idea of a large 
home and farm store on a street 
where farmers could easily park. 
a roomy store where farm hard- 
ware, appliances, farm machinery. 
electrical goods could be dis- 
played. and service departments 
located. 


Unusual Services 


They believed that there was 
room for such a store in Dubuque, 
with its population of 43,000, and 
that farmers would like to patron- 
ize such a store. Annual sales 
mounting steadily until they now 
reach the $1,000,000 mark, indi- 
cate that this store is fulfilling vital 
merchandise and service needs in 
this area. 

Bulletin boards for the free list- 
ing of farmers’ “For Sale” items, 
a rest nook for customers, includ- 
ing free local telephone service, 
farm shows and lectures, movies. 
talks by agricultural experts, a 
farm machinery repair depart- 
ment, appliance repair section are 
among the features of this estab- 
lishment. And they combine to 
bring in customers. 
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STEEL WOOL PRODUCTS 


Millions of miles of long, strong strands of precision cut steel wool roll 
out of our factory every year. These are made into Sun Ray Products, 
a few of which are shown here. These products are uniform, efficient 
and high quality. They are the choice of fine craftsmen and good house- 
keepers everywhere. 


Sun Ray Layer Built Pads are 
so constructed that every square 
inch can be used, When one surface has 
been used, fold back the layer and you've got 
a fresh new surface, again and again. 















An unsurpassed line of Sun Ray Steel Wool makes it easy 
to pick the right grade—from superfine to extra coarse. 
But whatever grade is chosen there is only one quality— 
the highest. 


Sun Ray Woolers are standard accessories 
for disc type floor machines which keep 
floors clean, beautiful and safe in many 
thousands of buildings. The exclusive 
radial strands work faster—and better. 








_Jex steel-fibre cleaning and scour- 
ing pads are known to millions as ae . 
speedy, handy kitchen servants, a ot Vy “ye 
They are so economical they an ee YW 6 
can be “used a day and then 


thrown away.” 


» eRe 


MAIL 
TODAY! 


The Williams Company, London, Ohio 


Please send me, without any obligation, complete infor- 
mation on Sun Ray Steel Wool Products. 





NAME — 


Fill out and mail in this 
coupon for complete in- 
formation on Sun Ray 
Products. 


COMPANY ee 


CITY AND STATE er ———— 








Ss 


William Hobday with 

some used equipment 

items which are offered 
by the store. 


oO O 


Wabasha Turns Cold Canvass 
Prospects Into Customers 


Firm has also solved the problem of used 
equipment by finding customers for items 


1. the time arrived 


to cold-canvass for appliance pros- 
pects on some items which can now 
be obtained by the hardware dealer 
in certain localities? 

William Hobday and Raymond 
Kurzeka, owners of Wabasha 
Hardware, Wabasha, Minn. (popu- 
lation 1975), are not worrying 
about this question. When they 
bought their hardware store sev- 
eral years ago, they initiated a 
policy of visiting prospects and 
customers regularly on the theory 
that people in the area, especially 
farmers, have such a wide variety 
of needs that mention of merchan- 
dise in stock usually brings a 
sale or two of some sort. 

Another idea is that early visit- 


; f Ray Kurzeka looks at one of the guns the firm is offering 
ing of prospects pays off better in for sale on a commission basis for one of its customers. 
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MANNING BOWMAN ANNOUNCES A COMPLETE 
LINE OF HANDSOME, QUALITY HEATING PADS 





Manning Bowman now offers you the fin- 
est line of heating pads—one you'll warm 
up to fast! And so will your customers. 
Yes, and these quality heating pads offer 
seven big advantages: 


f. Now there’s a Manning-Bowman quality 
heating pad—priced right—for every use, for 
every customer. 


2. You can assure customers that only the 
best materials and finest workmanship go into 
these heating pads. Manning Bowman qual- 
ity craftsmanship has been known since 1857. 


& al Manning-Bowman heating pad covers 


are handsomely designed and are easily re- 
movable for cleaning. 


4. Manning-Bowman heating pads range 
from 3-speed heats to 3 specific heats, from 
moistureproof to waterproof. All are thermo- 
statically controlled; all carry the Under- 
writers’ Laboratories approval. 


5. On the long, 8-foot cord of Manning- 
Bowman heating pads there’s a handy thumb 
switch that can easily be clicked to low, me- 
dium, high or off positions even in the dark. 


6. Manning-Bowman heating pads are flex- 
ible—easy to wrap around arms and legs. 
They’re perfect bed warmers, too—and swell 


for taking chilly dampness frem bedding. 
A Packages are attractive, eye-catching. 
Covers are colorful and in good taste. There’s 
a Manning-Bowman heating pad to fit every 
pocketbook, every purpose, every decorative 
plan. 

In heating pads as in other things, 
“Manning Bowman Means Best.” In fact, 
during all our years of making heating 
pads, we’ve never had a single complaint 
about them! Better phone your distribu- 
tor and stock up on this new Manning- 
Bowman heating pad line. You'll have the 
highest quality line in town! 


Manning Bowman Means Best 


Master Craftsmanship in Quality Home Conveniences Since 1857 


Manning, Bowman & Co., Meriden, Connecticut * In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Oni. 
THE LINE THAT'S ALWAYS IN DEMAND 


HARDWARE AGE, SEPTEMBER 23, 1948 


153 








LaBelle 


DOORKNOB LOCK 





FOR NEW BUILDING 
OR REMODELING... 
HOUSE DOORS, 
FRUIT CELLARS, 
CABINETS 


T.. COMPACT, streamlined door 


fitting combines doorknob and lock . 
ends the need for large lockplates 
and old-fashioned keyholes. A small 
key operates the tumbler cylinder lock 

in the outer knob, which spins freely 
when locked. Jt can’t be jammed 

or sprung, because it doesn't re- 
sist force. The inner knob opens the 

door at any time, prevents acci- 
dentally locking people in rooms or 
buildings. 


Sell the LaBelle Doorknob Lock, ideal 
for schools, public buildings, gov- 
ernment projects .. . and you sell 

security, convenience, modern styling, 

ease of installation—high quality 
at low price. See your jobber or 
write direct. 


LaBelle 


INDUSTRIES, Inc. 


OCONOMOWOC, 





WISCONSIN 
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future sales than visits at a time 
when the farmer may be plagued 
by too many salesmen. 

Messrs. Hobday and Kurzeka 
and one service man, who handles 
appliance installations and bottled 
gas deliveries and service, have 
really built an excellent appliance 
business during the last few years. 
despite scarcities of merchandise. 
They have also enabled many cus- 
tomers to get maximum prices for 
used appliances and other mer- 
chandise as well. 

Mr. Kurzeka takes one full day 
per week at least to make cold can- 
vass calls. This means more than 
20 calls per month. In addition. 
he sometimes takes an extra half 
day, and is able to make five calls 
per day, or two to three calls per 
half day. He states that farmers 
are generally glad to see him, even 
if they do not know him. They 
have many appliance needs and 
are always seeking information 
on these articles. 

The store’s service man and Mr. 
Kurzeka recently tried out an ex- 
cellent promotion idea with port- 
able, electric water heaters selling 
for $82.50. 

They picked out three farmers 
in widely separated areas and took 
the heaters with them. They asked 
the prospects if they would permit 
them to install the electric heaters 
in their milkhouses for one week. 
as the firm wanted to discover 
whether performance was as good 
as the manufacturer claimed. This 
involved no obligation on the part 
of the farmer. 


The farmers were very glad to 
comply. A week later when Mr. 
Kurzeka and his serviceman came 
back to announce that they were 
calling for the heater, the first 
farmer literally said, “Try to take 
that heater out of here and I'll hit 
you over the head with this barn 
broom. My wife likes the heater 
and so do I. It’s wonderful to 
have hot water like that for wash- 
ing dairy utensils.” 

All three units were sold to the 
original demonstratees and the 
firm is planning to continue this 
campaign on water heaters. The 
item sold is a plug-in type and can 
be filled from any water faucet or 
by pail from a pump. 

Almost the same story is hap- 
pening on farm freezers. When 
the members of the store staff call 
on farmers, they always mention 
farm freezers and what they will 
do. Farmers are interested in them 
and frequently make special trips 
to the Wabasha store to look at 
models in stock. 


It Sells Appliancs 


“We are continuing this method 
of calling on the trade,” says Mr. 
Kurzeka, “for we have found it is 
one of the best ways to sell appli- 
ances. Our service man delivers 
bottled gas to 155 accounts in the 
area and makes many valuable 
contacts. We visit other farmers 
on a cold canvass basis, because 
we know the more fresh and re- 
cent contacts we have the more 
sales we'll make.” 





The firm's service man shows a plug-in, milk house water heater of 
the type he sells to farmers by offering them trial demonstrations. 
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The firm also has developed an 
effective method of handling the 
used merchandise, or trade-in 
problem, which is becoming more 
pronounced in some localities. 

Appliance and other prospects 
in Wabasha and vicinity, who 
have merchandise to trade on new 
articles, usually feel that such stock 
is worth more than it would bring 
in the open market. Messrs. Hob- 
day and Kurzeka accordingly tell 
the customer that to guarantee him 
the highest possible price on his 
merchandise they will allow him 
to display it in their store and if 
buyers appear they'll act as his 
agent in selling it on the following 
basis: 


How They Are Sold 


Appliances and other large 
items: 25 per cent sales and dis- 
play commission. Guns—15 per 
cent on sales up to $10; 20 per 
cent on sales $10 to $30; 25 per 
cent on sales $30 and up. 

In the present state of the mar- 
ket for such items, this policy is 
working very satisfactorily, says 
Mr. Kurzeka. It relieves the firm 
of the necessity of tying up capi- 
tal in used merchandise and, at 
the same time, affords the owner 
a chance to get the maximum 
price for his appliance or gun, less 
sales commission. 

The firm will continue this plan 
as long as it seems to meet the 
needs of customers. If the local 
used merchandise market becomes 
glutted, then it’s time to change, 
believe the store owners. 

Some of the customers’ used 
merchandise, such as washing ma- 
chines, cream separators and the 
like, is displayed in one part of 
the store together with new mer- 
chandise. Thus, if the prospect 
does not want to buy the used 
merchandise shown, he can often 
be switched to the new item near- 
by if the salesperson is alert. 

Of course, if the farmer who 
wants to buy a new washing ma- 
chine has an old one to trade, and 
does not want the privilege of dis- 
playing it in the store, he can 
trade it to the firm for the price 
it offers. The same applies to any 
other appliance he may desire to 
trade-in. 
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Naturally, we prefer to have purchasing agents, engineers and 
hardwaremen pronounce TRIPLEX correctly. But—we'll gladly 
skip the pronunciation if they'll just remember that TRIPLEX 
means TOUGHNESS, when they're in need of threaded fasten- 


ers that ‘‘can take it.” 


TRIPLEX threaded fasteners are shipped all over the world, and 
provide rugged, dependable holding power on all types of 
mechanized equipment. So, whether you call it Trip-lex, Triple-X 
or Tri-plex—just remember to call for TRIPLEX for TOUGHNESS. 


If you don't have the complete TRIPLEX catalog, better write 
for it today. 


THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue e Cleveland 5, Ohio 


AND SET SCREWS 
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Harness Shop a Fine Developer 
Of Rural Business 


7 


A HARNESS and 


leather goods shop on the second 
floor of the Soo Hardware, Sault 
Ste. Marie, Mich., brings in the 
rural and sporting goods trade 
from a wide area and is an im- 
portant part of the firm’s hard- 
ware trade. 


The Man in Charge 


In charge of the shop is veteran 
Harry “Mac” Mchinstry. age 80. 
who joined the Soo Hardware in 
1913, and who can put in a 
mighty good day’s work a: his age 
and is proud of it. 

Mr. McKinstry says that he 
learned the trade in Bradford. On- 
tario, in 1882. He came to Sault 
Ste. Marie in 1894 and has been 
a harnessmaker in that city of 
16,000 ever since. For 35 vears 
he has been in charge of the Soo 
Hardware leather shop. 


Leather goods shop of the Soo Hardware is 
in charge of expert craftsman and brings in 
steady trade throughout the entire year 


Although “Mac” calls his trade 
“pretty much of a lost art,” he 
says that there will always be some 


work to do. But he adds that 
even mechanization has helped the 
hardware shop's leather depart- 
ment somewhat for farmers from 
considerable distances now send 
their harnesses in for repair, 
whereas years ago farmers took 
harnesses for repair to the nearest 
harnessmaker by wagon. Now 
harnesses are shipped great dis- 
tances to good craftsmen. 


Wide Variety of Work 


A wide variety of leather work 
is done at this harness and leather 
shop. For example. he can make 
complete collars and harnesses 
when need be. Many smaller por- 


tions of harnesses and _ halter 
straps are turned out on order at 
this shop, some for customers of 
many year's standing. 


Steady Demand 


In addition he repairs trunks. 
suitcases, makes dog harnesses 
and snowshoe straps of four varie- 
iies. Sault Ste. Marie is in the 
heart of a fine tourist area and 
trapping section. Winter sports 
and trapping mean a considerable 
demand for snowshoes and straps. 

Mr. McKinstry says that it takes 
him about three days to make a 
complete harness, but he can make 
a collar in about four hours. Prac- 
tically all farmers and other old- 
timers within 50 miles of Sault 
Ste. Marie know “Mac” Kinstry 


Harry McKinstry shown in the shop he has operated for 35 years. 
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G-E WELDERS 








Here’s another G-E ‘‘first’’! 
A “packaged” heating cable 
set that’s easy to handle, 
profitable to scll. You can 


put this compact, merchan- 


protect water pipes, caves, 
gutters, downspouts, anil 
how to from 
walks and driveways with 


melt -snow 





G-E MOTOR CONTROLS this easy-to-use, inexpen- 


disable unit on your coun- 
ter where every home- 
owner, farmer, grower, and 
small businessman can see 


sive heating cable. There's 
a handy instruction book in 
every package. 

G-E heating cable comes 


it—and buy it. 
But you've got to sell 
them nou 


in 60-foot lengths, can be 
plugged into any 110-volt 
outlet. Suggested retail price, $10.75. With 
every carton of four sects you receive a dis- 
play, 25 leaflets, and a newspaper ad, 





G-E TIME SWITCHE ese 
. before the freezing scason sets in. 


So remind your customers of last winter's big 


* freeze-ups today. Then, show them how to 


G-E heating cable sets are backed by these sales-producing promotion pieces. 





G-E MOTORS 













Colorful display Newspaper ad m eo ents tilled. leaflets .. 0. eacaesaccnces 


G-E FLOODLIGHTS 





General Electric Company 
Section C667-9, Apparatus Dept. 
Schenectady 5, N. Y. 


1 want to make heating cable a fast-moving 
profit item. Please give me the names and 











| addresses of G-E distributors nearest me. 
G-E STOCK TANK DE-ICERS 
G-E HEATERS - 
G-E STOCK WATERERS | =e — 
| Address - _ 
GENERAL ELECTRIC | en iiinticinossiia 
i 


157 


HARDWARE AGE, SEPTEMBER 23, 1948 








and like to drop in and chat with 
him about “old times.” 

This veteran harnessmaker re- 
calls that in 1898 he made 60 
harnesses for dog teams that took 
an expedition from the Soo to the 
Alaskan Klondike during the gold 
rush to that territory. Sheepskin 
bags were also made for the group 
by Mr. McKinstry. 


As originally made, these bags 


“ Suburban Store Turns Its Stock Five 


plete and separate wallpaper de- 
partment is planned for the near 
future. 

The model builders’ department 


were two sheepskins wide with 
only one end open. The Klondike 
men found that the bag got wet 
inside from body perspiration, so 
they slit one long side and 
it was very satisfactory after that. 


Materials Used 
Mr. McKinstry says that he 


uses only western steer hides in 
his work, because the animals are 





(Continued from page 124) 


mas season. This not only at- 
tracted attention to the store, but 
resulted in a number of sales of 
complete railroad kits both before 





Imitation brick siding poper is used for the backround 
of these three effective displays of fireplace equipment. 


has likewise proven a profitable 
venture, since many of the cus- 
tomers are skilled home mechanics 
and also model builders. This 
must be a personal service depart- 
ment and must be operated by 
one who is familiar with the field, 
they emphasize. This is taken 
care of by G. W. McVicar an en- 
thusiastic model railroader. An 
effective display is an H.O. gage 
railroad lay-out which he built for 
that purpose which is displayed in 
a glass-enclosed counter. An even 
larger model railroad lay-out 
which he built last year, was placed 
in the front window for the Christ- 
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on the range for two or three 
years. Their hide develops well 
in vigorous weather. 

People in the area who have a 
leather item which needs repair- 
ing always think of Mr. McKinstry 
and the leather shop at the Soo 
Hardware, for the chances are that 
a first class job can be turned out 
there on almost every leather 
order. 


Times 


Christmas and during the two nor- 
mally slow months of January and 
February which followed. ~ 

Since most of the homes in their 
trading area are occupied by 
younger couples with children, a 
baby gift counter is maintained 
year round, primarily for the traf- 
fic which it brings into the store. 
An extensive stock of toys is car- 
ried during Christmas. 

One type of normally seasonal 
merchandise which has been con- 
verted to a year ’round department 
by more effective method of dis- 
play, has been fireplace acces- 
sories. One lower section of wall 
shelving was used for this, and 
three complete fireplace settings 
were arranged as they would ap- 
pear in the home. 

Since there is no effective news- 
paper coverage of their area, direct 
mail rather than newspaper adver- 
tising is occasionally used. The 
individually designed direct mail 
piece shown here, circulated for 
ther anpiversary sale last sum- 
mer, is typical. 





| YF MevVicAR p+ Oe 4 8507 35th AVENUE N. E 





ql 


We are congratulating ourselves on many friends we have made sihce 
opening our store. One year ago this month we came into this community, 
believing that by maintaining store hours that would best suit your con 
venience and an assortment of merchandise at the most reasonable prices 
for these times, we could earn the right to grow with the district. Through 
your friendly patronage we believe that these aims have been accomplished. 
As our “thank you,” we want you to know that the 


WEEK OF JULY 21st. THROUGH JULY 28th WILL FIND 





EVERY ITEM IN OUR STOCK REDUCED BY 10% 








Bring this card with you. It will entitle you to participate in our “Thank You 
Week.” 


Sincerely. 


T. D. W. McVICAR, 
GRANT McVICAR. 








This mailing card was used successfully for the firm's 
first anniversary sale which was an event last summer. 
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AGEL, 


New, improved marbled grey plastic handles 
New palm rest, arrow shaped, in polished chrome 
Vv New, heavier chrome and polished throughout 
New, improved luster on the alumilite housings 
y New, improved famous Langley Anti- Inertia Spool 
~ 


New, improved level wind shaft designed for 
peak efficiency with modern lines 


Now - new improved styling and performance 
makes these Langley casting reels greater than 
ever before - with greater sales appeal for 
greater profits for you. Langley always has been 
the leader in developing, improving and field 
testing reels so that fishermen can catch more 
fish ... and have more fun doing it. Ask 
your jobber now for information on these new 
and improved Langley reels. 
+ TRADE MARK 


For Information Contact Your 


Local Jobber or Write Direct to 


LANGLEY CORPORATION, 660 SECOND AVE., 
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Streamlite 
$12.50 
Fair Traded 






Lurecast 
$15 
Fair Traded 














Target 
$12.50 
Fair Traded 


1. Quicker take-away 
of the lure -no drag! 


2. Instant stop when 
the lure strikes the 
water - no back lash! 


- 
THE HEART xo 


3. Perfect casts every YOUR REEL 
time with /ight or 


heavy lures! 


SAN DIEGO 1, CALIFORNIA 
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A closeup of the sidewall showing the variation in the height of displays. 





Remodeled Housewares and Gift 
Section a Feminine Mecca 


a good business to 
display housewares and gifts of 
distinction in a department which 
harmonizes with the quality of the 
merchandise. 

This business rule has been 
proved at Skandia Hardware Co. 
of Rockford, Ill., a city of 90,000. 
Several years ago the left side of 
the store, and the basement area 
were remodeled with very satis- 
factory increases in volume fol- 
lowing. G. W. Peters, president 
and manager, and the other offi- 
cers of the company, accordingly 
decided to modernize the large 
housewares and gift department. 
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occupying the right side of the 
store. 

As a result of this latest mod- 
ernization, completed about a year 
ago, the firm has increased its 
sales and traffic on housewares 
and gifts considerably. Officers of 
the firm are satisfied with the gain 
which has been made and are very 
pleased with the large amount of 
merchandise which can now be 
displayed with the new fixtures. 

Women who step into this de- 
partment. measuring about 20 ft. 


in width’and 75 ft. in length, and 
connected with the remainder of 
the store by two arched doorways, 
are impressed with the new fix- 
tures, color scheme and the mer- 
chandise. 

The light-colored wall fixtures, 
for example, have varying heights 
and patterns. This break in the 
long wall section is decidedly at- 
tractive and attracts more atten- 
tion to the gifts on display. 

The front of the department has 
three center aisle tables which have 


Departmental modernization, attractive fixtures 
and merchandise have resulted in large growth 
in feminine business for Skandia Hardware Co. 
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"DUMPS WATER 
LIKE MAGC!" 







NOW Is the Time! 


Now that outdoor work is tapering off, folks have 





more time to shop, ¢o buy—and one item high on 






the list of many home and farm owners is the 
Robbins & Myers Shallow Well Pump. They’ve 
seen it, heard about it, or read the ads. But even 








if you start from scratch, it’s a selling job you'll like. 







VIRTUALLY SELLS ON SIGHT 


Seldom has any new product aroused such curi- 





osity—or won such quick acclaim. This pump has 









everything— performance, appearance, small size. 






And it does everything a good pump should. One 






particular “plus” that owners like especially is 






the servicing time it saves. 










DOES A JOB FOR USERS—AND FOR YOU 


Modern Robbins & Myers functional design has 





changed the pumping picture, with a unit that’s 






quiet, compact, self-priming, delivers positive 






pressure, never needs oiling or greasing, and 







lasts indefinitely, ever when pumping sand and 


RABLE + SAFE. For home water service, this rotor-stator pump- silt. Sizes: 250 to 800 gallons per hour. Tank 


hg principle assures remarkably long life, while its utter sim- optional. Thousands already in use. Prompt 
of licity permits compact arrangement and full enclosure, with 










deliveries. Clean sales. Sure profits. Act now. 


's, t a single moving part—the rotor. 
x- There are no pistons or valves (except built-in check valve); Am 
7. 0 gears or belts; no reciprocating motion. The motor is lubri- (s : 






ted for life. Only one pipe goes into ground—and this pipe 
s no foot valve. 


) OTHER PUMP LIKE THIS. The capable Robbins & Myers Shal- Ses maase Gan 80 poem, Relates & yen Pea 














ts ons ‘ with the very same “progressing-cavity”’ action that is 
ne al we Pomp, with its R & M standard-speed, ball-bearing built into this new domestic unit—have handled indus- 
. otor, is truly a product you'll be proud to sell. No other try’s toughest pumping assignments. 

ump is like it. 
n- 
aS 
ad MAIL THIS COUPON TODAY! 

ROBBINS & MYERS, Inc., Pump Division, Springfield, Ohio 

Q re | ca RB ‘ i] » & A 4 i R s Send full details on R & M Shallow Well Pump to: 

a Ciify. ee LONE ooo SUBIC s wo eeeeee 


1emaQ DISTRIBUTOR O DEALER 












STRIP-SEAL 
SELLS! 





juST PRESS 

INTO PLACE 

wpo0es AND OUT 
Mastic weartner to stop goP* 
or cracks. 


able 
cord stays Pp Keeps ovt 
, cold 





wont harden or 





it. Im 2 
t 
fall out. In pockets sures o wormer 


or cartons. Cost low heolthier home. 


AT HDWE. PAINT & DEPT. STORES 


Sells in cellophane 
led c s and inset. lower 
packets . . 29¢ jek Aanes Ge tens ine 


shelves vases and other light col- 
2 “is Poe mgee 
Sells in cartons ored merchandise are shown with 
(pkg. of 5 packets) $1.35 


very little danger of breakage. This 
arrangement makes available to 
the store additional counter-top- 
oar ae one level display space which is de- 
cidedly valuable. The rounded 
corners of these center aisle dis- 
play units enable traffic to flow 
easily around the counters and 
facilitates the serving of customers. 


Beckons to Housewives 


Housewares and similar items 
are displayed effectively toward 
the rear of this department, as well 
as on the left side. In fact, the 








Here’s a real stopper! Die-cut 
hole accurately shows cus- 
tomers how much heat is lost 
when windows are not tightly 
fitted or sealed with Strip-Seal! 
This attractive counter display 
is available to dealers by requi- 
sition direct from the factory. 
Improve customer service — 


glaze with Mastic-Glaze 
UT-1149 


TREMmCO 





MANUFACTURING CO 
auagae Doe Mellie) 





Another view of the section 








showing some of the smaller gifts. 


housewife who steps into this sec- 
tion usually resolves to come visit 
time and again, because she sees 
so many articles she can use in 
her home. 


The Price Range 


Gifts range in price from 50 
cents to $25 for single items. A 
very popular gift price is about 
$3, reports Mrs. M. Nelson, who 
manages the department. Coffee 
pots. both small and large, are 
fast sellers in this department. 
Rockford has a large German and 
Scandinavian population, who are 
reputedly heavy coffee drinkers. 
The store sells many coffee pots 


(Continued on page 166) 





| Display units have rounded corners and inset shelves for gifts. 
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... says typical dealer of the NEW 













r gifts. 
S$ sec- 
> visit 
> <=> p D D 
nas Dealers agree (and sales prove it!) that the Foy Color Profit Plan has 
everything. More net profit, in dollars as well as percentage. More 
n 50 . Foy turnovers, from 3 to 5 times per year. Lower investment, a third to 
s. A . Se Propui n - one-half — because stock is considerably reduced. Easter selling because 
—_ \ ‘ae Sy Fy M you have a wide range of easily obtained and duplicated colors. You 
who ~s 7 ‘ _ ° . ° 2 ° ° = 
‘offee *, a tat 4 Y can furnish practically any color in any finish, satisfying 95% of color 
are 2 demand. You never have “dead” colors to cut down your net. 
nent. 
| and The Foy Color Profit Plan is a masterpiece of simplicity — 120 smart 
, as modern colors made instantly from white and six popular shades by 
kers. 
pots 


no extra containers, no guess work, no mess, no lost time. 


ED‘ ‘using little color capsules. Same colors can be matched quickly in 

e enamel, modified gloss, flat and even house paint. No measuring, 

vy i t ti Handle 
customers as fast as they come in! 


} | \ 
5 grt Shits: Never have paint dealers been so enthusiastic. Write us for actual 
o\ S\ 


proof from dealers of greater profits with the Foy Color Profit Plan. 


A FEW FRANCHISES NOW AVAILABLE 


4 for high-caliber dealers in Ohio, Indiana, Illinois, Ken- 
= tucky, Tennessee, Pennsylvania, West Virginia, Alabama and 
Georgia. SEND TODAY for further details. Use conven- 
2 ient COUPON BELOW. 


Foy Paint Company, Dept. A 
1776 Mentor Ave., Cincinnati 12, Ohio 


Tes, I’m interested in a no-obligation explanation of the Foy Paint 
Profit Plan. Get complete details to me at once. 























NAME 
STORE S 
ADDRESS ae 
* Name on request CITY : ZONE — STATE 
948 oh ae 
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The Ad-Viser 


How to Make a Small Budget Do a Big Job 


Timing of advertisements, preferred positions, inexpensive 
direct mail, use of spectacular outdoor advertising and 
well-timed radio spots make appropriations go a long way 


cd. of the most vital 


problems confronting the average 
hardware merchant is how to ob- 
tain an effective promotional job 
with a limited budget. For him, 
very often, advertising becomes a 
burden too great to carry. With 
present high costs of production 
and space, he discovers that only 
by lopping off some of his hard 
earned income, can he appropriate 
enough money to make even a 
small dent in the field. 
Nevertheless, modern merchan- 
dising cannot exist without adver- 
This means one of two 
Either he cuts down 


lising. 
alternatives. 
on his “promoting” and must 
suffer the consequent boss or he is 
required to spend more than he 
feels he can afford. 

However. he is not really 
stopped at this point. It has been 
proven that with smart direction a 
small advertising budget can do a 
man-sized job. Naturally, a care- 
ful plan is required. 
chant must work with a 
budget. He must choose the cor- 
rect media. He must promote at 
propitious times. 


The mer- 
rigid 


Get Most for Least 


How can your small budget do 
a bigger job? Here is a question 
worth considering for its answer 
may solve your problem. It must 
be remembered here that actually. 
nothing can adequately substitute 
for an unlimited amount of cash 
to throw into promotion. This. 
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however. is seldom the Tot of the 
hardware man or any other small 
retailer. Instead, he must work 
with whatever cash is available 
even in lush years. This means 
that careful planning is required 
to get full benefits or to really 
“milk the budget dry.” He must. 
in other words. get the most for 
the least. 

Let us consider, therefore, some 
of the ways which can be utilized 


small budget 


to make a seem 
much larger. 
How to Do It 


1. Time 


carefully. 


your newspaper ads 
Intelligent scheduling 
concentrates advertising expendi- 
tures to the very best advantage. 
Plan your advertising so that the 
greatest power pulls at seasonal 


peaks. That means that maxi- 
mum advertising linage must be 


bunched in seasons with mini- 
mum ads used all other times. For 
example, some hardware dealers 
have a breakdown something like 
this: 

40 per cent of advertising for 
the Christmas season. 

30 per cent broken into various 
items for their own seasons (ex- 
ample: 10 per cent for gardening 
tools during the gardening sea- 
son). 

10 per cent for other “gift” 
holidays such as Mother’s and 
Fathers Days. 


ee EE 


Part 29 


By IRVING SETTEL 
Advertising Manager, 
Concora's Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


20 per cent for in-between sea- 
sons. 

Naturally, the variation is in- 
finite depending upon the indi- 
vidual problems of the hardware 
man. 
be achieved so that money can be 


However. a pattern should 
] 


channelized in the most effective 
way. 

Allocating your budget has nu- 
merous other advantages. For ex- 
ample, with this system, a greater 
amount of space can be purchased 
during seasonal business peaks. 
Your ads should be timed with the 
buying habits of your customers. 
In this way, a small budget can 
make a impression with 
large ads just at the time when 


people are “looking” for specific, 


great 


hardware items. 


Preferred Position 


2. Try to obtain preferred news- 
paper position. Even if it costs 
you a little more, better position 
can make a small budget do a 

You can obtain the 
amount of readers if 


bigger job. 
maximum 

your ad is placed in a good posi- 
tion. This of course means that 
smaller space can do and conse- 
quently lower costs will result. If 
you must depend upon ordinary 
“run-of-paper,” you risk fewer 
readers, poor results. 
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3. Turn out inexpensive direct 
mail pieces. Set up a plan of send- 
ing out inexpensive but regular Sell the 
mailing pieces. One hardware man AND 
sends out 3000 postcards every R. 
month. He contends that his costs PRO VE x- 
amount to no more than $60 for 
each mailing. This includes print- | 
ing and postage. For this small 
amount. he covers 3000 homes. | 
reaches 3000 potential customers. | 
puts his name on 3000 lips. Re- 
sults have been terrific. 
° In addition to being inexpen- 
sive. postcards generally convey 
vour message quickly and simply. 
Even the busiest recipient will 
turn the card over and glance at 
its reading matter. If your story | 
is short and well written, it will 
do its job by making an impres- 
y sion upon the reader. 
4, Use spectaculars. A small 
budget will do its job well if it is 
put into large signs or other novel 
forms of outdoor advertising. If 
sel you can get a good intersection 
with plenty of traffic. your sign | 
in- can accomplish a great deal at a 
idi- comparative small cost to you. 
- SCREEN WIRE CLOTH 
uld Radio | 
be 4 Sell the proven brand . . . sell Cortland Brand. On the market since 
ive 5. Use well timed radio spots. | 1873, Cortland Brand wire cloth brings you responsible manufacturing, 
With the use of frequent one min- | dependable service, and customer good-will. All grades of steel, 
nu- ute or 22-second spots your mes- | — qlyminum, and bronze-wire cloth are made by Wickwire to full compli- 
ex- sage can reach large audiences. It | Qnce with Bureau of Standards’ specifications. 
iter is necessary, however, to acquire | Simplify your source of supply ar there is a Cortland Brand screen 
sed good spots. Try to place your | ee cleth for every use. 
ks. commercials between large. popu- } : i 
the lar network shows or good local Cortland Bronze: Made of special alloy that is absolutely 
rs. programs. You do not have to | rustless and not affected by salt air, acids, or gases. Bright 
‘an buy high priced half hours or | or antique finish; 18 x 14 mesh. 
ith quarter hours and use expensive | Cortland Gray Wick: The all-purpose, popular-grade 
len talent to capture audiences. It is | = screen wire. Doubly protected against corrosion by elec- 
fic often possible to get listeners by | tro-zinc coating and enameling with pigmented varnish. 
“hanging to the tail” of another | “Glare-proofed” finish; 18 x 14 mesh. 
show's popularity. : ; , : 
a ol ee | Cortland Aluminum: Made from Alclad aluminum wire. 
t is wise. too, to see that every . . . . . : 
' ae ue 5 eateliiee f Light in weight — approximately one third the weight of 
commercial carries a comple : , 
= mena, Get cack ein ts Clee. | steel wire cloth. Cannot rust or stain; 18x 14 mesh. Packed 
sts Try to make each one do a real _| 100-foot linear rolls; standard widths from 24” to 48”. 
on selling job. In this way. your | 
a radio advertising, kept to a mini- | 
he mum, with a small budget. will do | 
if the job of twice or three times its | 
si- size. 
vat There is no doubt about it. A LIAN D 
oe small budget can do a man sized 
If job. However, it takes careful Y NEV ee 
ry planning, intelligent handling and 
~ smart budgeting to give the great- 
od tind le Ga WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 
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HANDS THAT KNOW TOOLS 


“They can 


| FEEL 


To the crafstman who knows tools— 
whose hands recognize the “feel” of 
true-balance — whose ears are attuned 
to the ring of carefully tempered steel 
—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!”’ 


To such a person one can’t sell-a V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan square Punches and Chis- 
els, forged from extra refined, 

\ beveled square alloy steel 

— carefully tem- 

pered and indi- 

vidually tested. 


ESTABLISHED 
1869 





Remodeled Housewares and Gift Section 
a Feminine Mecca 


(Continued from page 162) 


holding from 10 to 40 cups, which 
items are used for lodges, club 
and other gatherings. 

The store has from three to five 
women employees seasonably in 
this housewares and gift depart- 
ment, and much emphasis is 
placed upon aiding the customer 
in getting the gift she seeks. Store 
officials know that the pleased gift 
customer will come back many 
times a year to make purchases on 
other occasions and that she will 
also recommend the department to 
her club friends. 

Customers from Rockford and 
the surrounding territory visit this 
housewares and gift department, 
says Mrs. Nelson, because they 
know they can choose from a large 
stock of distinctive, reasonable 


priced items. The store does a 
large volume of dinnerware busi- 
ness, with sets ranging from 
$12.70 for a 32-piece set to $85 
for a 95-piece set. 

Last spring the store put on a 
pressure cooker demonstration in 
the front of the store. Sidewalk 
traffic could also witness the dem- 
onstration and this fact brought 
many women into the store to have 
a closer inspection of the event. 
Twelve pressure cookers were sold 
in one day from this demonstra- 
tion with other sales being regis- 
tered on following days. 

Other officers of the store be- 
sides Mr. Peters are Richard A. 
Peters, vice-president; Arthur L. 
Johnson, secretary. and Uno O)- 
son, treasurer. 





Sporting Goods Rack Beckons to Sportsmen 


USTOMERS who step into the 
store of the Meusel Hardware, 
Charles City, lowa, find a table 
display of sporting goods in the 
front center aisle. On top of it 
they see a display rack on which 
guns and fishing rods are featured. 
The rack is sturdy enough to 
hold quite a number of rods and 
guns without vibrating. It is at- 


tached to the display case and 
does not darken nor hide any of 
the merchandise displayed behind 
it. Placed near the door of the 
store, which is open much of the 
spring, summer and fall, the de- 
partment can easily be seen by 
sports-minded passers-by, many of 
whom turn to look and then come 


in and buy. 


Hunters and fishermen are sure to see this prominently placed 
rack. Having seen it, they investigate and sales often follow. 
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P PRODUCTION 
* means Lower Prices for BETTER PUMPS 





STA-RITE JET PUMP 
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CHARLES A. MASSING, 
who for a good many years has 
been general sales and adver- 
tising manager of the Gris- 
wold Mfg. Co., Erie, Pa., com- 
pleted 50 years with the com- 
pany on Sept. 1. He siarted 
his first job as a drill press 
operator at the age of 15. 
About a year later he was 
promoted to assistant foreman 
and a few months later was 
made timekeeper. While em- 
ployed with Griswold he con- 
tinued his education in night 
school and with borrowed 
books completed courses in 

CHARLES A. MASSING business economics, sales and 

advertising. Later he served 
as paymaster and in 1904 he was made a travelling 
representative, covering 12 states. In 1920 he became 
assistant sales manager and a few years later he was 
advanced to his present position. Mr. Massing developed 
and patented a number of Griswold products. An efficient 
sales force of 12 Erie men, nine of whom are still with 
the firm, was developed by Mr. Massing. For a long 
term of years he was a director of the company and later 
was named secretary, in which capacity he served until 
the firm was sold to its present owners. He is a life elder 
of his local Presbyterian church, a director of the 
Y.M.C.A. and the City Mission. He is a past director of 
the Erie Kiwanis Club and the Erie Advertising and 
Sales Club. He is a Knights Templar and a Mason and 
a member of the Erie Shrine and Grotto clubs. For 
relaxation he chooses hunting, fishing and bowling, and 
he enjoys’ working in the garden and grounds of his 
home. 
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JOSEPH M. McCOR- 
MICK, senior salesman for 
The Bronson & Townsend Co., 
wholesale hardware firm of 
New Haven, Conn., marked 
the completion of 50 years of 
active service in the hardware 
field, on July 15. On that date 
in 1898 he joined the Buck- 
ingham, Clark & Jackson Co., 
New Haven, and continued 
with them and their successor, 
The Buckingham Hardware 
Co. which was bought out and 
taken over by The Bronson & 
Townsend Co. in 1903. He 
soon became one of the top 
salesmen and has represented josepH M. McCORMICK 
the firm ever since in Con- 
necticut and Westchester County, New York. On the 

se aan 
occasion of the anniversary Mr. McCormick was _ pre- 
sented with a suitably engraved watch by Walter W. 
Bronson II, president of the firm, in the presence of the 
sales forces and company executives. 


Go &@ G&G 


BEN GOEHNER, Goeh- % 
ner Hardware, Seward, Nebr... 2 
this year is celebrating his 
50th year in the hardware 
business. He is operating the 
store founded by his father, 
J. F. Goehner, in 1873, and 
which stands in the heart of 
downtown Seward. When he 
was 18 years old, Mr. Goeh- 
ner’s father sent him on a trip 
to Europe, following which he 
entered the hardware business. 
He is very active in his sto 
at the age of 70, being its 
manager. He likes to htnt 
and fish. For many years he 
hunted in Wyoming, Colorado 
and the famous Jackson Hole 
country. As would be expected, his store has a good 
sports department. ’ 





BEN GOEHNER 


J. W. RUPP, who started 
in the hardware trade 60 years 
ago can still be found in his 
hardware store at Seward, 
Nebr., every day, waiting on 
customers. Mr. Rupp, who is 
77, became a partner of his 
first employer after 12 years. 
In 1923; Mr. Rupp took in 
Frank Dunbaugh as a partner 
and the firm became Rupp & 
Co., and has continued under 
that title to this day. Theo- 
dore Rupp, a son, is manager 
of the business at this time. 
Mr. Rupp likes to hunt and 
fish and chat with customers 
who come to the store. 





J. W. RUPP 
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Hardware Dealers Say 


“YOU'VE 
BEEN LEANING 
BACKWARDS" 


Yes sir, we've actually been told 


BLES 
ew by hardware dealers that we've 
been leaning backwards when 


9, 
we talk about the quality of 


Medusa Portland Cement Paint. In spite of 
the fact it’s been on the market for 28 years, 
we've been very careful not to brag too much 
about its superiority. But we're going to lean 
a little forward this once and tell you that 
it’s the finest quality cement paint on the 
market, bar none—the best paint ever devised 
for simultaneously sealing and decorating 
concrete, stucco and masonry surfaces—and it 
should be, for it’s the cement paint made by 
a cement company. 












When you sell Medusa paint, you do so know- 
ing that it will give complete satisfaction—no 
chipping, dusting or peeling, can be used on 
damp surfaces, is inexpensive, mixes with 
water, needs no undercoating, is easy to apply, 
comes in 10 colors, is washable—what more 
can your Customers want in a cement paint? 
You'll find that it sells well . . . that one can 
sells another . . . that our national advertising 


Mail this Coupon NOW! 


eu See eeneeeeeseaneenaaneauaw 
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moves it... it’s a real 


profit maker. 


Its companion, Medusa 
Rubber Base Coating, 
has been devised for 
painting all masonry 
surfaces but particularly 
floors. It is highly abra- 
sion-resisting, easy to — 
apply, really “bounces off” wear, proof 
against water, alkalies and cleaning com- 





pounds. In 7,colors. 

Don’t be satisfied to sell just any paint for 
masonry. Supply these two Medusa products 
and win customers’ approval and more busi- 
ness. Write today for information including 
sales helps. Sell the best—sell Medusa Port- 
land Cement Paint and Medusa Rubber Base 
Coating. There just are no better paints 
for masonry surfaces. 


MEDUSA PRODUCTS DIVISION 
of MEDUSA PORTLAND CEMENT COMPANY 
1019-5 Midland Building Cleveland 15, Ohio 


Gentlemen: Please send us complete information and prices 
on these fast-selling Medusa paints. 


Name 
Address 
City 


ee ks . State 


Also made by Medusa Products Company of Canada, Lid., Paris, Ontarie 
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Maz Bw Dey 


®@ This line of household items 
consists of funnel combinations, 
fruit juicers, shaker sets, sink 


strainers, tumblers, tumbler 


sets, etc. They are uncommonly 
smooth and free from molding 
marks, laminations and defects 
of any kind. Of beautiful, lustrous 
finish, they are also highly dur- 
able. Colors: solid red and white. 
@ They are made only of virgin 
materials and molded with ex- 
treme care. They are backed by 
six years of plastic experience. 
Ask for folder A-l and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET 
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CLEVELAND 4, OHIO 


Steel Supplies to Continue 


Tight in 1949 


Steel quotas to be cut in 
last quarter of this year. 
| Steel pipe tightest item on 


TEEL consumers who think 

that steel supplies will be easier 
to get by the last quarter of this 
year are using rose-colored glasses. 
They won't. And it is becoming 
clear that domestic steel consum- 
ers will find steel even harder to 
get in the first quarter of next year, 
according to The Iron Age, na- 
tional metal-working weekly, a 
Chilton publication with which 
HarpwakE ACE is affiliated. 


Cuts in steel quotas for cus- 
tomers during the last quarter of 
this year are an established fact. 
Further cuts for the first quarter 
of next year are a definite prob- 
ability on the basis of present mar- 
ket factors. 





The Reasons 


Reasons for the tight steel situ- 
_ ation now and of that to come later 
are: (1) Loss of more than 1.6 
million tons of steel because of the 
coal strike, (2) loss of pig iron 
urgently needed by small steel 
firms and foundries, (3) steady 
increase in the number and ton- 
nage of defense orders, (4) cer- 
tainty that Marshall Plan require- 
gnents will hit harder from now on, 
| (5) general and human tendency 
| for voluntary allocations which 
| are increasing to reflect higher ton- 
nages than would be the case if 
this system did not prevail and 
(6) sustained demands from con- 
sumers who were expected to order 
less steel. 

This week (week of Aug. 30) 
steel pipe was the tightest steel 
item on the list. It was harder to 
get and in greater demand than 
steel sheets. Orders for pipe from 
oil companies run well into 1953 
with some companies. That is 
academic. Oil companies want 
steel now. They are clamoring for 
it. Pressure from that industry for 
months to come will be steady, 
heavy and vocal. It will be bol- 


stered by the defense angle of oil 








the list. 


—which without more steel is hard 
to get in the quantities needed. 

But shipbuilding and repair have 
caused a greater demand for 
plates. Demand for steel plates is 
reaching a new high. But since 
plates vie with sheets in getting 
available semi-finished steel, that 
makes the sheet picture tighter, 
too. 


Every Item Tight 


Virtually every item on the steel 
list is a tight product. Alloy steels 
which just a few months ago were 
relatively easy to order are now a 
hot item. There is no longer any 
doubt that researchers, economic 
experts and steel officials are flab- 
bergasted at the continuation of 
heavy steel demand. 

Reports continue that household 
appliances in some cases are not 
moving as fast as a few months 
ago. This may be the case but the 
people who make these things are 
yelling for steel. Furthermore, 
makers of these items such as 
stoves, refrigerators and washing 
machines say that steel deliveries 
are falling behind promises. Field 
reports from appliance manufac- 
turers do not bear out reports that 
their products are suffering set- 
backs in sales volume or demand. 
Take your pick on these opinions 
—but basic steel demand is un- 
changed. 

Warehouses are not faring too 
well on steel supplies. As fast as 
they receive steel it passes out to 
customers. In some cases items 
are sold before they are even re- 
ceived by the warehouse. Users in 
small towns and hamlets through- 
out the country are the forgotten 
people—they say. 

Purchasing agents are getting 
“leary” and weary of the repeated 
reports that steel supplies are to 
become easier. Although they have 
at times pulled in their horns and 
have not ordered so far ahead, 
this may be in for a change. Some 
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PA’s are believing that steel is 
money in the bank and show no 
disposition to stop trying to get all 
the steel they can—whether they 
need it now or not. 

There are some who think that 
defense needs will mushroom late 
this year or early next with the 
result that the domestic user will 
get less and less steel. They are 
taking no chances. 





Sign Tells the Story 
Of Sander Rentals 


Ts is no better promotion 
for floor sander rentals than a 
sign in the store which gets the 
attention of the main stream of 
trafic. This has been the experi- 
ence of the Gainey Hardware Co., 
Sheldon, Iowa. The store has a 
large, neat sign near the wrapping 
counter, with copy which reads: 

“Rental Charges .. . Floor 
Sander $2.50 minimum charge. 75 
cents per hour. Paper 45 cents per 
sheet. 

“Floor Edger . . . $1.50 mini- 
mum charge .. . 50 cents per hour. 
Paper 25 cens per sheet 
Gainey Hardware.” 

People who seen this sign are re- 
minded that sanders and edgers 
can be rented locally. It also re- 
minds them that they should be 
getting at those jobs which need 
sanding. When this is done, there 
follows the sale of paint and other 
painting supplies. 


RENTAL 
CHARGES 





| 
| 
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75% SAVING Si 
INVENTORY COST 


ca IN FHP V-PULLEYS! 


US AN EXCEPTIONAL PROFIT PERCENTAGE 


= =o pe? 





With Worthington QD Jr. V-Pulleys you 
can fill a maximum variety of FHP pulley requirements 
from a stock investment one-quarter as great as you would 
otherwise need. 

Interchangeability of hubs with pulleys permits fitting 
any size from a minimum assortment. 

Less money tied up—less space occupied! 

And there’s business a-plenty to be had with Worthing- 
ton FHP Profit-Maker assortments. 70 million V-belt 
driven machines in homes, shops, stores and farms mean 
tremendous a sales. Get your share with QD 
Jr.—the V-pulley that is ‘““Tight on the Shaft . . . Can’t 
Work Loose . . : Noiseless . . . Trouble-Free . . . Non- 
Wobbling.” 


; oe Sa eee see eecaxz =P, 
Sug @ eB eeHe eee ees we 





With each assortment ‘“Profit-Maker’’ display stand, posters, window banner, 
other sales helps—no extra charge. 
Also: V-belts Similar profit opportunities with Worthington-Goodyear FHP 
V-belts, including display stand and other sales helps. 

Contact your local Worthington distributor and send the coupon for more in- 
formation on the bigger profits with Worthington FHP Profit-Maker assortments. 





ee ee ee ee eee "7 
} | Worthington Pump and Machinery | 
, Corporation 
me Oo RT bh a Pe G TO od MVD Sales Division, Dept. N852 l 
ual ay tie —— | Buffalo, N. Y. | 
OTE Posts FERS | Caeettetmemee | 
MERCHANDISING DIVISION I Moker. | 
fs ; SERED oo oc cccccccccccccgcccocece 
| \The Good Right Wand of Industry | GORE eos occ tovescccesosceces ; 
This sign is a constant reminder . | AGRON. oo ccccveccedecccccsccces | 
to people who have sanding jobs | Be-52 
in prospect, and gets them started. nw w wwe www ew es = = I 
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Highlights of 
Brush Manufacture 


Empire Brush Works, Port Chester, 
N. Y., has designed a plaque, in full 
color, 32 by 38 in., which dramatizes 








the raw materials used in brush manu- 
facture by showing actual samples of 
the fibers and wood against a back- 
ground map of their places of origin. 
Includes information on eight different 
nations. Reproductions will be made for 
general use in point-of-sale merchan- 


dising. 





Bob Float Valves 


Robert Mfg. Co., 4004 W. Jefferson 
Blvd., Los Angeles 16, Cal. has de- 
signed two positive-action Bob Float 
valves which are said to maintain any 
desired water level in evaporative cool- 
ers. Valves are precision-machined and 
have a ratcheted actuating lever that 
maintains the water at any level for 
which it is set. Plunger is equipped 
with replaceable soft rubber disk and 
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leather cup-leather. Positive action of 
valves is controlled by the design of the 
rocker arm and plunger assembly. Valve 
that is to be submerged in water is 
tapped for %4 in. pipe thread for a top 
outlet. Threaded inlet on the sub- 
merged and above water valves has both 
a straight and tapered thread permitting 
use of a lock nut on part of thread that 
is straight and standard pipe threaded 
fitting on the tapered portion. Ma- 
chined flange on inlet connection with 
lock nut assures tight wall fit, it is said. 





‘Stop Watch’ 
Counter Display 


Thomas C. Dunham, Inc., Long Island 
City, N. Y., offers a compact, self-service 
counter display carton that promotes 
fast selling of “Stop Watch Enamel.” 
Enamel is claimed to dry in less than 
one hour, dry dust free in 17 minutes. 
Display carton holds 32 four-oz. cans 
in five basic colors. Display occupies 
8 by 10% in. of counter space. 





‘Presto’ Fry-Master 


National Pressure Cooker Co., Eau 
Claire, Wis., is introducing a skillet- 
shaped pressure-cooker that permits 
pressure frying. Fry-Master combines 





the advantages of a heavy skillet and a 
pressure cooker and is primarily de- 
signed for the fast cooking of meat, 
fowl and seafood. It is suitable for 
steaming, braising and other methods of 
pressure cooking. Made of cast simalloy, 
a bright finished aluminum alloy, it has 
a liquid capacity of 4% qts., and a di- 
ameter of 10% in. Auxiliary handle 
makes it easy to lift and clean. Sug- 
gested to retail for $15.95, $16.95 west 
of the Rockies. Claimed to fry chicken 
in about 15 minutes pressure time. 
Broad cooking surface permits cooking 
of conventionally shaped slices of meat 
in a minimum of time without smoke 
that accompanies frying process, says 
maker. Features a vent protector, round 
dish which clips oven vent-pipe and 
overpressure plug on inside of cover to 
prevent food and grease from clogging 
openings. Double-locking lugs, which 
must be turned two notches before the 
cover is released completely provide an 
additional safety feature. 





Armstrong Bulletin 


The Armstrong Co., Chicago 9, IIl., 
has issued a bulletin on Arm-Glaze, an 
elastic compound, for window sash. 
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WHEN YOU SELL PRISCILLA 
WARE, YOU HAVE MORE 
THAN JUST A DEPENDABLE 






Eau ; 
let- 
x LINE OF ALUMINUM WARE 
nes 
* 

ee « IN ADDITION, YOU GET 
a A line that is backed by the 

broadest and simplest guarantee that 

has ever been placed on any line of 
la aluminum cooking utensils. Every 
4 utensil is unconditionally guaranteed © 
“ to give satisfaction — your customer 
oy, is the sole judge. 
1as- 
4 A line of moderately priced alum- 
WA inum cooking utensils that is made 
en according to high quality standards. 
“ Today, as always, quality is a first 
* consideration. 
ys 
. Priscilla Ware will be good for 
a 
to your reputation, and will bring you 
. increased sales and profits. 
he 
in * 
l, Se ee, ee oe, Bee 
in 
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STEARNS LOCK LEVER FAUCET 


No. 50 (illustrated) and the No. 60 
Stearns Self Closing Faucet is posi- 
tively guaranteed to hold all non- 
corrosive liquids, such as petroleum, 
petroleum products, other oils, turpen- 
tine, alcohol, lacquer, etc. Made of 
gray iron, these products serve fully 95 
per cent of all applications for which 
bronze faucets of similar types are 
commonly used and at a much lower 


No. 1795 
STEARNS PISTOL GRIP 
SAW SET 


Adjustable to any saw. Plunger and 
anvil of hardened and tempered steel. 
Unconditional guarantee. Also avail- 
able is No. 1395, which is same as 
above, except operates with fingers 
only. Ready for shipment is the No. 


7 Stearns Jointer and the popular 
Stearns No. 67 Saw Vise. 


GUARANTEED AND PROMPT 
SHIPMENT ASSURED 
Write for further information 
and prices 


MANUFACTURED BY 


EASTERN 
ENGINEERING CO. 


SYRACUSE 6, NEW YORK 
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HAT’S NEW 











Twin-Brush Floor 
Maintenance Machine 


Holt Mfg. Co., Oakland, Cal., has 
developed the HST 12, a silent running, 
versatile twin-brush floor maintenance 
machine. Spread of twin brushes is 12 
in. Unit weighs 16 lbs. Attachments 
available make it possible to wax, steel 
wool, polish, scrub or sand any type of 
floor or floor covering. Special handle 
grips can be attached to chassis after 
removal of handle, turning the unit 
into a handy polisher for automobiles. 
desk tops, walls, etc. Shipping weight, 


20 Ibs. 


Double Jet Blow Torch 


Turner Brass Worl:s, Sycamore, Il. 
has designed a double jet 92-A blow 
torch to give a pencil point flame 
for precision in sweating solder-type 
fittings. Torch provides a flame within 
a flame registering 2300 deg. F. by 
pyrometer reading. Dual valves permit 
selective flame control and quicker, 
more accurate regulation. Idling flame 
keeps the torch fully generated for in- 
stant use. Has a one qt. capacity seam- 
less brass high polished tank; is bottom 
filled. The 95-A has a one pt. capacity, 
both use gasoline. 





"DuaLock' 


Sargent & Co., New Haven, Conn., is 
introducing the DuaLock, a dual lock 
equally suitable for wood or metal doors. 
Lock features self aligning characteris- 
tic that makes it independent of the 
door for proper functioning; simplifica- 
tion of lock mechanism which necessi- 
tates a small cross bore. This permits 
gracefully designed knobs and roses 
proportionate in size; application of a 
new design principle which makes the 
projection of the knobs always sym- 
metrical regardless of the thickness of 
the door through equal adjustment; 
and a universal application of one Jock 
case to doors of any swing or handing. 
DuaLock requires only a 1% in. hole 
in the face of the door. Hole in the 
edge of the door is 1 in. in diameter, 
due to the use of precision parts built 
into a greatly simplified lock design. 





Outside knob is permanently fastened 
to the spindle and the inside knob is 
attached by slipping it over the spindle 
and fastening by a spring actuated re- 
tainer. Any lock or latch can be in- 
stalled on a regular bevel door, a reverse 
bevel door either right or left hand with- 
out changing any parts. DuaLock is 
made in five functions: latch for use on 
doors requiring no locking feature, lock 
for bathroom doors, knob locking device 
on inside furnished with emergency key, 
lock for bedroom doors, outside door 
lock without key for porch doors, with 
a guard bolt for added security, and a 
pin tumbler door lock opened by a key 
from outside, both sides by knobs. 
Latch bolts have full 1% in. throw allow- 
ing for maximum shrinkage of doors. 
Bathroom and bedroom sets have an 
auto release button which releases out- 
side knob when inside knob is turned. 
Working parts are of steel, rust pro- 
tected. Latch bolt and guard bolt heads, 
hubs, locking device are of brass. Lock 
front and strike are of brass or alumi- 
num, treated in a durable satin smooth 
alumilite. Knobs are tulip shape with 
screwless roses of matching size. 
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Moore Display Cabinet 


Moore Push-Pin Co., Philadelphia 44, A GOOD NAME OLIVER IN FASTENERS 
Pa., offers a new counter display pre- 


senting effectively “the pin with the 





M AOOR E™ 


a PUSH LESS HANGERS 


Conn., is 
lual lock 
tal doors. 
aracteris- 
t of the 
mplifica- 
necessi- 
permits 
id roses 
ion of a 
akes the 
ys sym- 
kness of 
istment ; 
one Jock 
handing. 
in. hole handle” and “the hanger with the twist” 
> in the for easier customer recognition. Cabi- | 
iameter, net is compact, measuring 6 by 9 by 
rts built 18%4 in. yet holds 72 packets of vari- 
design. ous sized picture hangers and push 
pins. Cellophane windows in packets 
themselves permit quick and easy iden- 
tification of contents. Display cabinet 
720A is given without charge to deal- 
ers who order merchandise it contains. 
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Mother Goose People 
In Third Dimension 


L. A. Goodman Mfg. Co., 135 W. 
63rd St., Chicago 21, IIl., is introducing 
heavily embossed mother goose _pic- 
tures in multi-colors which give the 
effect of the third dimension. Pictures 
are washable and colorfast. Termed, 
“Plastic Projected Pictures,” a series | 
of six subjects is available. Pictures 
astened are individually boxed and suggested 
cnob is to retail for 39 cents each.. They are 
spindle also available in cellophane-window gift 
ited ~~ cartons of varying sizes, containing two, 
sell four or six assorted subjects. Colorful The two things you need most to get and hold Fasteners 


reverses double-easel display boards are provid- : 
d with- customers—a complete line and highest quality—are pro- 


ock ji . - rm : . . . 
use a PLASTIC PROJECTED PICTURES vided for you in Oliver products. 


e, lock 
device 
cy key, 
e door 
s, with 
and a 
a key 
knobs. 
allow- 
doors. 
ve an 
2s out- 
urned. daan i Gewsarsss 
t pro- 
hoodie, ANEW ART By Laseo 
Lock 
alumi- ed for window and store display. Pic- 
mooth ture back has a “to - - - From - - -” gift 


| 
| 
> with card imprinted. Wall hanger slot is also | 
provided. | South Tenth and Muriel Sts. - Pittsburgh 3, Pa. 
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/ the Fasteners 
that hold 


your Customers! 





Made by one of the country’s oldest and largest manu- 
facturers of bolts, nuts, rivets and other industrial fasteners, 
Oliver products are dependable, well-made and con- 
veniently packaged. 


To insure repeat sales, standardize on OLIVER! 














Stock Magor 


tor volume / 





Popular Magor brand name shov- 
els, scoops and spades give you 
an advantage with customers. 
They know Magor’s reputation for 
quality and ask for these tools 
by name. 


Blades are made of special steel, 
normalized to prevent splitting 
and turning of cutting edges. 


Stock the easy-to-sell Magor 
simplified line for high volume, 
high profit. 


@ 4326 


WHA 











MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 











50 CHURCH ST., NEW YORK 7, N.Y. | 
= 
a 
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T’S NEW 








Schick Electric Shaver 


Schick Inc., Stamford, Conn., is in- 
troducing a new shaver featuring stop- 
start switch, nylon cushionings and ny- 
lon rubbing blocks. Stream-Flo styling 





employs an urea plastic body with non- 
slip ribbing. Motor has one third more 
power and higher efficiency attained by 
a change in the proportion of steel and 
copper in its design. Lines are accentu- 
ated by Stay-On Whisk-Its, constructed 
with a special spring pivoted hinge so 
they remain attached to shaver, which 
catch all beard clippings. High speed 
oil-impregnated bronze bearings on the 
motor shaft furnish smoother stronger 
running. V16 shearing head has been 
improved with a new buffing process. 
Electric shaver cord has special rein- 
forcement at points of wear. Traveling 
case is all metal covered in brown and 
stamped in gold. Ring to hold cord is 
in one-piece plastic for easier handling. 
Single-head shaver features a 3-M shear- 
ing head with an interceptor bar that 
pops up each whisker to be cropped 
clean at the skin line. Schick Super 
and he improved Colonel will fit the 
Schick Shaverest. Super will retail for 
$21, Colonel for $16.50 and the Shave- 
rest for $7.95. 


Sheridan 
Vacuum Cleaner 


Sheridan Vacuum Cleaner Co., Chi- 
cago 40, IIL, offers a unit streamline 
in design, built low to the floor with 
rear tilting feature. Has three position 
handle with rubber handgrip’and con- 
venient switch. Equipped with 20% ft. 
of non-kinking rubber covered cord. 
Snap-on nameplate, easily removed for 
connecting attachments direct to center 
of fan casing. Six-bladed, heavy cast 
aluminum fan, cast aluminum nozzle 
with rubber furniture guard, built in 
spot-light motor driven brush rubber 
mounted cast aluminum handle fork. 


Triple cleaning action renovates the rug 
with sweeping, vibrating action of the 
motor driven brush combined with 
strong suction. Ball-bearing permanently 
lubricated air-cooled universal type 110 
volt AC or DC. Attachments include: 
7 ft. flexible hose, extension wands, 
swiveled nozzle, upholstery brush, dust- 
ing brush, service tool, sprayer, moth 
proofer. 


Well's Window Check 


Well’s Window Check Co., 107 E. 
Center St., Anaheim, Cal. offers a win- 
dow check—a metal roller attached to 
a gooseneck of tempered heat-treated 
spring carbon steel. It is self-adjusting 
to allow for contraction and expansion. 
It is adaptable to any double-hung win- 
dow—says maker. Said to eliminate 
rattle of windows. Finger-tip control 
raises or lowers window. To install cut 
a notch one in sq. in sash. 


Easy Spindrier Washer 

Easy Washing Machine Corp., Syra- 
cuse 1, N. Y., offers a model Spindrier 
employing a new principle in auto- 
matic rinsing, known as the Automatic 
Spin-rinse. Provides a two-way double 
action rinse, a needle-spray in combina- 
tion with the whirling force of the Spin- 
drier basket. Hot water is consumed 
for 30 seconds, then the rinse is finished 
with about 2% minutes. The whirling 
spray of fresh rinse water comes up 
through a hollow cone in the spinner 
basket out through over 1500 holes in 
the cone. Suggested to retail for 
$199.95. To assist dealers in explaining 
the new principle, the company is pro- 
viding a plastic window demonstrator 
model. It is a standard 20SS machine 
with lighted plastic window in both 
the washer and spinner tubs. Enables 
consumer to see the Spiralator washing 
action and the double action Spin-rinse 
at work at the same time. 
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Carleton Turk Hamper f 
Feature for Feature... Dollar for Dollar... 
1e rug 
of the 
° | . . + 
with | In Pressure Canning and Cooking Equipment 
nently 
e 110 
ude: ° 
a 7-Utensils-In-1 
dust STEAM JACKET COOKER 
mee SJ4C—Most revolutionary cooker devel- 
oped in years! Cooks WITH Pressure 
| not IN Pressure! Cover can be lifted to 
test food for doneness, taste it for season- 
ing. BURNPROOF! No draining or boil 
over. No time charts. Does more different 
7" ££. kinds of cooking than any other utensil 
. made. Finest sheet aluminum inset, plate 
win- aluminum body with triple-thick bottom. 
ed to Adjustable pressure control. Burpee Safety 
pated Seal. Heavy aluminum cover has cool-to- 
ine C. K. Turk Corp., 333 N. Michigan the-touch Bakelite knob 
allan Ave, Chicago, IIL, offers a hamper 
ne weighing 3 lbs. designed to fold into 
eeme a package less than 2 in. thick. Ma- | 
aout terial used is wood fiber or cellular | . 
“yom construction and the hamper has a Aristocrat 
levant leather-grain type embossed fin- | 
ish in solid pastel colors, off-white, PR ESSUR E PANS 
peach and blue. Hamper is 22% by Seamless drawn plate aluminum. Straight 
19l4 in. : sides . . . quick-heating triple-thick bottom 
f 5,4 7 - deep. uggested to retail .. . full width opening . . . for finest meat 
: or $2.69. Is easily set up without fasten- cookery. Burpee Safety Seal, bourdon tube 
‘ead ers of any sort. gauge, adjustable pressure control, Bakelite 
lrier handles. 4 qt. capacity. Meat rack and 
as recipe book. 
-— Corbin Screw AR-4—with shallow cover. Holds four pint 
latic or two quart cans. , P 
uble AR-6—with extra tall cover. Holds four 
ae, Selector Card pint or two quart cans, or five pint glass 
wet Corbin Screw Division. The American | jars for small quantity canning. 
ail Hardware Corp., New Britain, Conn., | 
hed offers dealers a Corbin selector card. | jigs aaa ne 
ling When customer asks for screw about 
this long and this thick the card shows 
u = : ‘ . - 
Pe wood screws and stove bolts actual size, 8-QT. STEAM JACKET 
ie helps him to pick out just what he COOKER INSET 
fice needs, and prompts him to buy several SJ8—Th ! 1 of its kind. Fi 
Rina ilies : : ’ : - e only utensil of its kind. Fits 
rend sizes. Dealer saves time—doesn’t have body of Burpee Aristocrat Pressure Can- 
wh to open packages and show samples. ner, converts it into an 8-qt. STEAM 
‘ JACKET Cooker. Unequalled for high 
ator P speed cooking of jams, jellies, preserves, 
‘ine Circulator Type chili sauce, and large-family cooking of 
oth soups, cereals, sauces, and other heat- 
; sensitive foods. Finest sheet aluminum. 
yles Fireplaces Adjustable pressure control. Aluminum 
‘ — ; ; cover with Bakelite knob. Available as an 
ing ; The Majestic Co., Huntington, Ind., accessory to Burpee Canners, or complete 
nse is making improved circulator type fire- with outer body and Safety Seal. 
places. The all-steel prefabricated unit, 
built to scientifically engineered pro- 
portion, embodies a damper, smoke 
” chamber, downdraft shelf, smoke dome P 
and firebox. Said to assure smoke: Aristocrat 
free performance. Maker says the fire- 
t place is adaptable to any type of man- PRESSURE CANNERS 
. tel and is ready to install. Masonry pines Grown gets chesionnn _aenpeses. Patented Sunpee 
: i i . s +3 Safety Seal—famous for absolute safety. Accurate bourdon 
: is built around it. Cool = drawn soi tube precision dial gauge. Adjustable pressure control. 
' at floor level is heated as it circulates | Mirror finish. Cool wood handles. 16-qt. capacity. Racks, 
: inside the unit, and the warm air cooking pans, recipe books. : 
expelled through grilles at top of the Sa 17 pint or 10 quart cans, 9 pint or 7 quart 
mantel. There is a bead across the AR-1525—with extra tall dome cover, holds 25 pint or 15 
front of the unit that serves as a grip- quart cans, 21 pint or 14 quart glass jars. This size exclusive 
per on the insulation which is placed to the Burpee line. 
around the metal unit before the brick DEALERS—FOR INFORMATION WRITE DEPT. 11-9 
is laid. Maker claims with the bead, 
the insulation will not drop or settle. 
the tacalatlon will sot drop or settle. BURPEE CAN SEALER CO., BARRINGTON, ILLINOIS 
warm air openings. | IN CANADA: LETSON & BURPEE, LTD, VANCOUVER, B. C 
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No. 9515 
BOX SIZE 
12% "x5" 








Supplied in Dull Brass Finish Only 


Winning Sales 
Features 





1. Reasonably Priced. 


2. “Long Life’ Construction 
made of heavy gauge solid 
brass. 


3. Beautifully Finished. 
4. Ample in size. 


5. Packed to insure minimum 
handling in Jobbers’ Ware- 
houses. 1 in a box — 4 
boxes in a carton. 











The 
MIAWIVUAS AVIA mR 


GENEVA. OHIO 











WHAT'S NEW 








‘Scandia’ Butt Chisels 
Fuller Tool Co, Inc., New York City, 


presents its new line of “Scandia” 
brand butt chisels. Patterned after 





Swedish imports, each tool has forged 
Vanadium steel blades, perfect temper 
precision ground; sharpened and honed 
edges and are fitted with Fuller’s am- 
ber handles, full size to fit the me- 
chanic’s hand. Each assortment consists 
of 3 “Scandia” chisels, 4%, % and 1 in. 
mounted on a smart blue-and-gold dis- 
play board, plus blue and gold dis- 
play boxes for each chisel. Suggested 
to retail for $5.40. 


Shotgun Booklet 


Remington Arms Co., Bridgeport, 
Conn., has issued a pamphlet entitled, 
“Things About Shotguns Every Sales- 
man Should Know.” The 12 pages 
are cramfull of interesting information 
relative to the shotgun, its manufac- 
ture, nomenclature, care and use. In- 
cluded also are short discussions of 
patterns, recoil, barrel lengths and other 
subjects of kindred nature, as well as 
a table of the flight speeds of game 
birds. 





Stainless Steel 
Stove Pad 


The Metaloid Co., 5815 Kinsman Rd., 
Cleveland 4, Ohio, offers a stainless 
steel stove pad for protection for tops 
of sinks, stoves, tables, etc., against 
mars, scratches and heat discoloration 
caused by kitchenware. Pads are 
backed with an improved type of heavy 
air cell insulation and asbestos to pro- 
vide a firm wear-resistant, heat-resistant 
surface. Metal edges are rolled under 
all around so there are no sharp edges 

| or protruding corners and the asbes- 
tos base is raised sufficiently to pre- 
vent any metal from touching enameled 


stove or table tops. Embossed pattern 
is the result of triple plating. Under 
chrome plate are additional coats of 
nickel and copper. Stainless steel pads 
are available in two popular sizes, 14 
by 17 and 18 by 20 in. 


Lucite Color 
Selector Board 


Plastics Arts, Inc., Providence, R. I., 
is making a color selector display 
board which permits the prospective 
paint and enamel purchaser to select 
and match colors at a glance. Color 
selector consists of a large frame of 
clear “Lucite” on which 16 or more 
small panels are mounted in grooves. 
Each small panel is painted with a 
different color paint or enamel on the 
reverse side. Painted surface being 
on the inside of the panel and mounted 
against the board, the paint samples 
are protected from abrasion, dirt and 
flyspecks. Under each panel a strip 
of black “Lucite” is attached carrying 
the color shade and stock number of 
the sample above. Space is allowed at 
the top for the name and trademark 
of the paint manufacturer. Board can 
be attached to wall, hung from ceiling 
or mounted on counter. 


‘Juice-O-Mat' 


Rival Mfg. Co., Kansas City 1, Mo., 
offers a ball bearing wall-type Juice-O- 
Mat featuring a contoured reamer and 
ball bearing action. This reamer is said 
to fit all citrus fruit, oranges, lemons, 
limes and grapefruit. While one hand 
rests on the fruit and reamer, the other 
turns the handle operating the spiral- 
ling action. Concave strainer filters 
seeds, pulp. Jwenty-two steel ball bear- 
ings are used in the construction of this 
unit. By separating the reamer, concave 
strainer and juicer body, the Juice-O- 
Mat is cleaned by rinsing and drying. 


Lit 
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Has a highly polished aluminum fin- 
ish, red knob and is suggested to retail 
for $4.98. 
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Hotpoint Automatic | 
Electric Range 


Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, IIL, offers an automatic 
electric range with lighted silver-tipped | 
push button unit controls identifying | 




















heats for different cooking operations on | 
range-surface and in the oven. Other 
developments incorporated are rounded 
oven-interior corners, with the heating 
unit sealed in the walls, automatic re- 
set oven timer, four surface units with 
one adjustable for deep-well cooker, 
and a warmer unit with pushbutton 
switch. Range features simplicity and 
ease of operation; faster operation; new 
accuracy in “cooking by color’; great- 
er cooking convenience; and new ap- 
pearance. Also new hardware, tilting 
backsplasher, four Calrod surface units, 
one piece drawn drawers with rolled 
flanges; finger-tip ball-bearing drawers 
with locked stop, hi-speed aluminized 
broiler deflector, smokeless broiler pan 
and rack, replaceable fuses, and glide- 
type levelers. 


'‘Dor-File’ Cleanser Rack 


Dor-File Mfg. Co., Morgan Bldg., 
Portland, Ore., is marketing the Dor- 
File cleanser rack to hold soap pack- 
ages, bottled bleaches and lotions, clean- 
ing agents, etc. Furnished with four 
screws and can be installed easily inside 
cabinets and closets or on wall. Has a | 
rod to hang dishcloth on. Made of | 
polished aluminum 10% in. long, 4 in. 
high, 5 in. deep, suggested to retail for 
$1.49. 
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Plasti 


»«.means sure protection 
of stock for you... factory- 
sharp tools for the user 


From factory to user each GREENLEE 22 
Solid-Center Auger Bit is constantly shielded 
... protected from shipping and handling 
damage, seashore and other humid 
conditions. It’s Plastic-Sealed with a 
heavy protective coating over the entire 
twist, head, round, spurs, and point. 
This eliminates costly stock 
maintenance by you and provides 

you always with “ factory-perfect”’ 

bits for your customers. 





SOLID-CENTER AUGER BITS 


ielel Rese) Ba fas) 13, | 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 





FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels ¢ Cor Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions « Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co.,.1809 Herbert Avenue, Rockford, Illinois, U.S.A. 
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EASY 


‘Latsoe 


CHINA 





For quick, easy price 
marking, use a Blaisdell 
China Marker and write 
directly on even the 
slickest metal, glass, or 
cellophane surfaces. 
These pencils are 
especially made for 
the purpose. Their marks 
are brilliant, legible, and 
permanent... but easy to 
removewithadampcloth. 


@’S0C// CH INA-MA RKING 


The special process by 
which these pencils are 
encased in paper, seals 
in the ingredients, 
poenins oxidation... 

eeps them always fresh 
and ready. 


MADE IN THESE COLORS 


163-T Thin Black  166-T Brown 
164-T White 167-T Light Blue 
165-1 Crimson Red 168-1 Blue 


° 1681/2-T Midnight Blue 
P wa *, 169-1 Red 
=] $ 169Y2-T Vermilion Red 
: Fy 120-T Yellow 
< “Reg. U.S. 172-T Purple 
rng ” wr Pat. Off. 173-T Thick Black 


Order from your dealer or— 


AVats0e7 PENCIL COMPANY 


141 Berkley St., Philadelphia 44,Pa.,Dept. H-84 


NAME —— 
STREET 


CITY, ZONE, STATE 


' 
' 
' 
' 
' 
1 
' 
' 
' 
' 
: Send me sample of No. 
1 
' 
! 
' 
' 
1 
1 
| 
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PRICE MARKING 


MARKERS 





WHAT’S NEW 











Stainless Steel 
Moulding Dispenser 


United Industries, Inc., 321 S. LaSalle 
St., Chicago, IIll., offers an improved 
model of the neat and attractive orig- 





inal stainless steel trim dispenser which 
invites customer inspection of pre-cut 
lengths of eight popular moulding 
shapes with sizes and prices shown. 
Offers a simple stocking method as 
well as quick checking for re-order- 
ing. Merchandiser is finished in red 
and chrome. In the July 29th issue the 
item describing this dispenser illustrat- 
ed the “12 in 1” package of ribbed 
nosing instead of the merchandiser. 


Steel Caulking Gun 


Seal Rite Caulking Co., Inc., 6335 
Lyndon St., Detroit, 21, Mich., offers 
an all steel caulking gun, suggested to 
retail for $2.50. Designed for bulk or 
cartridges of any standard make. Fin- 
ished in cadmium; has 9 in. barrel 
length and is of the ratchet type. Unit 
has a snap-on front cap with nozzle 
attached. Available in individual car- 
tons, packed 12 to master carton. 





Merchandising Panel 


New Britain Machine Co., New 
Britain, Conn., offers stocking and dis- 
play panels for hand tools. Masonite 
panels are striking in appearance, light 
in weight and easy to handle. The triple 
plated, chrome luster of the tools is set 
off against a dark green background. 
White spaces over tool numbers permit 
insertion of price. Five types are avail- 


able for mounting a balanced stock of 
the following tools: 4% in. square drive 
sockets and drive parts, %4 and % in. 
square drive sockets and drive parts. 
box end, open end and combination 
wrenches. Each is packaged as a com- 
plete unit in one shipping container 
with tool stock and kit for making com- 
bination displays with other panels. 
Light weight and handy 1 by 2 in. size 
make such combined displays easy to 
arrange. 





Eureka De Luxe 
Upright Cleaner 


Eureka Williams Corp., Bloomington, 
lll, offers the “De Luxe” upright clean- 
er, suggested to retail for $64.50. This 
cleaner is designed to operate quietly 
and vibration free. Has a powerful air- 
cooled motor and high-suction fan built 
in one unit that provides no radio inter- 
ference. Body is streamlined and is less 
than 6 in. in height. Three-position 
automatic handle adjusts instantly. 
“Disturbulator” double-action brush 
provides efficiency in getting up sur- 
face dirt and imbedded dirt in the pile 
of rugs. Model features a 2 position 
nozzle adjustor which sets nozzle at 
proper height to compensate for tex- 
ture wear. Pocketbook closure dust bag 
permits quick emptying without stirring 
dust. May be equipped with adapter 
so above the floor cleaning tools can be 
used. 


'Mad Money’ Case 


Sunset Sales Corp., 1001 N. Vermont 
Ave., Los Angeles 27, Cal., has designed 
a money case with individual divisions 
to hold 50, 25, 10, five and one cent 
to its 


denominations. Due unique 





shape it is easily located in pocket or 
purse. Choice of attractive colors, solid 
or transparent, in plastic. Suggested 


to retail for $1. 


HARDWARE AGE, SEPTEMBER 23, 1948 











1 stock of 
aare drive 
nd % in. 
ive parts, 
mbination 
as a com- s\Y 
container S$ 
king com- ch 

r panels. <% o 
2 in. size ea 
3 easy to 


mington, 
ht clean- 
50. This 
» quietly 
‘rful air- 
fan built 
lio inter- 
d is less 
-position 
nstantly. 

brush 
up sur- 
the pile 
position 
ozzle at 
for tex- 
lust bag 
stirring 
adapter 
-can be 





‘ermont 
esigned 
ivisions 
ne cent 
unique 


cet or 
solid 
zested 


1948 





Radio mentions over 
44 stations make your 
customers aware of 
MEMCO, the truly 
fine porcelain enam- 
eled utensils with 
ebony black bottoms. 
Radio helps you sell 
more MEMCO. 


\\N 





NATIONAL 
MAGAZINE 


These four great 


reach more than 30 
million women with 
the story of MEMCO 
in big full-column 
ads. Stock beautiful 
MEMCO. National 
magazines help you 
sell it. 


meee national magazines 
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All this — and finest quality too! New titaniu 
enamel — more durable, more serviceable. 


| 
4s yp" huy-word that Se) 


ADVERTISED PORCELAIN Fag ye), 


Handsome, hard- 
selling color displays 
help you tie in with 
advertising,tell a 
story of quality fea- 
tures. Point-of-sale 
helps make sales of 
MEMCO soar. 






THE MOORE ENAMELING & MFG. CO. 










Crisp, compact news- 
paper ads, in mat 
form, ready to run are 
yours for the asking. 
Featuring “‘glass-on- 
steel” advantages they 
show the gem-like 
beauty and help sell 
MEMCO. 
















See this amazing, new 
MEMCO Vacuum Coffee 


DISPLAY OFFICES 
200 Fifth Ave., N. Y. 
1400 Merchandise Mart, Chicage 


WEST LAFAYETTE, O. 











MAKE YOUR STORE 


HANDEE 


HEADQUARTERS 





line of tools and equipment. 





@ HANDEE TOOL OF 1001 USES 


First tool of this kind and today’s 
finest. Weighs 12 oz. Operates at 25,000 
r.p.m. AC or DC. Retails for $20.50 
with 7 accessories. 


@ HANDEE KIT 


IWHAT’S NEW 








| Portable Electric Drill 


Stock this profitable, fast selling, | 
most complete and first quality | 


Portable Electric Tools, Inc., 255-259 
W. 79th St., Chicago 20, IIL, offers a 
lightweight 14 in. high-power portable 
electric drill featuring a pistol grip han- 
dle with Cutler-Hammer trigger switch 





and a Jacobs key-type chuck. Motor has 
been redesigned for increased power; 
is air-cooled and of the universal type 
AC-DC, 110-115 volts. Gear case and 
handle are stain finish die-castings. Mo- 
tor housing seamless aluminum tubing. 
Drill supplied with a 6 ft. rubber cov- 
ered cable. Length of drill 11% in., net 
weight, 3% lbs. Capacity in steel % 


| in., in hardwood, %6 in. 


Handee and 40 popular accessories in 


compact carrying case. Retails fr | Airguide Barometers 


$27.50. 
@ 300 ACCESSORIES 


To grind, drill, polish, engrave, cut, 
carve, sand, saw, etc. A right one for 
every job on metal, alloy, plastic, 
wood, horn, bone, glass, stone, etc. 


@ PLASTIC-CRAFT KIT 


For the newest and most interesting 
hobby— internal carving of plastics—to 
make gem-like jewelry, wall plaques, 
paper weights, buttons, door knobs, etc. 


Mechanics, craftsmen, hobbyists and re- 
pairmen prefer Handee, the result of 50 
years’ experience making better tools and 
small grinding wheels for every purpose. 
National advertising in leading publice- 
tions has created owner satisfaction and 
acceptance for Handee over all other simi- 
lar tools. 


Write for details today of our plan and the 
support we give you to make your store 
Handee Headquarters in your area for 
craft tools and the most complete line of 





accessories, all made in our own factory. | 


CHICAGO WHEEL & MFG. CO. 


Quality Products Since 1895 
1101 W. Monroe St. Dept. HA Chicago 7, Ill. 


Please send your Profit Plan for Dealers HA | 


SO crecicnctisscccaontadactcsservcocscapsonanitediatiaaicactsttadondasiibaeiscch 


Address 
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Fee & Stemwedel, Inc., 2210 Waban- 
sia Ave., Chicago 47, IIL, offers three 
airguide barometers. Deluxe pilot ba- 
rometer is of ships wheel design in 
satin silver and polished mahogany. 
It is 5% in. high, and 5% in. wide. 
Suggested to retail for $13.50. Waverly 
model features a walnut case of classic 
design with weather forecasting dial 
and bezel in contrasting brass, 5 in. 
high and 5% in. wide. Suggested to 
retail for $11. Windsor model, illus- 
trated, harmonizes with leather desk 
accessories. Top grain cow hide case 
is saddle stitched. Dial features figures 
of raised polished brass against a 
white background and black calibra- 
tions. Suggested to retail for $12, this 
type is 434 in. square. 





Sound Side Film 
On Gas Water Heaters 


A new sound slide film on its com- 
plete line of automatic gas water heaters 
has been produced by Duo-Therm Divi- 
sion of Motor Wheel Corp., Lansing, 
Michigan. 

Called “Triple Play,” the new Duo- 
Therm film describes in detail the many 
vantages and emphasizes the modern 
outstanding features of the gas Duo- 
Therms, demonstrates operational ad- 
production, design and research facili- 


ties which stand behind the Duo-Therm 
nameplate. It is a 35mm film with a 
two-side 16-inch recording, and will be 
used primarily by Duo-Therm distrib- 
utors for educational and merchandising 
purposes among dealer groups. 


Mountie Cap Pistol 


Kilgore Mfg. Co., Waterville, Ohio, 
offers Bobcat and Hawkeye 50 shot re- 
peater cap pistols. Fine-line engraving 
action. Stirring names appeal to young- 
sters. Pocket size, both are 4% in. long. 
Bobcat No. 5 has plastic grips, No. 4 
Hawkeye checked metals grips. Feed- 
ing mechanism features 6 pt. star wheel 
geared to mesh with perforations in 
Kilgore No. 150 roll caps. Individually 
packed in two color boxes. Button- 
touch loading. Smooth action and pos- 
itive firing, both fast and slow, says 
maker. 


Improved Dunham Rollers 


Ohio Machine Products Co. has made 
several improvements on its line of Dun- 
ham water weight lawn rollers. New 
models feature self-lubricating Keystone 
Oilite bearings and easily removable 
aluminum pipe drum plugs are de- 
signed to insure water tightness and 
speed filling and emptying. Heavy steel 
drum heads have smoothly welded roller 
faces and rounded edges to avoid dam- 
age to turf, and an adjustable drum 
scraper. Either water or sand filler may 
be used, and the weight of the roller 
adjusted to desired pressure. Line in- 
cludes four models, ranging from 165 
Ibs. water or 245 lbs. sand up to 530 
Ibs. water, 800 lbs. sand. John H. Gra- 
ham & Co, Inc., 105 Duane St., New 
York City, 8, sales agents. 





Adjustable Brackets 


Jiffy Holders Co., Fountain Square 
Bldg., Cincinnati, Ohio., offers an ad- 
justable bracket called Jiffy holders for 
edging strips used by bricklayers in 
setting brick sills, are adjusted and 
clamped in place at each end of the 
strip with thumb screws. One man can 
make all adjustments necessary in a 
few minutes. After sill is laid the hold- 
ers can easily be detached and con- 
veniently packed in the tool kit. 
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‘Hoover Jr.’ 
Upright Cleaner 
The Hoover Co., North Canton, Ohio, 


presents a vacuum cleaner designed for 
small homes and apartments, suggested 
to retail at $59.95. Weighing 13% lb. 
this upright model incorporates the posi- 
tive agitation principle which enables 
the cleaner to tap dirt from carpet or 
rug as it sweeps and cleans by suction. 





Its low height, 65/16 in., permits easy 
cleaning under low furniture. Nozzle, 
10 in. wide, allows unit to be readily 
maneuvered in small areas. Nozzle ad- 
justs automatically for a majority of 
carpets, however for types with extra 
deep pile an adjustment can be made. 
Cleaning tools are attached by a con- 
verter in front of the motor so the 
cleaner can be pulled along as house- 
wife goes about cleaning the floor. Red 
push button at rear of motor permits 
easy foot starting, or stopping. Equipped 
with 19 ft. of cord, insulated with brown 
rubber. Bag is made of special fabric 
claimed to filter dirt filled air so dirt 
can be quickly shaken free. It is at- 
tached at side of cleaner. Above the 
floor cleaning tools include: flexible 
hose, 7 ft. 5 in. long; curved aluminum 
tube; all-purpose brush for upholstered 
furniture and bare floors; crevice tool 
for upholstery corners, and a blower for 
removing dirt and dust. Cleaning tool 
set retails for about $12.50. Cleaner is 
finished in brown wrinkle enamel on 
main casting, glass brown enamel on 
balance of exposed metal parts. Has 
brown rubber non-marking furniture 
guard. 


Columbiana Pump 
Catalog 41 


Loose-leaf constructed catalog so 
pages can be added is offered by Co- 
lumbiana Pump Co., Columbiana, Ohio. 
Also features a repair parts list on the 
back of each page. Each type pump is 
illustrated and described fully. 





SAMSON 


SOLID BRAIDED COTTON 


CORD 








REG. U.S. PAT OFF 


™, 









AT 
HOME 





EN 


Hanging windows, clothes 
line, halters, dog leashes, 
dumb-waiter rope, tying 
trunks, well rope, on over- 
head garage doors, on 
porch and house shades, 
garden line, ad infinitum. 


ABROAD iain, 


Tying canoe on car roof, 
anchoring bundles on 
fenders, tying Christmas 
tree on the bumper, hold 
ing secure the load in the 
trailer, tent rope, boat 
mooring, motor starting 
rope, duffle bag cord, 
etc. 


rove 


us Rentd 
INDUSTRY 


Counterbalancing fire 
doors, bell or whistle 
rope, shade cord, venti- 
lator cord, elevator gate 
cord, in many monvfac- 
tured items. 





Originally made for hanging win- 


dows and commonly called “sash 
cord,” a use in which it dominates, 
Samson Solid Braided Cotton Cord 
has come to be used for so many 
purposes that it is indispensable for 
any home, farm, camp, store, or fac- 
tory. It is firm and smooth, with little 
stretch and lots of wear, does not 
kink or ravel, is easy on the hands, 
and ties and unties readily. Wher- 


ever a smooth, tough, durable cord 


is needed, Samson Cord fills the bill. 


Carry more sizes in stock — sell 
more braided cord — sell SAMSON 


cord. 


SPOT CORD 


REG. U. S. PAT. OFF 





SAMSON ="; CORDS 


All sizes from Ag inch to 1 inch diameter. Special 
kinds for special uses. Send for catalog and samples. 





SAMSON CORDAGE WORKS ° BOSTON 10, MASS. 
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Welcome 


to PLYMOUTH “P-3!” 





GREAT NECK STEPS 
FORWARD AGAIN 
with “P-3” —embody- 
ing an ALL-NEW DE- 
SIGN, a brand new 
principle in wood cut- 
ting compass saws! 
Handsome handles are 
of virtually break-proof 
plastic, with full-size 
pistol grip. Handle con- 
struction strengthened 
for durability, with 2 
nickel-plated screws. 
Blades are of service- 
wise high carbon elec- 
tric hearth spring steel, 
finished with mirror 
polish. Saw teeth pre- 
cision-set by new ex- 
clusive Great Neck 
process. Master carpen- 
ters will say “Wel- 
come!” to “P-3," and 
so will everyone else! 


the PLYMOUTH P-3 
Packed /2 doz. 
per metal-edge box 


ZF Sure Seller! 


Retails at $1.00 each 


Refills Available Se 
arately—No.9 Handles 
(All New!) fit stand- 
ard American compass 
or keyhole blades. No. 
P-12 Blades fit stand- 
ard compass or keyhole 
saw handles. 


See Your Jobber for Details. 
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Ranger Counter 
Display Case 

Ranger, Inc., Rockford, Mich., ofters 
a counter display case designed to help 
Ranger dealers. Built of quality mate- 
rials with steel mirror back, clear view 





acetate top and blonde pine ends and 
bottom, the case displays two reels from 
every angle. Has a rear opening lower 
compartment which contains a trans- 
parent sliding cover parts tray and space 
for hand-out literature. Display case oc- 
cupies less than one square foot of coun- 
ter surface. Case is furnished to all 
Ranger dealers‘without charge with the 
initial order of reels and a minimum 
order of spare parts. 


Arvin Table Radios 


Noblitt-Sparks Industries, Inc., Co- 
lumbus, Ind., offers two additions to its 
line of table model radios. The 243T 
series, illustrated, suggested to retail 








for $14.95, are available in ivory, gera- 
nium red, banana yellow and leaf green. 
Seamless-mar-resistant metal cabinets, 
three tubes plus rectifier and Under- 
writers’ Laboratory listing are features 
of the new series. Dial calibration is 
carried on the tuning knobs and the 
volume control knob also acts as an on- 
off switch. Series has automatic volume 
control, beam power output on AC-DC 
superhetrodyn circuit and a 20-ft. ex- 
tendable antenna. The 253T series, sug- 


gested to retail from $16.95 to $19.95, 
comes in plastic cabinets with ebony, 
walnut or ivory colors. Features four 
tubes plus rectifier. Dial calibration is 
carried on the tuning knobs and volume 
control dial is combined with on-off 
switch. 


Auxiliary Gas Heater 


Western Stove Co., Inc., Culver City, 
Cal., offers an auxiliary gas heater 
which takes its name: from the daisy 
pattern which distinguishes the top 
louver openings. “It’s-A-Daisy” is sug- 
gested to retail for $4.95. It weighs less 
than four lbs., and occupies 64% by 6% 
in. of space. Two extra orifice plugs 
are included in the individual carton 





besides the one installed on the heater, 
so it can be used with manufactured, 
natural, or bottled L.P. gas. Heater is 
ideal for anywhere where a small con- 
tainer of bottled gas can supply port- 
able fuel for a portable heater. Legs 
have Holes permitting more permanent 
or semi-permanent location. “It’s-A- 
Daisy” will primarily be used in kit- 
chens, bathrooms and garages where 
quick heat is required to remove an 
unwelcome chill. Made of heavy gage 
steel equipped with a brass adjust- 
ment valve. Outside frame is porcelain 
enameled for easy cleaning in black 
flecked with white. 





‘Jumbo Roll’ 


Reynolds Wrap 


Reynolds Metals Co., Richmond, Va., 
offers a “Jumbo Roll” containing 75 ft. 
of Reynolds Wrap, aluminum foil for 
kitchen use. Packaged attractively in a 
peach, silver and blue dispensing carton 
which includes a smart and complete in- 
struction book. Packed 24 cartons to 
case, suggested to retail for 93 cents 
per roll. 
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A Time, Work and Money- 
Saving Marvel — ideal for: 
LANDSCAPERS e NURSERYMEN 
GARDENERS e SMALL ACREAGE 
GROWERS e BULB FARMERS 
RURAL ESTATES e VINEYARDS Works Uphill Horizontally on Works Close to Trees, 
with Ease Slopes! Fences or Other 
ORCHARDS e CEMETERIES . with no more sentie 0 Another of the many things Obstruction 
GOLF COURSES « Many Awsiiry | arigstatauh win Micardis gilts" TURNS 
Uses, such as LAWN MOWING. other tiller can do this? ped tiller can do! Whet ether ese do that? 
a Does All These Jobs—Better ... Easier! Cost Much Less to Buy 
seed. e PLOWS ...HARROWS... cannot work so close to vines, trees, pling Much Less to Operate 
ter is DISCS .. . CULTIVATES—ALL _ shrubs, etc. : NO WONDER this new farm and garden 
| om IN ONE operation! Makes a BET- ¢ No other tiller so MANEU- marvel SELLS ON DEMONSTRATION 
port- TER seed bed. VERABLE. Weight only 84 Ibs. —comparison proves it the best all-purpose 
wand e INCREASES YIELD—and ° SO EASY TO OPERATE that tiller value ever offered. 
oles! Perfect in aa 6 10-year-old boy or any average 
anent Profits! Perret OUT ncibeve, woman can USE IT FOR HOURS Now only $197.50 Complete 
[t’s-A- a gone | Pros oll WITHOUT TIRING. (Most til- LAWN MOWER AND OTHER 
n kit- sd aoe lers will tire a good man in three ATTACHMENTS AVAILABLE 
where @ Leaves no need for work-over, hours, but he can use this amazing Most leading dealers already have it. Dis- 
6 an because it works every square inch machine ALL DAY—with ease— tribution being expanded to meet the BIG 
gage of ground. Example: Other tillers and get more and better work done! DEMAND EVERYWHERE. 
black Worth an Extra Man or Two... EASILY! | 
Typical Example: Washington DE MONSTRATIONS | 
son “did tore work in 2 days i Score Big Everywhere 
0} more Ww in ays 
with chis amazing power tiller 9 l 
plete in 4 or 5 days. This l Some Distributorships Still Open i 
KINDS of work) sand I 
Ve. A peti ' 
a | NATIONAL | 
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in a | 
oo ee ee, HA RDWARE SHOW |, 
te in- aa Ss thy NEW YORK i 
ns to anufacturers of Famous Qua etal Products 
arte 7 | BOOTH NO. 413 1 
sents Main Plant, 1421 DEARBORN STREET « SEATTLE 44 « Minor 2300 
— eee 
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Kitchen Scale with easy- 
to-read airplane 


type dial. 


Now available for the hardware 
and house furnishing trade. 
This favorite household scale is 
designed for the modern kit- 


chen. Finely finished in white 

enamel, black trimmed, silver No. 1371 

and white dial, with large easy- Capacity 25 Ibs. by ounces. 

to-read numerals and ounce Glass covered dial, stainless steel bezel. 
graduations. The Silver Clipper Platform 514” square. Packed one to a cor- 
is very attractive when included rugated carton. Weight packed 5 Ibs, Case 
as part of a streamlined kitchen of eight 40 Ibs. $75 
set-up or displayed alone. List each 5 





Onder from Your Yobber 
HANSON SCALE CO. s25 north ada Street, Chicago 22, Illinois 


ESTABLISHED 1888 






















IT's 
BARRY 


THE POPULAR 
PRIGE FIELD 


4 





























*HOUSEPAINTS 
$2.65 —$1.45 gal. 
ENAMELS 


$2.25 gal. 


Write for Color Cards and Prices 
on Full Line 


*Note prices quoted are zone 1 within 
300 Miles of Cleveland, Ohio 
Choice territories open for salesman 


BARRY PAINT CO. 











CLEVELAND 5, OHIO 








WHAT'S NEW 





Royal Vented Gas 
Circulator Heater 


Chattanooga Implement & Mfg. Co., 
Chattanooga, Tenn., offers the Royal 
vented circulator gas heater, Model 820. 





Vent outlet on this model is low, at the 
right height to make a short inconspic- 
uous connection into the fireplace, when 
this type of installation is made. Draft 
diverter is completely enclosed in cab- 
inet so heater has streamline appear- 
ance. Manifold extends through lower 
back of cabinet which makes it easy to 
connect to gas line. Standard equipment 
on all models are constant burning 
pilots (except LP gas models). A 100 
per cent safety shut off automatic pilot 
is available at extra cost. Royal 820, 
a 20,000 B.t.u. type, is to be followed 
by models of 40,000 and 60,000 B.t.u. 
capacities. Model 820 is designed for 
use with all types of gases, models for 
LP gas being developed and tested en- 
tirely on LP gas. Suggested to retail 
for $37.95. It is 26% in. high, 21 in. 
wide and approximate shipping weight 
is 60 Ib. 


'‘Dorflo' Door Hangers 


Dorflo Floating action door hanger 
provides noiseless, fingertip action. 
Doors appear to slide, since in use they 
do move in and out of a pocket like 
sliding doors. Doors do not interfere 
with other doors and save much floor 
space. They may be installed in any 
regulation 4 in. walls either in a new 
home or in remodeling. Dorflo doors 
are suspended by a steel scissor mech- 
anism, which is easily installed as 
there are but two brackets and two 
runners to secure — one set to door 
and the other to back cripple. Shock 
spring acts not only as a cushion but 
with a gentle push, provides recoil 
for starting door out of pocket. Bal- 
ance spring is easily adjusted to bring 
the door into almost perfect balance. 
Dorflo Mfg. Co., 1902 First Ave., Hib- 
bing, Minn. 
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Mail Box 


Champion Hardware Co., Geneva, 
Ohio, offers a mail box, model 9515, 
made of solid brass. Box is 12% by 
55% in. with “long life” construction, 





made of heavy gage solid brass in dull 
brass finish only. Box is ample in size 
and reasonably priced. Packed 1 to a 
box, 4 boxes in a carton. 


Automotive Parts Bins 


Standard Steel Equipment Co., Inc., 
117-20 14th Rd., College Point, L. L., 
N. Y., offers automotive parts bins built 
to specifications. Made of heavy gage 
steel, and finished in baked on olive- 
green enamel, these job tested bins per- 
mit compact storage, instant accessibil- 
ity and all shelves and panels are 
punched on 1 in. centers for quick and 
easy adjustments. Interchangeable units 
permit variations in needs and extra 
units are also available. Basic unit, 87 
in. high, including 3 in. base, 36 in. 
wide, 12 in. deep, may be ordered with 
any variation or combination of the 19 
component parts, sloping dividers, 
square dividers, bin fronts, drawers, 
etc. 





Three-Piece Sportsman 
Steel Saw Frame 


D. D. Terrill Saw Co., Bangor, Me., 
is introducing a saw frame for carrying 
in the sportsmen’s pack. Complete with 
blade in container, 17 by 8 by 2 in., 
weighs 2% lb., and is said to require 
less than one minute to assemble. Fea- 
tures 31 in. blade in four teeth and 
raker design and is precision filed. 





Frame is made of 1 in. steel tubing of 
special analysis to give extra strength 
and to insure proper tension on the saw 
blade. Frame has interlocking joints 
to hold blade alignment. Cuts wood up 
to 10 in. diameter and is an ideal saw 
for around farm, camp or home. Ship- 
ping weight per dozen, 40 lb. 










giv 


Cart of a 
Million Uses 


® Holds a lot! Top open- 
ing 28° front to back, 
18%," wide. 


Stands hard knocks! 
Sturdy construction, 
heavy gauge sheet steel. 


Easy on the lawn! Large 
wheels, wide rubber tires. 


Easy to use! Two wheels 
for balance, two stands 
for stability. 


For loads 
of jobs 


Carries shrubs, sod, 
leaves, rakings, dirt, etc. 


® Provides convenient place 
to mix fertilizer and dirt. 


® Does countless hauling 
jobs around the house, 
on farms, in orchards, 
green houses, stores, ga- 
rages, warehouses, and 
factories. 


G-148 
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Lift in the Fall 


because it takes a load off your 
customer’s back at clean-up time 


The way this Milcor Pick-up Cart takes a load 
off your customers’ backs is a “load off their 
minds” when autumn clean-up time rolls around. 
One look at this work saver and they can see 
where a few dollars save a lot of back-aches, 
and turn a chore they dread into a job they 
don’t mind at all. 


With a Milcor Pick-up Cart you can take 
several basketfuls in one load and wheel it away 
easily. All the weight rests on the wheels — 
not on your arms. For loading or unloading, 
you just tip the front end to the ground. 


There’s no end to the usefulness of a Milcor © 
Pick-up Cart — in any home, in any season. 
No wonder they sell like hotcakes at this time 
of year. Stock them—show them—watch them 
sell themselves. That’s profitable merchandising. 


Just one suggestion: Milcor Pick-up Carts 
move fast. Be sure you stock enough to meet 
the demand. Then you haul in all the profits 
you have coming to you. Write for free descrip- 
tive literature and dealer helps today. 





INLAND STEEL PRODUCTS COMPANY 






Steet Company 





Feeutaiv wiices 





— 
MILWAUKEE 1, WISCONSIN 


Baltimore 24, Md. * Buffalo 11, N.Y. * Chicago 9, Ill. 
Cincinnati 14, Ohio. * Detroit 2, Mich. * Kansas City 8, Me. 
Los Angeles 23, Calif. * New York 22,N. Y. * Rochester 9, N. Y. 
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TRAUBEE PRODUCTS, INC. 
1150 BROADWAY _—sNEW YORK 1, N. Y. 
















JAR ano CAN OPENER 


Modern, streamlined— 
two units on one base; 
each folds out of way 
when other is in use. 
Takes care of every 
“opening” job—all cans, 
anything that wears a 
cap: bottle, 
glass or fruit jar. 
Also tightens 
screw caps. Safe 
to operate. No 
glass breakage. 
Choice of white 
enamel or 
chrome finish. 


Advertised in Good Geentanging and Saturday Evening Post 
FLAT IRON REST 


Important addition to 
any board. Leaves en- 
tire surface clear for 
ironing. Holds any size 
flat iron. No possibility 
of burning pad. Folds 
out of way when not in 
use. Attractive, rust- 
proof cadmium finish. 


OTHER ZIM PRODUCTS 


ZIM JAR OPENER. Removes screw caps, bottle caps, 
pry-ups and friction. White enamel or chrome finish. 


ZIM CAN OPENER. O i 
Cadmium or chrome finsh. on ee ae a ae 
Write for literature and prices 
ZIM MFG. CO., 3047 Carroll Ave., Chicago 12, Ill. 
Headquarters for Labor-Saving Home Appliances 
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WHAT'S NEW 


“‘Banclok' 








This Banclok stimulates saving 2 
ways, forces the saving of a quarter a 
day every day to keep the calendar up 
to date and it registers a 90 day sup- 
ply of quarters, adding up to $22.50. 
Decorative as well as useful it is simple 
in design. Plastic case in ivory, red, 
blue or green with guaranteed fool- 
proof mechanism and key. Size 4 by 
4%, x 11% in., individually gift boxed. 
Suggested to retail for $3.50. Leecraft, 
405 exington Ave., New York City 17. 


So-Lite lroning Table 


Gary Steel Products Corp., Norfolk, 
Va., offers the “So-Lite” ironing table 
made of aluminum with aluminum legs 
and steel braces. Weighs 12 lb. When 
stood on its point it locks and unlocks 
automatically. When stood on base, a 
slight pull on front leg opens it and a 
flip of the finger unlocks it for closing. 
Springless lock is said to catch firmly 
the minute the table is opened Also 
features a flatwork holder, wire frame 
which is concealed when not in use and 
which slides out as far as 12 in.—sup- 
ports unwieldy pieces during ironing. 
Has girder device which reinforces the 
point or small end of the table, making 
it sturdy without adding to over-all 
weight. Finely perforated top dissipates 
heat and steam but does not roughen 
ironing surface. It is 15 by 54 in., and 
32 in. high. Legs are rubber tipped. 
Suggested to retail for $9.95. 








G. A. Kit—"16 Tools in One,’” 
No. 129 SpeedWay Electric Hand Grinder 
with both 3/32” and %” collets; 4 mounted 
stones; 3 steel cutting burrs; 4 mounted 


brushes and/or ‘abrasive wheels; 1 mandrel 
and -4 abrasive discs in . . . fitted blue 


leatherette case. 


Write for circular showing Blue Line Tools. 


SPEEDWAY MANUFACTURING CO. 
1836 S. 52nd Ave., Cicero, Ill. 











REGENT TROWELS 


Brick — Pointing 






Pointing 
Trowel 
Philadelphia 
Pattern 


Sell Them With Confidence 


Regent Trowels are tempered and taper 
ground just right—the fine steel blades are 
nicely polished. 

Made with electro welded steel stem— 
extra strong where strength is needed. 
Hardwood handle set at tested angle for 
correct balance and hang. Brass ferrule 
on handle. Fully approved by Master 
Craftsmen. 

Their popular price and absolute quar- 
antee helps the sale. /mmediate delivery! 

The Regent line also included: Plasting 
Trowels, Brick Layers Jointers, Cement Ed- 
gers, Groovers, etc. 

Our Literature tells all and our Trade 

discounts will please you. 


REGENT INDUSTRIES, INC. 
443 GOTH STREET 
WEST NEW YORK, NEW JERSEY 
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'‘Metro-Meter,’ 
‘Metro-Scope’ 

Dart Mfg. Co., Mason, Mich., offers 
the Metro-Meter and Metro-Scope, two 
stainless steel rules. Former has a per- 


manently polished all stainless steel 
case, and an unbreakable plastic lens 
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The New JUMORE, * Floormaid 
is a triple-threat business-builder for you 


...because it takes the work out of floor-polishing 


ne, 
nder 
nted 
nted 
drel 
blue 





calibrated for inside and scribe mea- 
surements. Metro-Meter contains a 
scribe built into the heel of the meter 
base for easy marking. Scribe automati- 


Your customers take an immediate ‘‘shine’’ to this new 


work-saver. And no wonder. It takes the drudgery 



































cally disappears into base when pres- : ie 
gure to celeasd, Laces tack om tape out of a job they dread — wax-polishing hardwood 
end permits radius readings of 9/16 in. and linoleum floors. That means extra dollars for you 
or less. Cleaning is seldom required due in three different ways: (1) A profitable margin on each 
to a built-in cleaner that oils and — Floormaid sale; (2) a steady income from Floormaids 
tape. Cover is easily removed. Nickel- i Rs ; : 
plated steel blades are numbered on both Needs only a hand to you rent out on a “‘dollar-a-day’’ basis; (3) and in- 
sides—tapes may be replaced. Rule is guide it — no push, n0 creased sales of wax and other products which follow. 
packed i die-cut box lendi il smanate 
a n a die-cu x ing easily i 
is to display. Boxed with a blue suede The Floormaid (a product of 25 years of polisher manufacturing experience) is as 
finish 1 plain maroon stock. Suggested easy to use as a vacuum cleaner. Polishes any kind of wax 10 times as fast as by hand; 
to retail for $3.95. Metro-Scope top, side eae pe i 
and bottom edge, which is trimmed in makes paste, liquid, and ‘‘self-polishing’’ wax last several times as long. 
band of maroon tenite plastic, has pol- Add the Dumore Floormaid to your appliance 
ished stainless steel sides. Standard eee ‘ 
measurements read on tape when case department now—retail price $43.95 (slightly high- 
per is facing up. Inside measurements are er west of Rockies). Don’t overlook the many sales 
are read from indicator on bottom of case. you can make to small shops and offices in addition 
Underside of tape starts numbering at to private homes. Call your jobber today ... . and 
— 2 in. mark. Tape is 6 ft. long and num- be sure you get the Floormaid advertising and dis- 
~ bered on both sides. Replacement tapes play kit with your order. If your jobber can’t sup- 
on available. To retail for $1.50. ply you, write for complete information direct to ities Temslen teeth 
“i 'Smartbrite’ The Dumore Company, Dept. ]-69, Racine, Wis. driven py i dno (AC- 
we Insect-killing paint which has a flat, pins DP mg + Aion *TRADEMARK REG. U.S. PAT. OFF. 
ry! oil base paint designed for interiors. Advertised in these 
| Surfaces painted with ‘Smartbrite” are ane anne 
- said to have the power to keep killing = 
— insects for 24 months or longer. Com- 
pound is harmless to humans, animals 
and fowl. Insect-killing power is de- 
rived from DDT activated with Bushite. 
May be applied with brush or spray FLOORMAID 
gun and is claimed to cover up to 450 
sq. ft. per gal. Available in white and € 
six pastel shades. Yates & Smart Paint 
__| Co., 450 Fifth St., San Francisco, Cal. 
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THE TRADE MARKED 





PAINT REMOVER 


@ NATIONALLY ADVERTISED FOR 40 YEARS 
@ KNOWN TO MILLIONS 
@ DIFFERENT — STRONG — FAST —HARMLESS 


"If a product is good enough 
it is strong enough to sell 
through independent dealers 
and jobbers only.” 


GET ALL THE FACTS 
WRITE US OR YOUR JOBBER TODAY 





SEE US AT 

The National Hardware Show 
October 12-16 

Grand Central Palace 

Main Floor, Booth 114-B 


Gig 
The GILLESPIE VARNISH Company 


Jersey City 6,N.J 











Bul D Ig Remover Division 





135 Dey Street 
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WHAT'S NEW 








Sheraton Fuel Oil 
Space Heater 


Duo-Therm Division, Motor Wheel 
Corp., Lansing, Mich., offers the Shera- 
ton fuel oil space heater, said to be the 
first upright heater to feature “period” 


aie 
ed 


pears Bes of 
See 





furniture styling. Sheratons feature 
fluted columns, recessed panels, and a 
lustrous mahogany finish which is de- 
signed to capture the real wood grain 
effect. These space heaters have the 
dual chamber burner, special waste- 
stopper, large radiant doors, handy con- 
trols and are available with the power- 
air unit, claimed to save up to 25 per 
cent on oil consumption. 





Dominion Corn Popper 


The Dominion Electric Corp., Mans- 
field, Ohio, offers the Dominion corn 
popper. Requires no stirring or shaking. 
User merely puts in butter or cooking 
oil as desired and then the corn. Fea- 
tures separable popping bowl with at- 
tractive handle allowing it to be easily 
removed so corn can be poured out. Has 





a heat proof glass top, and is made of 
heavy polished aluminum. Handle and 
feet are of plastic construction. Ideal 
for heating canned soups, stews, vege- 
tables, etc. Packed 1 in a carton, weighs 
3% Ib. Standard packed, six; shipping 
weight, 25 Ib. 


Lustro-Ware 
Hostess Tray 


Molded of transparent clear or pastel 
tinted Dow Styron, the 15% by 9 in. 
tray is fine for buffet lunches and serv- 
ing in the sickroom as well as for cock- 
tail parties and snacks. Sparkling orna- 
mentation on underside provides decora- 
tion and it is equipped with serving 
handles. Said to be rust-proof, alcohol 
proof, and warp proof. Rounded sur- 
face corners make cleaning and drying 





operation simple. Packed a doz. to car- 
ton, suggested to retail for 59 cents. 
Columbus Plastic Products, Inc., 1625 
W. Mound St., Columbus 4, Ohio. 





‘Mic-Lap' 


The Mic-Lap Co., 68 Devonshire St., 
Boston, Mass., offers the Mic-Lap, a 
precision tool for lapping micrometers 






: = 
ee 


em 


quickly and accurately. The Mic-Lap 
embodies features enabling anyone 
competent toe use a pair of micrometers 
to lap the anvil and spindle bottom not 
only parallel but to a 90 deg. angle to 
the axis of the spindle. Loose or dis- 
torted ends should be corrected before 
using the Mic-Lap. Suggested to retail 
for $5. 
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G.E. Heating Cable 


By installing heating cable along the 
eaves, the damage from snow and ice 
dams on roofs can be prevented, says 
the General Electric Co., Schenectady, 
N. Y. Packaged set contains a 60 ft. 
length of cable ready to plug in a 110 
volt outlet. Dealers receive a free dis- 
play package with each four sets of 
cable, containing a counter display, six- 
page leaflet and one column newspaper 
mat. Additional uses for this cable are 
for soil heating, brooder warming and 
preventing pipes and valves from freez- 
ing. Cable is placed along eaves in zig 
zag or sawtooth pattern from two to 
three feet high. A 60 ft. length uses 
about one cent’s worth of electricity per 
hour. 


W iss Power 
Cutter-Holder 


J. Wiss & Sons Co., Newark, N. J., 
is introducing a long handled flower 
cutter holder. A hollow aluminum rod 
18 in. long, it weighs 5 oz. Knife and 
clamp arrangement at one end and an 
easy-action lever at the other permits 
cutting and holding a flower in one mo- 
tion with one hand. Useful for light 
pruning. Knife is of hardened tool 
steel, and can be removed for resharpen- 
ing. Knife replacements are available. 
Tool was designed to enable user to 
reach hard to get at flowers without 
danger from scratching from thorns or 
tangling in foliage: Suggested to retail 
for $3.50. 















How to put faraway suppliers 
close to “home” 


What if suppliers are thousands of miles away? When you 
specify Air Express, you cut down delivery of equipment, 
supplies and finished products to a matter of hours. Air 
Express is the fastest service there is. Remember—large in- 
ventories are expensive. You can keep them low by getting 
what you need in hours. 

Air Express goes on every flight of the Scheduled Air- 
lines—places the most distant suppliers only hours away. 
And you get fast pick-up and delivery service at no extra 
cost. Rates are low. Use Air Express regularly and keep 
things hustling. 


Specify Air Express-Worlds fastest Shipping Service 


eLow rates—special pick-up and delivery in principal U. S. 
towns and cities at no extra cost. 

e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 


True case history: Sacramento, California, dairy regularly gets 
replacement parts and equipment by Air Express. Keeps in- 
ventory low—gets things in hours. Typical shipment: 32 lbs. 
of parts picked up in Detroit 7 P.M., in use at Sacramento next 
afternoon. 2039 miles, Air Express charge $19.65. Any distance 
similarly inexpensive. Phone Air Express Division, Railway 
Express Agency, for fast shipping action. 








Rates include pick-up and delivery door 
to door in all principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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BENTON BRANDON NAMED 
GENERAL SALES MGR. 
FONES BROS. HDWE. 
Benton D. Brandon has recent- 
ly been promoted to the position 
sales 


of general manager of 





BENTON D. BRANDON 


Fones Bros. Hardware Co. whole- 
salers, Little Rock, Ark. He had 
previously been serving as sales 
manager of the Greater Little 
Rock and Hot Springs territories. 

Mr. Brandon joined the com- 
pany’s sales staff in 1938 after 
12 years as vice-president and 
sales manager of the Brandon Co. 
He entered the service in 1942 
as a supply officer in England, 
Africa and Sicily, and returned 
to Fones in 1945. 





GEO. V. SPARKS 
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‘ been 





George V. Sparks, Jr., has 
been named salesman for the 
Greater Little Rock area, having 
with another wholesale 
hardware dealer since 1938, ex- 
cept for 42 months of army 
service. 


RIVAL MFG. ESTABLISHES 
STEAM-O-MATIC DIV. 


“A Steam-O- Matic” division has 
been recently established by the 
Rival Mfg. Co., Kansas City, 
Mo., to continue production of 
“Steam-O-Matic” irons, it was 
announced by F. L. Talge, head 
of the Rival organization. The 
“Steam-O-Matic” trademark was 
purchased from the Waverly 
Products Co. Production will 
continue in Sandusky, Ohio, 
while the Bridgeport, Conn.. 
plant will be moved to a new 
factory in Kansas City. Distribu- 
tion and promotional plans are 
now being established. 

Headquarters of the division 
will be independent of existing 
and continuing divisions of Rival. 
Mr. Talge said. Offices will be 
located in the Westport Bank 
Building here with a general 
manager for the division to be 
announced soon. Joseph L. 
Grant will manage the new Kan- 
sas City factory. 

The organization has acquired 
exclusive use of the trademark 
“Steam-O-Matic,” as well as all 
dies, machinery, equipment and 
inventory in the R-500 new stain- 
less steel] Steam-O-Matic iron, Mr. 
Talge explained. The new fac- 
tory will be established on West- 
port Road, and is now being 
remodeled. Some equipment 
already is in place. Personnel 
from Kansas City are in training 
in Sandusky, where production 
is now under way. 

Meanwhile, Waverly Products 
Company has been purchased in- 
dependently of the Steam-O- 
Matic transaction by Mr. Talge. 
The firm will be operated in 
Sandusky and in Kansas City. 
William C. Rehm, former assis- 
tant general manager of the 
Rival, has been placed in charge 
of Waverly operations, and will 
maintain headquarters in San- 
dusky for the time being. The 





firm retains all machinery, equip- 
ment, dies, tools, and fixtures for 
the manufacture of cast alumi- 
num irons. However, no produc- 
tion of such units is intended at 
this time. The firm will devote 
its entire effort and facilities in 
caring for accredited service sta- 
tions and customers throughout 
the country, for parts for Steam- 
O-Matic irons. 

ELECT W. H. BRYAN PRES. 
WITTE HARDWARE CORP. 


William H. Bryan has recently 
been promoted from the position 
of executive vice-president to the 
office of president of Witte Hard- 
ware Corp., wholesalers, 704-706 
N. Third St., St. Louis, 2, Mo. 

Between the World Wars, Mr. 
Bryan served as a manufacturers’ 





WILLIAM H. BRYAN 


agent and later as a distributor 
for major electrical appliances in 
the South-Western states. From 
1942 to 1946 he served as district 
director of the St. Louis O. P. A. 
area. Mr. Bryan joined Witte in 
1946 as director of sales. A year 
later he was elected executive 
vice-president and general mana- 
ger of the company. 





NAMES CHARLES LINKER 
SALES MGR. T. H. BRIGGS 
Charles E. Linker has become 
associated with T. H. Briggs & 
Sons, Inc., Raleigh, N. C., in the 
capacity of sales manager. Mr. 
Linker is well known in the 
southern wholesaling trade. 


HARDWARE 





H. LINN WORTHINGTON 
FORMS MFR’S AGENCY 
H. Linn Worthington, former- 

ly associated with the late K. 

Lester Wilson, manufacturer’s 





H. LINN WORTHINGTON 


representative, has opened his 
own office. H. Linn Worthing- 
ton & Co., manufacturer’s repre- 
sentatives, Garrison, Md. Mr. 
Worthington will represent five 
lines: George F. Wright Steel & 
Wire Co., Hanover Wire Cloth 
Co., Eastern Handle Co., Ba- 
yonne Bolt Co., and Columbus 
Iron Works Co. Associated with 
him will be L. L. Wilson of the 
K. Lester Wilson Co., George D. 


“| Arnold, Emmaus, Pa., and Clif- 


ton Capps, Cary, N. C. 

Prior to joining with K. Lester 
Wilson in ,1942, Mr. Worthing- 
ton was with Winchester Re- 
peating Arms Co., for 37 years 
as district manager. 

I. N. MERRITT RESIGNS 

AS V. P. GENERAL MGR. 

CONLON DIVISION 


B. J. Hank, president of the 
Conlon-Moore Corp., recently 
announced the resignation of I. 
N. Merritt as vice-president and 
general manager of the com- 
pany’s Conlon Division. Arrange- 
ments are under way, contem- 
plating the selling of Conlon 
household washers and ironers 
in a number of the middle west- 
ern states by a sales organization 


| to be headed by Mr. Merritt. 
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G. W. SCHWAGER NAMED 
BILLINGS & SPENCER 
SALES MANAGER 
The Billings & Spencer Co., 


Hartford, Conn., has announced 


the appointment of George W. | 





GEORGE W. SCHWAGER 


Schwager as sales manager to 
succeed W. Dorsey Endres, who 
has resigned. 


Mr. Schwager was formerly 
field sales manager for The 


Holo-Krome Screw Corp., Hart- 
ford, and has 35 years’ experi- 
ence in the mill supply and 
wholesale hardware fields. 





W. T. JOHNSON 


Also announced was the ap- 
pointment of W. T. Johnston as 


} 


sales manager of the Chicago dis- 
| trict and John Donaldson as 
| sales representative in 
| politan New York and upper 
| New Jersey. 

| Mr. Johnston was for 14 years 
the sales representative in Chi- 


cago territory for the W. O. 
Barnes Co., Detroit as well as 


special sales representative in the 
Detroit area. 
W. C. DICKNEIDER MADE 
VICE-PRES, SALES MGR. 
HOTCHKISS COMPANY 
William C. Dickneider 
recently been appointed 
president and director of sales 
and marketing for The E. H. 
Hotchkiss Co., Norwalk, Conn. 
Mr. Dickneider was 
with Old Town Ribbon & Carbon 
Co., Brooklyn, where he was 
sales manager and assistant to 
the president. 

PINCKNEY HEADS NEW 
PRODUCTS SALES DIV. 
REMINGTON ARMS 
R. H. Coleman, assistant di- 
rector of sales, Remington Arms 
Company, Inc., Bridgeport, Conn., 


has 
vice- 





GEORGE E. PINCKNEY 


| has announced the formation of 
| a new division in the sales de- | 
partment of that company. 
Heading the new products | 
sales division is George E. | 
Pinckney, for many years Rem- 

ington manager of firearms 
sales. Mr. Pinckney will report | 
to Mr. Coleman. | 
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CURTIS W. RONEY 


Mr. Pinckney is well known 
to the hardware and sporting 
goods trade, having been in 
Remington’s employ for 36 
years. He will be succeeded as 
manager of firearms sales by his 
former assistant, Curtis W. 
Roney, who joined Remington in 
1935. Since that time, Mr. 
Roney has been engaged in sales 
work for the company. 


MOORE-HANDLEY BUYS 

MOBILE WAREHOUSE 

A new Gulf base of opera- 
tions has been acquired recently 
by the Moore-Handley Hard- 
Co., Ine., wholesalers, 
Birmingham, with the purchase 
of a warehouse covering an en- 
tire city block in Mobile, Ala. 


| The warehouse contains 168,000 
| sq. ft. of storage space. 


All of- 
fices and display rooms are air- 
conditioned. Another phase of 


| organized 


the expansion program is a new | 


warehouse under construction in 
Nashville to be completed in 
Tt will provide another 
100,000 sq. ft. of storage space 
all on concrete. Serving the Mo- 
bile warehouse will be some 600 
ft. of railway sidetracking. Head- 
ing 
Ward, a veteran hardwareman, 
who will have as his assistant 
division manager and menager 
of hardware sales another vet- 


eran M. S. Pullen. The elec- 
trical and supply department 
will be directed by Arnold So- 
berg. 


the division will be John | 
| World War II, 


WALLACE AGEY 

FGRMS AGEY & CO. 

Wallace Agey, formerly vice- 
president in charge of sales of 
Newman Mfg. & Sales Co., Kan- 
sas City, Mo., members of his 
family and associates, who will 
remain inactive, have recently 
Agey & Co., 3321 
Prospect Ave., Kansas City, Mo., 





WALLACE AGEY 


which will manufacture metal 
items for the hardware trade. 
His experience and acquaintance 
with the trade covers 20 years in 
both the United States and most 
all of Canada. 


UNIVERSAL NAMES ELEC. 
BLANKET, TRAFFIC 
APPLIANCE SALES MGR. 


The appointment of Stanley 
G. Fisher to the newly created 
position of manager of 
trafic appliances and electric 
blankets for Landers, Frary & 
Clark, New Britain, Conn., has 
recently been announced. 

Mr. Fisher joined the home 
office of the company in 1945 
after serving as a Lieutenant 
Commander in the Navy during 
and in recent 
months has specialized in sales 
work on the Universal line of 
electric blankets and Bantam 
ranges. Prior to Mr. Fisher’s 
connection with Landers, Frary 
& Clark, he had eight years’ ex- 
perience in electric appliances. 


sales 
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The eye Bench-Grinder is made right, 
priced right t6,sell right. It’s the handiest, best 
constructed item of its kind—has a great follow- 
ing among hobby workshop tinkerers, on the 
farm, in the factory, garage, school, and summer 
camps. 

Fitted with special fixtures, with pulley and 
V-belts of finest construction, the Buckeye offers 
a grinding service anyone can use. A % H. P. 
motor turns the carefully selected stone at 
proper speed to do a fine sharpening job. 
Advertising and merchan- 







dising assistance is available 
to dealers selling the Buckeye. 
Write for full information. 

The entire “C. Q.” line of grind- 


stones is described in this free 
folder. Send for it! 





THE 
BUCKEYE 
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H. B. BROWN JOINS | Some, has been with Newton 
INLAND STEEL PRODUCTS Line since 1930. His work has 


™ & Sewn well known to | embraced virtually every divi- 
the building material and con-| sion of the business. During the 
year Mr. Kelly has assisted 


struction industries, has become | past 


in the administration of the 
company. 
“Bob” and “Les” have as- 


sumed their duties at the offices 
in the main plant of the expand- 
ing Newton Line manufacturing 
facilities at Homer, N. Y. 





CROWN JEWEL WARE 
MOVES OFFICES TO 
CHICAGO MART 


Carl K. Nickell, vice-president 
and general manager of Crown 
Jewel Ware, Inc., has announced 
the removal of general offices and 
display rooms from Dallas, to 
11-105 Merchandise Mart, Chi- 
cago. More extensive manufac- 
turing facilities have been se- 
cured in La Grange, IIl., outside 
the city. 
associated with the Fireproof a 


Materials Division of Inland HONOR COLUMBIAN ROPE 


Steel Products Co., (formerly 
Milcor Steel Co.,) at Milwaukee. ewer od N. Y. 


Mr. Brown has had many years 
The picture of the founder of 


of experience in the manufacture 
the Columbian Rope Co., Au- 


and distribution of metal lath 

and accessories, and kindred fire-| burn, N. Y., Col. E. D. Metcalf 
proof building materials. Before | was used on one of the pieces of 
coming to Inland he had been| wooden money issued for the 
employed by United States Gyp-| event by the city. Col. Metcalf 
sum in a similar capacity, having | contributed greatly toward the 
been with the Northwestern! progress of the community. 
Expanded Metal Company prior | 
to its acquisition by the Gypsum 
Company. He _ had _ previous 
experience in the building field 
with the Goldberg Structural | 
Steel Company and the B. W.| 
Construction Company. 





H. B. BROWN 











TRANSFER E. A. MAHER 
TO WASHBURN’S N. Y. 
SALES OFFICE 


Emmet A. Maher, was recently 
transferred to the New York 
| sales office of the Washburn Co., 


: | Worcester, Mass. He has spent 
ELECT R. E. O’CONNELL some time with General Motors 


PRES. NEWTON LINE CO. | Corp., and Chrysler Corp., before 


The election of Robert E.| entering the U. S. Navy during 
O’Connell as president, Paul B. | 
Kelly as vice president, counsel 
and supervising director, and 
Leslie P. Stone as secretary and 
treasurer, was announced recent- | 
ly by the board of directors of | 
the Newton Line Company, Inc., | 
Homer, N. Y. 
Mr. O’Connell carries on the | 
tradition of a familiar family | 
name which has been associated | 
with the Newton Line for many | 
years as he succeeds to the po- | 
sition held by his late father, 
Edward. D. O’Connell. 
Mr. Paul B. Kelly, who has 
so successfully carried on as su- | 
pervising director, was re-elected | 
vice president. | 
Mr. Keliy became corporation | 
counsel for the company when | 
the late Mr. O’Connell assumed | 
the presidency in 1933. the war. He has been with the 
“Les” Stone, as he is known| Washburn Company since Octo- 
throughout the fishing line in-| ber 1947. 














EMMET A. MAHER 


HARDWARE AGE, SEPTEMBER 23, 1948 





EU 


R. D 
the E 
Corp., 


City, 1 
the aj 
Poulso: 
sales si 
He 
eral m 
has s 
Portsm 
subma! 
Mr. 
ciated 
Alloys 
advanc 
sistant 
ager 
appoin 
sales 
United 


EK¢ 
LI 
T 
Thre 
sales r 
lar pri 
annour 
Marde: 
popula 
Ekco | 
cero A 
H. E 
Avenu 
Grand, 
handle 
Kansas 
of St. 
Missou 
Fran 
ters a 
Louis, 
compa! 
This i: 
Ilinoi: 
souri 
ready 
price | 


John 


HARD 


ith Newton 
s work has 
every divi- 
During the 
has assisted 
on of the 


have as- 
| the offices 
the expand- 
nufacturing 


® 


WARE 
ES TO 
ART 


-e-president 
of Crown 
announced 
offices and 
Dallas, to 
Mart, Chi- 
> manufac- 
» been se- 
(1l., outside 


AN ROPE 
,» @ ¥. 
‘L 


founder of 
Co., Au- 
D. Metcalf 
e pieces of 
1 for the 
yl. Metcalf 
oward the 
unity. 


MAHER 
SN. Y. 
SE 

as recently 
New York 
hburn Co., 
has spent 
‘al Motors 
rp., before 
ivy during 


ER 


with the 
nce Octo- 


3, 1948 





EUTECTIC APPOINTS 
EASTERN REGION 
SALES MANAGER 

R. D. Wasserman, president of 
the Eutectic Welding Alloys 
Corp., 40 Worth St., New York | 


| 





JOHN H. POULSON 


City, 13, has recently announced 
the appointment of John H. 
Poulson to the board of regional 
sales supervisors. 

He is an authority on gen- 
eral machine shop welding and 
has served as Instructor at 
Portsmouth Navy Yard where 
submarines are fabricated. 

Mr. Poulson became asso- 
ciated with Eutectic Welding 
Alloys as a field engineer, was 
advanced to the position of as- 
sistant to the general sales man- 
ager and has recently been 
appointed as a Eutectic regional 
sales supervisor in Eastern 
United States and Canada. 





EKCO POPULAR PRICE 
LINES DIV. NAMES 
THREE SALESMEN 


Three new appointments as 
sales representatives of the popu- 
lar price lines division have been 
announced, recently, by Edward 
Marder, sales manager of the 
popular price lines division, 
Ekco Products Co., 1949 N. Ci- 
cero Ave., Chicago. 

H. E. Reed & Company, Grand 
Avenue Bank Building, 1805 
Grand, Kansas City 8, Mo., will 
handle Ekco sales in Oklahoma, 
Kansas, Nebraska and the cities 
of St. Joseph and Kansas City, 
Missouri. 

Frank A. Riley, with headquar- 
ters at 3529 Pine Street, St. 
Louis, Mo., will represent the 
company in the state of Iowa. 
This is in addition to Southern 
Illinois and the state of Mis- 
souri in which territory he al- 
ready represents the popular 
price lines division. 

Johnny V. Williams, Merchan- 
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| dise Mart 


Building, Memphis, 








Tenn., has been appointed sales 
representative covering Arkan-| 
sas, Louisiana, Mississippi and | 
the city of Memphis, Tenn. 





KINGSTON-CONLEY 
MERGED WITH THE 
HOOVER CO. 


The consolidation of the 
Kingston-Conley Electric Co., 
North Plainfield, N. J., maker of | 
fractional and small horsepower | 
motors, with the Hoover Co., | 
North Canton, Ohio, was an- | 
nounced recently by Frank G.| 
Hoover, vice-president of Hoover | 
Co.. The Kingston-Conley Elec- | 
tric Co. has been a wholly | 
owned subsidiary of the Hoover 
Company since its acquisition by 
them in 1945. 










The Kingston-Conley operation | 


will be known hereafter as “The | 4 /\ 
Hoover Co., Kingston-Conley Di- | a EN 1X 
vision.” : . p HO ‘ 

No changes in management or | a pRop FroRceo 
personnel are contemplated, Fred | H r. 1,1 et E. t $ 
S. Kingston has been elected a} i ———7scare® 
vice-president of Hoover and 
general manager of the Kingston- | 
Conley Division. Brooks L. Con- 
ley will continue handling engi- | 
neering and other responsibilities 
of the business. Messrs. Kings- | 
ton and Conley are both former 
Hoover executives. Mr. Kings- 
ton was superintendent of motor | 
production at Hoover during the | 
early twenties, and Mr. Conley 
headed electrical work in the 
engineering department. Before | 
forming their own company, in| 
1934, in Jersey City, N. J., both | 
were associated with a number of | 
motor manufacturers and prom- | 
inently identified with the in-| 
dustry. 

The Kingston-Conley Division | 
will continue the operation of its | 
plants at North Plainfield, N. J., | 
and Cambridge, Ohio, having a 
combined area of 137,000 sq. ft. 
of floor space and, at capacity | 
operation, employing approxi-| 
mately 1,000 workers. 

The Kingston-Conley Division 
will continue making fractional 


hy f 


SELL PHOENIX—SELL QUALITY 


From the Phoenix Deluxe to the No. 3, 
these drop forged hammers are tops 
in quality. The DeLuxe, with full 
polish, including under side of claw, 
is top quality in 

any price range. D. 
The Phoenix line yf 
includes claw, rip, : 
ball pein and | 











Zz 





“a 







and small horsepower motors and | b ric k l ayer ’ s Aa 
bench grinders for machine tool- del ll 
makers and other manufacturers, moadeis...a v 


as well as the fractional horse- 
power motors for sale through 
Hoover dealers. 


built for tough y 
service... all 
designed to sell 

on sight. 


Ask your jobber for Phoenix 
drop forged Hammers today! 












TAYLOR INSTRUMENT 
NAMES G. B. IDE, JR. 
ATLANTA SALESMAN 


Gilbert B. Ide, Jr., has recently 
joined the Atlanta sales force of 
Taylor Instrument Co., Roches- 
ter, N. Y. He will assist Elmer 
Aebersold in the area. During | 
the war he served with the 
Marine Corps for three years. 
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Program for Joint Hardware Convention 
At Atlantic City, N. J. Oct. 18-21 


National and international af- 


fairs and problems of concern to 
the hardware field, including the 
basing point decision will be 
among the featured addresses and 


discussions at the joint hardware 


convention at the Marlborough- 
Blenheim, Atlantic City, N. J.. 
Oct. 18-21. 


+ ° ° | 
Under the advance registration | 


plan, delegates whose names are 
in the hands of the sponsoring 
associations, prior to Oct. 4, will 


be listed in the Registration list 


issued Oct. 18. Registration desks 
will be open beginning at 9:00 
on Monday morning. 

The opening joint session, Mon- 
day evening, will hear Hon. Theo- 
dore R. McKelvin, former mayor 
of Baltimore, speak on “Shrine 
of Democracy.” 

Tuesday morning both associa- 
tions will start with individual 
meetings, later meeting in joint 
session. The NWHA session will 
hear the address of Henry J. Alli- 
son, president, Erwin-Allison Co., 
Charlotte, N. C., and president of 
the association, followed by the 
report of Thomas A. Fernley, 
Jr., executive secretary. Spencer 
E. Cram, The W. Bingham Co., 
Cleveland, Ohio, will talk on “The 
Advantages of Having Merchan- 
dise Packed by the Manufacturer 
in Cartons and Quantities Which 
Can Be Reshipped by the Aver- 
age Retailer Without Repacking.” 
Edward S. Pritzlaff, John Pritzlaff 
Hardware Co., Milwaukee, Wis., 
will talk on, “Equipment We Are 
Using in Duplicating Orders and 
Invoices.” 

The manufacturers will hear 
the address of Herbert P. Ladds, 
president, National Screw & Mfg. 
Co., Cleveland, Ohio, and AHMA 
president. Dr. Arthur L. Faubel, 
economist, will talk on, “For the 
Record.” At this point the manu- 
facturers and wholesalers will 
join to hear Hon. Lowell B. 
Mason, Federal Trade Commis- 
sion, Washington, D. C., speak on 
“Let’s Stop Kicking Business 
Around.” 

The National Association of 
Sheet Metal Distributors, affiliate 
of NWHA, will hold sessions 
Tuesday morning and afternoon. 
The morning session will be de- 
voted to discussions of: sales- 
men’s compensation, sales quotas, 
more economical] and efficient op- 
eration, manufacturers’ sales poli- 
cies and effects of the Basing 
Point Decision. That afternoon 
they will hear Thomas A. Fern- 
ley’s report as secretary, and the 
report of John P. Speck, Tiffin 
Art Metal Co., Tiffin, Ohio, presi- 
dent of NASMD. John Munroe, 
sales manager, Thompson & Co., 
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on 
“How to Stimulate Sales,” and 
Norman W. Foy, general manager 
lof sales, Republic Steel Corp., 
Cleveland, Ohio, will discuss 
“Conditions in the Steel In- 
dustry.” 

The joint Wednesday morning 
session will hear Prof. Joseph L. 


sts Pa., will speak 


Snider, professor of business eco- 
| nomics, Harvard Graduate School 
| of Business Economics, on “The 


| Business Outlook.” 


Thursday morning each asso- 
| ciation will hold its annual meet- 
|ing and election of officers. The 
| NWHA session will hear a discus- 
sion on palletizing and rearrange- 
|ment of warehouses by C. E. 
| Hamilton, Odell Hardware Co., 
| Greensboro, N. C. “Our Experi- 
ences in Using Force Lift 
| Trucks” will be the topic of S. T. 
| Esley, Jr., Harper & Reynolds 
Corp., Los Angeles, Cal. “Our Ex- 
| periences in Our New Ware- 
house” will be reported on by 
Roscoe L. Rockett, Rice & Miller 
Co., Bangor, Me. The “Report of 
the Committee on Co-Operatives” 


will be given by Seth Marshall, 
chairman of the board of Mar- 
shall-Wells Co.. Duluth, Minn. 

The Old Guard 
annual dinner, Tuesday evening, 
Oct. 19, at the Hotel Brighton. 
The X Club luncheon will be held 
the same day in the Chevy Chase 
Room of the Marlborough-Blen 
heim. 

The Central States Hardware 
Club special train to the conven- 
tion, leaving Chicago, Saturday, 
Oct. 16, via Pennsylvania Rail- 
road, will arrive Sunday morning 
in Atlantic City. Sunday evening 
the traditional pre-convention 
dinner and entertainment of the 
Central States Hardware Club 
will be held Trimble Hall, 
| Claridge Hotel. 

Tuesday afternoon there will 
be a bridge and tea for the ladies. 
| That evening there will be an en- 
tertainment and 
cert in the headquarters hotel, 
followed by a floor and 
dancing. Arrangements for board- 
walk chair rides, on Wednesday, 


in 


show 


The annual ball will 
Wednesday evening in the Blen- 
heim Ballroom. 





will hold its | 


orchestral con- | 


have been made for the ladies. | 


be held | 


TRIMZ HAS CONTEST 
ON 1949 PATTERNS 


To introduce to the public the 
1949 Trimz ready-pasted wall- 
paper patterns, a 
contest is being sponsored by 
Trimz Co., Inc., Chicago, Ill. A 
total of 1000 awards will be 
Entries must be written 

on official entry blanks available 
only through Trimz dealers. After 

securing the blank and viewing 
the new Trimz patterns a con- 
testant picks his favorite pattern 

and sends in its name plus a 50 
| word or less statement on whiy he 

thinks use of this ready-pasted 

wallpaper will decorating 
costs. 


nation-wide 


made. 


save 


The contest opens Sept. 23 
and closes Nov. 15. First prize 
is a new Buick four-door sedan 

| and second prize is a new Dodge 

four-door sedan. Third and 
fourth awards are Zenith radio- 
phonograph console combina- 
| tions, and fifth prize is a Zenith 
| console radio. All other prizes 
are cash awards. Each one ef 
the Trimz dealers will be sup- 
plied with a complete advertising 
and merchandising package. 








The National Builders’ Hard- 
ware Convention and Exposition 
will be held at the Palmer 
House, Chicago, Oct. 4-7. The 
entire floor space, 22,000 sq. ft. 
in the exhibition hall of the 
Palmer House will be covered 
with booths of manufacturers of 
builders’ hardware and _ allied 
fields. Program is as follows: 
Sunday, Oct. 3, J. R. Schoemer 
Suite, Convention and Housing 
Committees meeting. Monday, 
Oct. 4, 9.30 a.m. National Con- 
tract Hardware Association, ex- 
ecutive committee meeting, 10.30 
a.m. N.C.H.A. board of directors 
meeting; 1.30 p.m. American 
Society of Architectural Hard- 
ware Consultants, Code of Ethics 
committee meeting; 2 p.m. 
A.S.A.H.C., executive committee 
meeting; 3 p.m. A.S.A.H.C. board 
of directors meeting; 4 p.m. joint 
A.S.A.H.C.-N.C.H.A. board of 
directors meeting, 5.30 to 7 p.m., 
N.C.H.A. reception and cocktail 
party, registration badge admits 
one to party without charge. 
Ladies invited, entertainment by 
Bobby Kuhn and his Mid-Nite 
Sons. 

Tuesday, Oct. 5, a.m. 
A.S.A.H.C. - N.C.H.A. annual 
meeting, welcoming address by 
John R. Schoemer, manager di- 
rector, N.C.H.A., executive sec- 
retary-treasurer, A.S.A.H.C.; 11 
a.m. grand opening of National 
Builders’ Hardware Exposition; 
2 p.m. A.S.A.H.C. - N.C.H.A. 


10 





| general meeting, chairman, Ar- 
/thur J. Schelly, C. Y. Schelly 
& Bros., Allentown, Pa. “Trade 


| Association Group Insurance,” 


| Harry A. Anderson, Continental 
| Casualty Co., Chicago; “Builders’ 
Hardware and The Retail Hard- 


ware Dealer,” Rivers Peterson, 
managing director, National Re- 
tail Hardware Association; 
Charles Kendrick, president, 
| Schlage Lock Co., San Francisco, 
| address. 

Wednesday, Oct. 6, 10 a.m., 
| Round Table Forums, chairman, 
A. J. Schelly, “Builders’ Hard- 
ware for Hollow Metal Doors,” A. 
|Klasing Niedringhaus Metal 
Products’ Co., St. Louis; “Federal 
|Hardware Specifications,’ A. S. 
| Best, National Bureau of Stand- 
‘ards, Washington, D. C., “V. A. 
| Hospital Hardware Samples and 
| Chart,” H. Knox Bryson, Veter- 
‘ans’ Administration, Washington, 
|D. C., “V. A. Hospital Hardware 
Specifications,” Max Barth, U. S. 
Army, Corps of Engineers, Wash- 
ington, D. C.; 10 am. Ex- 
aminations Revisions Committee 
Meeting, A.S.A.H.C., chairman, 
Lawrence B. Stuart, Los Angeles, 
Cal.; 10 am., motion pictures, 
“Forgings and Extrusions”, com- 
mentator, Roy Adams, Titan 


“Aluminum Fabricating Processes 
and Dateline Tomorrow,” Alu- 
minum Co. of America, “Exit 
Door Hardware,” Von Duprin 
Division, Vonnegut Hardware 





HARDWARE 


Metal Mfg. Co., Bellefonte, Pa., | 


National Builders’ Hdwe Convention to Be Held Oct. 4-7 


| Co., Indianapolis, Ind.; 10 a.m. 
| fire test on a hollow metal door 
| at Underwriters’ Laboratories, 
| 207 E. Ohio St., Chicago; 11 
a.m.—9 p.m., National Builders’ 
| Hardware Exposition; 2 p.m., 
round table forums, A. J. Schelly, 
chairman, “Underwriters’ Fire 
Door Hardware,” M. J. O’Brien, 
Associate Engineer, Under- 
writers’ Laboratories, Chicago; 
“Hardware for Houses,” I. Stauf- 
fer, Eshleman, Ostrander & Eshle- 
man, New York City; “Bet the 
Blue”, talk on merchandising 
and selling, R. A. Tobias, H. D. 
Hudson Mfg. Co., Chicago; 2 
p.m., Association-Society  reor- 
| ganization committee meeting, 
chairman, W. E. Peterson: 2 p.m. 
repeat motion picture showing. 

Thursday, Oct. 7, 10 am., 
round table forums, George P. 
| Merrill, The Stanley Works, New 
Britain, Conn., chairman, mod- 
| erator, Daniel C. Hay, Beverly 
| Hills, Cal.; 11 am.-4.30 p.m., 
| National Builders’ Hardware Ex- 
position; 2 p.m., chairman Geo. 
| P. Merrill, moderator, Daniel C. 
| Hay, resolutions adopted at the 
| 1948 Pacific Coast Regional Con- 
| ference, Seattle, Wash.; summary 
| of round table forums, George 
P. Merrill. At 5 p.m. grand 
ballroom foyer, cocktail hour, 
songs and music by the Biltmore 
| girls and 7 p.m., dinner dance, 
grand ballroom, Lou Breese and 
his orchestra, Biltmore Girls, and 
Len Redman, caricaturist. 
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You CAN BE SURE...iF irs Westinghouse 







































































Westinghouse Farm Dealers of these items until the need is greatest. 
have little time for winter A valuable Westinghouse Farm Dealer 
naps... they’re too busy mak- Franchise may still be open in your 
ing sales ... making money. neighborhood. It’s well worth investi- 
They carry the Westinghouse gating by mailing the coupon. _J-91733 
full line of electrical prod- 
ucts for the farm .. , products - 
that sell the year-round ... special items, such as the Westinghouse Electric Coreen 
Water Trough De-icer, that sells best in cold weather. , ood urgh 30, Pe- _ 
Completely automatic . . . housed in a watertight este Is orcase have ¥° 
copper float . . . it maintains an ice-free drinking 
hole for stock in coldest winter weather. 
Westinghouse Flexarc Farm Welders, Farmotors 
and Water Heaters are all “hot” selling, cold- 
weather products. Many farmers delay the purchasing 
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Name 


Address 


Type of Business 


Westinghouse Pro 


PLANTS IN 25 CITIES... OFFICES EVERYWHERE 


: tuiteal Lilo iyflcain: Latina P. O. Box 868, Pittsburgh 30, Pennsylvania 
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Westinghouse Electric Corporation, Department HA 








RECORD ATTENDANCE 
EXPECTED AT GAS 
INDUSTRY CONVENTION 


An impressive array of the re- 
sources of the gas industry will 
be on view in Atlantic City, N. 
J., October 4-8, at the 30th an- 
nual convention of the American 
Gas Association, 420 Lexington 
Ave., New York City 17 and the 
exhibition of the Gas Appliance 
Manufacturers Association. More 
than 10,000 people from ll 
walks of the gas business are 
expected to attend, making it the 
largest A. G. A. convention held. 


A strong merchandising flavor |, 


has been injected into the pro- 
gram and a special effort has 
been made to interest gas ap- 
pliance dealers from all parts of 
the country. In addition to the 
exhibition, sales and advertising 
topics at the sectional meetings, 
and other attractions, thousands 
of dealers have been invited to 
attend a meeting Friday after- 
noon which has been planned for 
them exclusively. A special pro- 
gram, “Flames of Freedom,” 
will be held Friday morning for 
LP-gas appliance dealers. 

One of the nation’s topmost 
scientists whose work in atomic 
energy and other advanced tech- 
nological fields is known the 
world over has been invited to 
speak on “Research Pays.” 

The nation’s fuel bin will be 
subjected to a comprehensive and 
searching analysis. A key figure 
in the oil and gas industry is ex- 
pected to give the most recent 
information on reserves of vari- 
ous fuels and to discuss the po- 
tentialities of synthetic products. 

Immediately after the last gen- 
eral session a luncheon for per- 
sonnel executives will be held at 
the Hotel Traymore. The prin- 
cipal speaker at this meeting will 
be Dr. Leo Wolman, director of 
the Bureau of Economic Re- 
search and Professor of Eco- 
nomics at Columbia University, 
whose topic is “The Executive 
and Collective Bargaining.” Mr. 
Wolman is a member of the re- 
search staff of the National Bu- 
reau of Economic Research. For- 
merly he was chairman of the 
N. R. A. Labor Advisory Board, 
member of the National Labor 
Board, and chairman of the Au- 
tomobile Labor Board. 

Adding to the vast amount of 
informative and inspirational ma- 
terial to be presented at this 
annual industry milestone will be 
full-fledged meetings of the ac- 
counting, industrial and commer- 
cial gas, residential gas and 


technical sections, and the home | 


service department. Of wide 
popular interest is the Home 
Service Breakfast which takes 
place on Wednesday morning. 
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JAMES C. SATTERFIELD 


TWO ADDED TO REO 
LAWN MOWER SALES 
DIVISION 


Sam Briggs, sales manager of 


the Lawn Mower Division of 
Reo Motors, Inc., Lansing, Mich., 
recently announced the appoint- 
ment of James C. Satterfield and 
Thor O. Loe to the company’s 
sales staff. 

Both men have had wide ex- 
perience in the hand and power 
mower field. Mr. Satterfield, who 
will maintain headquarters in 
Atlanta, Ga., has held the posi- 
tions of production engineer, 
sales engineer and service man- 
ager for Ideal Lawn Mowers. He 
will represent the Reo Lawn 
Mower Division in Arkansas, 
Louisiana, Tennessee, Missis- 
sippi, Alabama, Georgia, Florida, 
North and South Carolina. 

Mr. Loe, former sales manager 
of J. M. Dalglish & Co., will 
make his headquarters in St. 
Paul, Minn. He will be in 
charge of Reo Lawn Mower sales 
in North and South Dakota, Ne- 








| Missouri, 





THOR O. LOE 


braska, Kansas, Minnesota, Iowa, 
Illinois, Michigan, 
Indiana and Kentucky. 


J. H. WILLIAMS OPENS 
LOS ANGELES WARE. 
HOUSE AND SALES OFFICE 
J. H. Williams & Co., Buffalo, 


N. Y., manufacturer of drop- | 


| forgings and drop-forged tools, | 


has announced the opening of a 
warehouse and sales office in Los 
Angeles. 

The building is located at 
2266 East 38th Street (Vernon) 
where a complete stock of all 
Williams catalog stock products 
will be carried to serve the | 
western area. In addition to the 
states of California, Oregon 
and Washington, this branch 
will carry sufficient stock to 
serve Nevada, Utah, Arizona, 
New Mexico, Idaho and west- 
ern Montana. 

Charles F. Coates has been 
appointed western district man- 
ager and he is in charge of this 
new sales office and warehouse. 





| AMERICAN PAD, TEXTILE 
| NAMES WEST COAST 
REPRESENTATIVES 


The American Pad & Textile 
| Co., Greenfield, Ohio, has an- 
nounced that Hughson & Mer- 
ton, manufacturer’s agents, will 
represent them in the West 
| Coast states, Established in 1892, 
| Hughson & Merton maintain 
headquarters in San Francisco 
and have branch offices in Seat- 
| tle and Los Angeles. It is an- 
ticipated that, under the new 
| arrangement, Tapatco customers 
in the area will be served more 
efficiently than at any time in the 
past. 

In addition, the territory of Bob 
Crowder, long-time Tapatco rep- 
resentative, has been increased 
so that it now includes Mon- 
tana, Idaho, Wyoming, Nevada, 
Utah, Colorado, Arizona, New 
Mexico, and North and South 
Dakota west of the Missouri 
River. Bill Cott, recently West 
Coast representative for the com- 
pany, has been assigned the New 





| England territory, plus the state 


of New York. He will make his 
headquarters in Albany. 

Charley Murray, well known 
among the trade for many years, 
will continue as Tapatco repre- 
sentative in the state of Maine, 
with headquarters in Old Orch- 
ard Beach. 


SAM WEISMAN 
REPRESENTS BETSY ROSS 
PRODUCTS 


Farrell Bros., Inc., 158 Cor- 
liss Ave., Johnson City, N. Y., 
manufacturers of the Betsy Ross 
electrical products has appoint- 
ed as sales representative, Sam 
Weisman, 200 Fifth Avenue, 
Room 209, New York 10. 








Nineteen of the David Linzer & Sons, Inc., 10-20 Astor Place, New York City, sales 
representatives attained or bettered their sales quota for the first six months of 1948. As 
a result they were invited to a sales meeting and holiday in New York as guests of the 


firm. These ladies and gentlemen visited the plant and office and enjoyed 


five days of 


entertainment and sight-seeing through New York and Hyde Park. Above is shown the 
group at the farewell banquet held in the Brass Rail Restaurant, 43rd St., and Fifth Ave., 


New York City. The wives of this group were dined and wined 


and witnessed the moving 


pictures of previous conventions held since 1939. 
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NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(incorporated not for profit) 
EXECUTIVE OFFICES: 1402 MERCHANDISE MART, 222 NORTH BANK DRIVE, CHICAGO 54, ILLINOIS 
TELEPHONE DEL. 8585 { 
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INLAND STEEL PRODUCTS 
OPENS ST. LOUIS BRANCH 


Inland Steel Products Co., 
with main plant and offices at 
Milwaukee, Wisconsin, has an- 
nounced the recent opening of a 
new branch office and ware- 
house at St. Louis, Mo. John E. 


Meroney, the company’s sales 
representative in this area for 
several years, has been ap- 


pointed district sales manager in 
charge of the St. Louis Division. 

Inland Steel Products, former- 
ly Milcor Steel 
manufacturer of metal building 
products. The new branch will | 
be used for distribution of the | 
company’s products in St. Louis 
and the surrounding area. 

The branch property, acquired 
from St. Louis University, in- 
cludes a modern, two-story fire- 
proof building with approximate- 
ly 86,000 sq. ft. of floor space 
plus parking, loading and distri- 
bution facilities. 





Company, _ is 


WOOSTER BRUSH HOLDS 
FALL SALES MEET 

Sales representatives of the 
Wooster Brush Co., 
Ohio, met recently at an annual 
sales meeting featuring discus- | 
sions on current market condi- | 
tions and a review of the prog- | 





Officials of the International Silver Co., attending the opening of a new Western head- 
quarters and showroom in the Knickerbocker Bldg., Los Angeles, Cal., were John D. Shaw, 
sales manager for the Rogers lines; A. L. Zeitung, director of flatwear sales; Maltby Stevens, 


vice-president; Evarts C. Stevens, president, C. 


D. Munson, general sales manager and 


H. C. Wilcox, director of Holloware sales. Standing on left is Fred Baldwin, Pacific coast 
manager, supervisor of the new office. Others in the group are sales and office personnel. 
The opening was attended by many retail dealers who have silver departments. 








ress achieved in the increase of 
sales for nylon brushes. A very 
enjoyable banquet 

held in the evening. 





G. F. WRIGHT STEEL 


| MOVES CHICAGO OFFICES | ,, 

G. F. Wright Steel & Wire Co. | 
Wooster, | has recently moved its Chicago| game between the sellers and} B. J. Enright, Duff & Repp., Inc., 
| office and warehouse to 6000{ buyers, the sellers conquered| was chairman of the picnic com- 
the buyers by a score of 13 to| 


West 5lst St. The office will con- 


dinner was | 


300 ATTEND PICNIC 
OF KANSAS CITY 
HOUSEWARES CLUB 


and a bingo game conducted by 
Lou S. Gershon, manufacturers’ 
representative. 


Following the games, members 


fourth annual picnic of the Kan-| and guests enjoyed a buffet din- 
sas City Housewares Club held| ner of spareribs. Dancing fol- 


| Nearly 300 attended the recent 
| 


the Quivira Country Club, 
near Kansas City. In a soft ball 


lowed for three hours in the ball- 
room of the Quivira Country Club, 


mittee, assisted by Harold Reed, 


tinue to be under the direction | 9. In addition there was horse-| Bob Ingram, J. H. Wimberly, Sr., 


of Melvin E. Haas. 


! shoe pitching, potato sack race! Sid Delott and L. S. 


Gershon. 





ust DuROS [ZWlan 


and MULTIPLY Tool 





Men buy tools where they know they can get what they want. That's 
why dealers are delighted by greatly increased profits when they use 
Duro’s ‘']-2 Plan’’. ONE, they feature the full Duro line, TWO, they 
put the handsome Duro Display Boards to work getting fast turnover. 
That's the Duro ‘1-2 Plan’’ and it WORKS! Get started now on big 
tool profits, talk it over with your Duro Distributor right away. Mean- 
while write for big colorful free Duro Catalog—a world of profit 


opportunity for alert dealers everywhere! 


DURO METAL PRODUCTS CO., 2649 No. Kildare Ave., Chicago 39, Ill. 
GET BIG COLORFUL FREE CATALOG! 


See how you sell 
matched and complete too] sets as well as single 
tools under Duro’s “]-2 plan’’. 


DURO-CHROME 


108 





200 


pages of profit for you! 


Profits! 
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C. T. PRYOR, NAMED 
STANLEY TOOLS SALES- 


Stanley 
Conn., 


MAN 


Works, 


has 


CLIFFORD 


poitment 


sales 


of Clifford T. 
representative 

southeast territory. He will handle 
Stanley, 


Atha, 


announced 





‘ 


Stanley Tools, Division of The | 


New Britain, | 


the 


PRYOR 


in 


Yankee, 


ap- 


Pryor 


the 


and 


Russell Jennings Tools in South 
Carolina, Georgia, Florida, 
and Mississippi. 


Ala- 


Mr. Pryor joined Stanley Tools 
in 1936. He entered the army as 
a private in 1941, and held the 
rank of captain upon his dis- 
charge in 1945. Mr. Pryor served 
18 months overseas during which 


time he completed 53 combat 
missions. 
After being discharged, Mr. 


Pryor worked as a co-pilot with 


American Airlines, but returned 


to Stanley in August of 1946. 
During the past year he has | 


covered most of his present terri- 
tory substituting for Vincent Hart 
whom he is succeeding . 


POT & KETTLERS OF 
SALT LAKE CITY ELECT 
BEN CLARK PRESIDENT 

At a recent meeting, the Salt 
Lake City Pot & Kettle Club 
recently elected Ben T. Clark, 
Don Sluman Co., Sale Lake City, 
president. Other officers named 
at the same time include: Wm. 
F. Hendrickson, Kenneth H. 
Co., 660 N. Oakley St.. 
vice-president; Carl C. 
Z. C. M. I. Department 
15 S. Main St.. second 
vice-president: Tom F. Lattin, 
Wm. Volker Co.. 159 W. 2nd St., 
corresponding Stan 
Harrison, Allen B. Carpenter Co., 
140 W. 2nd St.. recording secre- 


Dahm 
first 
Adair, 


Store. 


secretary ; 


Vay 


C. HAGER & SONS HINGE MFG. CO. > ST. LOUIS 4, MO. 
b 3 
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tary; Henry W. Esckuche, West- 
ern Supply Co., 357 W. 2nd St., 
treasurer; J. Earl Bolton, Gen- 
eral Electric Supply Co., 312 W. 
2nd St., director; Lott L. Ewing, 
Strevell-Paterson Hardware Co., 
126 S. W. Temple, director; and 
J. H. Nicodemus, J. H. Nico- 
demus & Sons, 32 Exchange 
Place, director. 


MODERN WATER EQUIP- 
MENT MOVES TO NEW 
FACTORY 
For many years located in Chi- 
cago, the Modern Water Equip- 
ment Co., recently moved to its 
new plant at West Chicago, IIl. 
Occupying a five and a half acre 
site, the new factory itself is 200 
ft. long and 60 ft. wide, of one- 
floor plan with offices in front of 
the Located on four 
lane Illinois route 64, at the 
junction of the Elgin, Joliet and 
Eastern Railroad, the company’s 
new home is ideally situated for 

both truck and rail service. 


structure, 


SHELDON-WELLS BUYS 
TOWNSEND WIRE 
STRETCHER 
B. W. Townsend Co., Painted 
roa; 3. YF. recently been 
purchased by Ivan Sheldon. 


Sheldon-Wells, Kinzua. Pa. 


has 





SERVING THE HARDY 


SET AMERICAN FAIR 
TRADE MEETING FOR 
NOVEMBER 18 


The annual meeting of the 
American Fair Trade Council 
will be held at the Waldorf- 


Astoria Hotel, New York City, on 
Thursday, November 18, John W. 
Anderson, the organization’s pres 
ident, announced recently. 
govern. 
distribu- 


Leaders 
ment, manufacturers, 
tors, retailers and consumers are 
being invited to address a 12:30 
session of the 
the 
luncheon will 


representing 


o'clock luncheon 
according 
The 
be followed by an open 
headed by a panel of experts on 
Fair Trade and in which all per- 
sons attending the meeting will 
be invited participate. All 
phases of Fair Trade merchandis- 
ing will be discussed. 

Both the luncheon 
forum are to 
terested in resale price mainte- 
nance under the Fair Trade Acts 
in effect in 45 states, and reser- 


meeting, to an- 
nouncement. 


forum 


to 


and 
anyone 


open 


open in- 


being received 
11 East 
\ special 


vations are now 
at the Council’s offices, 
14th Street, New York. 
members’ meeting will be held at 
10:00 A. M. in the Flamingo 
Room of the Waldorf. The Coun- 
cil’s Board of Directors will meet 
on the preceding day. 


er a eee ee | 


1] 
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Hotpoint Advocates ‘Food Freezing Parties’ 
To Stimulate Interest In Home Food Freezing 


The appliance dealer will serve 
as host at consumer “food freez- 
ing parties” in his store under 
a novel home freezer promotional 
program originated by Hotpoint 
Inc., Chicago, Ill., Hollis C. Doss, 
sales planning manager, recently 
announced. 

The objective of the program 
is to stimulate consumer interest 
in the home packaging and freez- 
ing of foods, Mr. Doss said. 

The dealer will invite the 
homemakers of his community or 
neighborhood to attend the 
“party”, and participate in the 
actual freezing of fresh fruits, 
meats or vegetables. The dealer 
will provide the fresh foods as 
well as packaging materials and 
facilities for the preparation, 
packaging and freezing. 

After packaging their foods, 
guests will mark their packages 
for identification and place them 
in the freezers. The frozen foods 
can then be called for at the 
convenience of the homemaker. 

Mr. Doss said that for an 
expenditure of approximately 20 
cents per guest, the dealer will 
bring good freezer prospects into 
his store on two separate occa- 
sions. 

Promotional materials to aid 
the dealer in carrying out this 
program are being made avail- 
able at no charge. Appliances 
that might be put to use during 
the party are the refrigerator, 
Disposall, automatic dishwasher, | 





and electric range. The dealer 
who merchandises complete elec- 
tric kitchens is ideally equipped 
to handle the freezing demonstra- 
tion in surroundings that approxi- 
mate the homemaker’s kitchen, 
Mr. Doss said. 

The official suggested that each 
dealer wherever possible enlist 
the services of a qualified woman 





to act as hostess during the 
demonstration. 

Mr. Doss urged dealers to 
investigate the possibility of 


obtaining food and packaging 
material from local sources on a 
reciprocal promotional basis. Pro- 
spective guests can be contacted 
by telephone, personal calls, 
letters or printed invitations. 
Guests attending the party should 
be registered so that the dealer 
can follow up the prospect list 
with direct mail and_ personal 
sales calls. 





| 
The promotional program has | 
been designed so that it is flexible | 
enough to conform to the individ- 
ual dealer’s budget. At a nominal | 
expense, the official concluded, | 
the dealer now has an effective | 
means of promoting the sale of 
home freezers on an educational 
basis. 


J. P. PARKER, MADE 
SAVOGRAN TREASURER 
At a recent meeting of the 

board of directors of The Savo- 
gran Co., Boston, Chicago, and | 





Norwood, Mass., James P. Par- 
ker, Jr., was elected treasurer of 
the company. 

Mr. Parker succeeds Clement 
K. Stodder who has resigned as 
treasurer in order to give his full 
attention to the increasing pres- 
sure of his duties as president 
of the company. 





PLAN X CLUB LUNCHEON, 
GLD GUARD DINNER FOR 
OCTOBER 19TH 


The Old Guard will hold its 
annual dinner, Tuesday, Oct. 19, 
at the Hotel Brighton, Atlantic 
City, N. J., and the X Club 
Luncheon will hold its luncheon 
the same day in the Chevy Chase 
Room of the Marlborough Blen- 
heim at 1 p.m. George H. Harper, 
1901 Light St., Baltimore, Md., 
will direct both affairs. Both 


| these affairs are highlights of 


convention of the 
American Hardware Manufac- 
turers Assn. and the National 
Wholesale Hardware Assn. 


the joint 





TOY ASS’N SPONSORS 
PROGRAM TO INCREASE 
EASTER, SPRING SALES 


A program, including an in- 
tensive use of direct mail and 
publicity by the Toy Association, 
200 Fifth Ave., New York City, 
10, as well as advertising by in- 
dividual manufacturers, was re- 
cently adopted by joint action of 
the marketing and _ publicity 
committees of the Toy Mfr’s. of 
the U.S.A., to increase the sales 


| of spring and Easter Merchan- | 


dise. 











At the annual sales meeting of the Reo Motors Corp., Lawn Mower Division, in Lansing, 
Mich., Sam Briggs, division manager, announced the advertising and sales promotion 


campaign for 1949 lawn mowers. New 


Reo models featuring the Reo-built 1 hp 4 cycle 


engine including the deluxe Trimalawn and the Royale were displayed. A complete pro- 


motional package of merchandising material will be presented to Reo dealers. 


Shown 


above are: left to right, Warren Sluster and Aaron Adler, agency representatives; L. T. 


Beresford, salesman, R 


C. Crosby, production manager; 


D. P. Spauld 


ing, assistant to 


Mr. Briggs, Sam Briggs, sales manager, R. E. Bradley, salesman, John Pingel, advertising 
manager, H. M. Kolemainen, parts and service manager, James L. Satterfield, salesman, 
Thor Loe, salesman and Neil L. Brown, salesman. 
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W. P. GILLESPIE NAMED 
MGR. HENRY DISSTON 
MARKET REQUIREMENTS 


The appointment of William 
P. Gillespie as manager of its 
| new market requirements depart- 
|ment, has been announced by 
|Henry Disston & Sons, Inc., 
Philadelphia. Harold A. Stevens 
has been named to succeed him 
as assistant manager of sales in 





the hardware department, the 
post he has held since 1944. 
Mr. Gillespie joined the 


Disston organization as a junior 
| salesman in 1936. After three 
years of calling on both retail 
and wholesale trade, he was 
called to the home office at Phil- 
adelphia for special assignments 
in the hardware sales depart- 
ment. Among his duties during 
the war was aiding in the ex- 
pedition of government orders 
for Disston products. 

Mr. Stevens’ association with 
Disston’s hardware division be- 
| gan in September, 1944, and fol- 
| lowed several years’ experience 
| with Universal Credit Corp. and 
| The Budd Co. Since 1944 he has 
represented Disston in New York 
and the New England States. 

The chief function of the new 
market requirements  depart- 
| ment, according to Walter H. 
| Gebhart, vice-president of Dis- 
| ston. will be “to interpret the 
customers’ requirements on prod- 
uct design, utility, packaging 
and other features, after careful 
| analysis of the facts.” 














HAMILTON MIDWEST 
| AREA TO BE COVERED BY 
R. F. McCAMBRIDGE 


Robert F. McCambridge is the 
newly appointed factory repre- 
sentative in the Middle West 
region for Hamilton Automatic 
Clothes Dryers, according to an 
announcement by Charles H. 
Rippe, Sales Director, Home Ap- 


‘| pliance Division, Hamilton Man- 


ufacturing Co., Two Rivers, Wis. 

Mr. McCambridge, who re- 
places D. H. Davidson, is well 
known among distributors and 
dealers in this Midwest area, 
having covered most of the ter- 
ritory in the past on _ special 
Hamilton Dryer promotions, in- 
cluding major appliance shows, 
special exhibits, and conven- 
tions. 





| A CORRECTION 

In the Aug. 12 issue on page 
| 199, in a news item which an- 
| nounced that Madwed Mfg. Co., 
Bridgeport, Conn., recently ac- 


| quired the exclusive rights to 
manufacture the Karen Dial-O- 
Matic Pressure Kookers, the 


company was referred to incor- 


| rectly as the Madweb Mfg. Co. 
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Designed to meet the most 
E exacting Requirements! 
‘A WARWOOD , 


GARDEN 





These unique tools were 
developed in accordance 
with the advice and sug- 
gestions of many expert 
gardeners, who required something better 
than the average in garden hoes and 
mattocks. 





They are sufficiently light to prevent fa- 

tigue, while retaining the superior hang, 

balance, rigidity and freedom from torque and bounce, which 
only forged tools can provide. 





The attractively finished heads are packed for shipment in strong 
cartons, one dozen to the carton. 


Nos. DB, BP, and GH are furnished with polished 4 ft. and 4-1/2 ft. ash handles. 


Nos. LC and AE are furnished with 36 inch long hickory handles finished in ivory 
enamel. 


WARWOOD TOOL COMPANY 










WHEELING, WEST VIRGINIA 
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PYRENE CAMPAIGN WILL 
TRY TO PUT A FIRE DEPT. 
ON EVERY FARM 


Throughout the American agri- 
cultural scene, thousands of farm 
implement and hardware dealers 
are being sought to arm the 
American farmer against one of 
his worst foes, fire. The campaign 
powered by 20,000 wholesale 
salesmen, who will seek to line 
up dealers, by literature, special 
offers, point of sales displays by 
national advertising and assur- 
ance of dealer profits, will be 
sponsored by Pyrene Mfg. Co., 
Newark, N. J. 

Pyrene representatives will visit 
each hardware dealer who stocks 
the Pyrene farm assortment and 
instruct him in the use of various 
extinguishers, said Nelson Bauer, 
assistant general sales manager 
for the company. Thus the dealer 
will be made sufficiently expert to 
advise the farmers in his area on 
the best type of equipment to 
purchase for their particular fire 
hazards, Pyrene is offering the 
dealer a farm deal—an assort- 
ment of extinguishers selected 
especially for coping with the 
usual farm fires, to prosper the 
plan. The farm deal extinguishers 
are exhibited on a red, white and 
gold metal floor display stand 
provided by Pyrene. In promot- 
ing extinguisher sales, dealers 
will be aided by store posters, 
window streamers, dealer manual. 
booklets on fighting farm fires 
and on the history of fire and 
complete advertising mat service. 
Also the dealer will have the 
advantage of the national adver- 
tising in which the company 
attempts to drive home to the 
farmer the vital need for fire 
protection. 


Cc. O. RADER NAMED 
AER-A-SOL PRODUCTS 
SALES MANAGER 

Charles O. Rader, formerly 
commercial sales promotion 


manager of the Koppers Com.- | 


pany, Inc., Pittsburgh, Pa., has 
been named sales manager of 
Aer-a-sol_ Products at Bridge- 
port Brass Co., Bridgeport, 
Conn., it was announced recently. 


In 1933 he became associated 
with the Lever Brothers Co., as 
a member of their sales organ- 
ization and in 1944 became 
division sales manager and as- 
sistant to the division manager 
of Lever Brothers in Pittsburgh. 

In 1946 Mr. Rader joined the 
Koppers Company in their ad- 
vertising department 
later appointed commercial sales 


204 


| 


| promotion manager in the sales 
| department, central staff. 

The new sales manager brings 
to Bridgeport Brass a successful 
experience in many fields in- 
cluding sales tests in sampling, 
company-wide advertising and 
the evaluating of sales objec- 
tives. His efforts include 
work and supervision in the in- 
troduction of new products in 
various fields for Lever Brothers 
and Koppers. 


sales 


A CORRECTION 


In the July 15 Directory issue 
‘on page 13 of the Index Products 
Information Section, the Inde- 
pendent Metal Strap Co., Ine.. 





| 


| 


| 





Brooklyn, N. Y., was incorrectly 
listed as the Independent Metal 
Serap Co., Inc. 


G. E. CLEMENT MADE 
NEWTON LINE CO. 
SALES MANAGER 

George E. Clement has re- | 

cently been appointed sales man- | 
ager of the Newton Line Co., Inc., 
Homer, N. Y. Mr. Clement has | 
been associated with the sport- 
ing goods and fishing tackle 
trade for more than 19 years, as | 
an employee of Shapleigh Hard- 
ware Co., wholesalers, St. Louis. 
Mr. Clement has had long ex 
perience in buying and in travel- 
ing the midwest and southwest- | 





ern states. This activity was 
interrupted by the 33 months he 
spent in the Army Air Force. 


In his new position, Mr. Clem- 
ent to the office held 
by the late Joseph F. Jones. He 
will be responsible for the Ameri 


GEORGE E. CLEMENT 


succeeds 
can and Canadian sales and dis- 
tribution phases of Newton. 








Franklin Hardware & Supply Co. 


Reporting an average sales Russell Selkirk, Cobleskill N. Y. 


vain, for the first seven months 


of this year, of 14 per cent over | 


the same period in 1947 and a 
membership of 151 stores. F. 
Leon Herron, executive vice-pres- 
ident and general manager, wel- 


comed_ dealer-stockholders and 


| guests to the Sept. 13 Fall Mer- 
| chandise Show 


meeting of 


and 
Franklin Hardware & Supply Co., 


dealer owned wholesale house, at | 
its headquarters, 918 N. Dela- | 
ware Ave., Philadelphia, Pa. In- | 
cluding guest dealer registrations | 


there were 185 stores represented, 


as well as a number of manu- 
facturers. who exhibited their | 
lines. 


At the morning session organi- 
zation procedures were outlined 
by F. Leon Herron, Jr.. assistant 
manager. Afternoon speakers 
were: Mr. Herron, Sr., Charles 
F. Parvis, president of the com- 
pany, and two dealer members, 
John Bennett, Easton, Pa., and 





and was | 


Per Cent Sales Gain 


pre- 


Reports 14 


modern arrangement, 
sented with the intention of show- 
ing operation of the company’s 


was 


4 playlet in two scenes, one 
in an old-fashioned store and the 


other of the same store in more | plan. 





Some of the officers and directors of Franklin Hardware & Supply 
Hardware Co., Seated, F. Leon Herron, executive vice president and 
general manager; George R. Park, Wayne, Pa., treasurer; Charles F. 
Parvis, president and M. W. Allen, Carlisle. Pa., vice president. 
Standing: Harry D. Kaiser; Herbert Weber, Olney, Pa.; Charles P 
Reinboth, Lawndale, Pa., and Ralph Imschweiler, Tremont, Pa. Direc- 
tors not present when this picture was taken were: Morris Yearsley, 
West Chester, Pa., and Walter Massey, Dover, Del. 








Part of the group of dealer members and guests at the afternoon session of the Fall 
Merchandise Show and meeting. 
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American Gas Ass’n. Institates Nationwide 
Campaign to Promote Gas Range Sales | ins yet: president R. M. Rink, 


Starting October 1 a compre- 
hensive new merchandising pro- 
gram to promote the sale of all 
types of domestic gas ranges will 
be sponsored throughout — the 
country by the Domestic Range 
Committee of the American Gas | 
Association, 420 Lexington Ave., 
New York City, the slogan of the 
campaign, which was adopted in 
a nationwide contest will be 
“Smart Cooks Know—Gas Has | 
Got It.” A secondary slogan, “For | 
That Cook Book Look—Gas Has | 
Got It,” also will be used to} 
stimulate public interest. 





The program will augment and 


complement the A.G.A.’s exten- 


sive national advertising cam. | 
paign featuring automatic gas | 


ranges. Designed for operation at 
the local level, gas utilities will 
be largely responsible for making 
the plan effective in their terri- 


tories. 

Spearheading the campaign are 
two comprehensive portfolios re- 
plete with sales and promotional | 


material for conducting a gas 

range sales campaign. These 

pieces, prepared by the A.G.A. 
Promotion Bureau, have been | 
distributed nationally to gas | 
company sales and advertising | 
executives. | 


This newest A.G.A. merchan- | 
dising activity will be particu- | 
larly valuable as a means of 
enlisting enthusiastic dealer co- | 
operation. 

One of the two portfolios is 
designed for the gas range dealer, | 
while the other is a gas utility 
folder with ideas 
showing how to put the campaign 
to work and obtain the greatest 
from gas 


executive's 


possible cooperation 
range dealers. 


Included in the dealer’s port- 
folio is a background on the 
A.G.A. Laboratories’ Approval 
Seal. In its exposition of the gas 
range market, the folder shows 
that the new construction poten- 
tial is a million units a year, 
while the gas range replacement 
market is wide open with more | 
than 10,623,000 ranges now in | 
use which are more than 10 years 
old. Constantly accelerating vol- | 
ume of gas range sales is pictured 
graphically with an encouraging 
word about the prospects of 
increased gas range production. 








A large section of the 20-page 
portfolio addressed to dealers is 
devoted to an exposition of sell- | 
ing features of the modern gas | 
range and means of building gas | 
range prospect lists as well as 
of drawing more customers on to 
the sales floor. Several contest 





ideas are provided along with 
suggestions for sales floor demon- 
strations. 

Merchandising support for the 
gas range dealer is demonstrated 
in a two page spread devoted to 
advertising given to gas ranges 
in national consumer magazines 
by A.G.A. and gas range manu- 
facturers to the extent of more 
than one billion impressions per 
year. Material help for the dealer 
is provided in several pages de- 
voted to advertising, display, and 
merchandising helps available to 
him through A.G.A., gas appli- 
ance manufacturers, and individ- 
ual range manufacturers. 

Both pieces have been mailed 
Addi- 
tional dealer 
portfolio are available for pur- 
chase by gas utilities for distri- 


to gas utility executives. 
copies of the 


bution to range dealers in their 
territories. 

Many gas companies 
already indicated their intention 
to participate in this campaign 
during the last quarter of this 
year and it is expected that more 
companies will participate as soon 
as they have studied the portfolios 


have 


which detail the campaign. Dealer | 


portfolios are to be sold at 25 


| cents each. 


AMERICAN LADDER INST. 
TO BACK LADDER CODE 
WITH PROMOTION 


The American Ladder Institute, 
1835 K St. N. W. Washington 6, 
D. C., a national organization 
of wood ladder manufacturers, 
held its annual meeting at the 
Edgewater Beach Hotel, Chicago, 
ending September 1. In the desire 
to back up their endorsement of 
the American Standards Associa- 
tion new wood ladder code, the 
institute adopted and made plans 
for a national advertising pro- 


| gram and certification program, 


which includes individual label- 
ling of ladders to assure buyers 
and users of ladders that their 
ladders are manufactured to the 


minimum or above the specifica- | 


tions of the new American Stand- 
ards Association code. 

The American Standards Asso- 
ciation code is a basis for most 
of the state and national codes 
in use today. The individual 
labelling program will assure the 
buyer of ladders and the general 
public that they are obtaining 
safe ladders and the right ladder 
for the job. The label to be put 
on every ladder will carry the 
American Standards Association 
and the American Ladder Insti- 
tute combination seal. 
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| The following officers and 
| trustees were elected for the ensu- 


Goshen Manufacturing Co., Gosh- 
en, Ind., vice-president—Paul N. 
Howard, Howard Manufacturing 
Co., Kent, Wash.; treasurer 
H. G. Arnold, Bauer Manufactur- 
ing Co., Wooster, Ohio; secretary 

R. H. Moulton, Moulton Ladder 
Mfg. Co., Somerville, Mass.; H. 
S. Bradley, W. W. Babcock Co., 
Bath, New York; C. Edw. Bel- 
anger, ex-officio, J. R. Clark Co., 
Spring Park, Minnesota. 


H. L. JUDD OPENS 
SHOWROOM, WAREHOUSE 
IN LOS ANGELES 

The H. L. Judd Co., Walling- 
ford, Conn., has recently opened 
a new showroom, warehouse and 


sales office at 3300 Leonis Blvd., | 


Los Angeles 11. 


PHILA. HARDWARE 
MERCHANTS & MFRS. 
HAVE GOLF OUTING 


The Fall Golf Tournament and 
Dinner meeting of the Hardware 
Merchants and Manufacturers As- 
sociation of Philadelphia was 
held at the Manufacturers’ Coun- 
try Club, Oreland, Pa., on Tues- 
day, Sept. 14. Members and 
guests numbered 51. The golf 
| trophy was won by E. B. Frock, 
| Hanover Wire Cloth Division, 


| Continental-United Industry Co., | 


Inc., Hanover, Pa. 








ARMAND J. GUERRERO 


A. J. GUERRERO NAMED 
SALESMAN FOR 
WASHBURN CO. 


Armand J. Guerrero has been 
| appointed sales representative 
of the Washburn Co., Rockford, 
Ill., in Michigan, Indiana, Ken- 
tucky and Western Illinois. Mr. 
Guerrero was formerly associ- 
ated with the Procter & Gamble 
Co. 


HAROLD AMES ACQUIRES 
NAT’L STAMPING WORKS 


Harold T. Ames, president of 
the Chicago Electric Mfg. Co., 
| and owner of LaPorte Corp., La- 
| Porte, Ind., has recently pur- 
chased the National Stamping 


& Electric Works of Chicago. 








OBITUARIES 








CARL M. BERNEGAU 


Carl M. Bernegau. 82, chair- 
man of the board of Keuffel & 
Esser Co., Adams St., Hoboken, 
N. J., died at his summer home 
in Greene County, Elka Park, 
N. Y. Mr. Bernegau had been 
president and 


until failing health forced his 
retirement from active work a 
year ago and he was named 
chairman of the board. In Ho- 
boken he was a trustee of Stevens 
Institute of Technology and when 
he moved he made a gift of his 
home in the Castle Point section 
of the city to Stevens. He had 
been a vice-president and a di- 
rector of the First National Bank 
of Hoboken and when that bank 
merged with the First National 
Bank of Jersey City, he became 
a director of the latter. 

He was a trustee of Lenox 
Hill Hospital, New York, an 
honorary member of the Amer- 
ican Society of Civil Engineers 


treasurer of | 
Keuffel & Esser for many years | 


and former president of the Elka 
Park Community Club. 


LOUIS J. MOSES 


Louis J. Moses, operator of 
the Bergen County Paint & 
Hardware Co., 12 N. Washington 
Ave., Bergenfield, N. J., died re- 
cently. He was an active mem- 
| ber of the Bergen County Hard- 
ware Merchants Association, Inc., 
and a loyal supporter in all of 
the association’s enterprises de- 
signed for the promotion and 
welfare of the retail hardware 
business in Bergen County. 





WALTER E. SPIEGEL 


Walter E. Spiegel, 53, died 
after suffering a heart attack at 
| his summer home in Brookfield, 

Conn. He was president of 
Spiegel Bros. Corp., hardware 
dealers, 806 Broadway, New 
| York City. He is survived by 
his widow Betty, and a daughter, 
Ellen. 
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ADVANCES 


Some galvanized products. Some farm implements, farm tractors. Silver. Some radio 
sets, combination radio phonographs. Some sun lamps. Some industrial power products. 


DECLINES 
Hides. Leather. Feed. Some sun lamps. 








Further galvanized products 
advances—Following the recent sharp 
mark-up on zinc, further changes are 
«following frequently on galvanized steel 
products. Among those recently report- 
ed are the following: One company, 
effective Aug. 24, increased its extra 
for tumbler and dip galvanizing of nails 
by 30 cents per 100 pounds. It also in- 








creased the extra for electro-galvanizing 
by $1.00 per 100 pounds. National Tube 
Co. has tied its prices of galvanized 
pipe to the price of spelter (zinc). On 
July 21, the company’s new base dis- 
counts on galvanized pipe were set up 
on 12 cents per pound zinc. For every 
one cent per pound increase in the price 
of zinc, the discount is to be reduced one 
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point. For each reduction of one cent 
per pound in zinc, the galvanized pipe 
discount will be bettered by one point. 
Increases in National Tube’s galvanized 
pipe, effective Aug. 26, and now based 
on 15 cent zinc, amount to three points 
lower discount, or $6 per net ton. On 
Aug. 30, one maker advanced its 
prices on galvanized wrought iron pipe 
by $8.00 per net ton. Also, effective Sept. 
1, Jones & Laughlin Steel Corp. advanced 
galvanized steel pipe prices by $6.00 
per net ton, “to compensate for higher 
costs of zinc.” 
a *” x 

Hides and leather — Cheaper 
hides are promisiong perhaps less costly 
leather products. Cattle hides which 
brought nearly 38 cents a pound in 
Chicago last November had slipped to 
30 cents by the first of this August. They 
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SIMONDS CIRCULAR SAWS 
UP TO 16” IN DIAMETER 
are individually packaged and 
completely protected by tough 
corrugated board...can’t be 
scratched or dulled. 


























wood CUTTING 


Piva" | 25] 5) 


ano sTEE 

etn Simons Sune. eee® 
BAND SAWS 
come in this bright 
red flat package 
protected aunress 
injury to blade, 
teeth, or weld. 
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SIMONDS DADO HEADS 


in standard sets, are packed 
~ in a sturdy wooden case... 
fully protected against damage... 
ready for immediate use. 







SIMONDS is set up to give you delivery 
of Packaged Narrow Band Saws and 
Packaged Circular Saws... right now. 
These compact, colorful new Simonds 
packages are plainly marked with sizes 
and specifications. They are easier 


Ad and safer... both for you and your 

customers ...to handle in and out 

a of stock. And every saw goes onto 
the job as fit as it left the factory. 

What's more, you save packing time 

and cost. So get in touch with the near- 


est branch office... and order Simonds 
Packaged Saws today. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green Street, Chicago 7, Ill.; 416 W. Eighth Screet, Los Angeles 14, 
Calif.; 228 First Street, San Francisco 5, Calif.; 311 S. W. First Ave., 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. 
Canadian Factory: 595 St. Remi St., Moatreal 30, Que. 




















<< SIMONDS a ' x L A ) ®) | ® ’ ( ~ 
Other Sidon of SONOS SAW AND STEEL CO. — wie’ nee » : dl Z 
CUTTING TOOLS 


making Quality Products for Industry 
po for Wood, 1, Paper, 
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Special Electric Wheels Simonds Products § i ——— 
x SIMONDS ALSO MAKES: “Red Tang” Files + “Red End’’ Hacksows * 


Furnace Steels and Grains for Canada 





“Blue Tip’’ Bits & “Red Circle’’ Shanks for Simonds Inserted-Point Saws 


ee, foe 
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This Amazing New, 


F Low-priced, Oscillating 
SANDER and POLISHER 


\\ ATTACHMENT FOR BLACK & DECKER, 
\ Home Utility, '/a Electric Drill 


Dealers everywhere have been quick to 














see its great sales and profit opportu- 
nity. It works as attachment for BLACK 
& DECKER, Home Utility, ’’ Electric Drill 
—and it does that swell job of sanding 
and polishing that every home crafts- 
man and home owner wants and will 
gladly spend money to get. 





DU FAM Tr 


SANDER and POLISHER 


— - 
SIX STAR ADVANTAGES 


% Easy to use 
Attached and detached in a jiffy 

Weighs only 5 Ibs., complete with drill—so doesn’? 
tire the operator 

Perfectly balanced; all vibration confined to the 
platen 

Durable — nothing to get out of order 

Can be used in corners, as well as in wide open) 
spaces 





Every owner —and every new 
buyer of a Black & Decker, 
Home Utility, 4 Electric Drill is 
@ prospective purchaser of the; 
OU-FAST Sander ond Polisher, 


++ + oH 








Sold only through 
Distributors of BLACK & 


DECKER, Home Utility 
Tools. 








now sell for 2714 cents. Leather demand 
has been slow for nearly a year. Stocks 
are piling up, tanners say. Leather men 
are keeping an anxious eye on Argen- 
tina these days. The big Latin Ameri- 
can country has some three million 
cattle hides (equal to a month-and-a- 
half U. S. requirement) on hand, which 
she hasn’t been able to sell to Europe 
because the Europeans lack cash. Argen- 
tina needs dollars, so it is thought she 
may seek to market her hides here. 
Such action would likely knock U. S. 
prices down another notch or two. 
x * * 

Philco raises prices — Philco 
Corp. announced that effective Sept. 13, 
it is making upward price adjustments 
on many of its radio and radio-phono- 
graph models, averaging 2.5 per cent at 
the retail level. At the same time, 
Model 1240, a _ consolette television 
receiver with a 12-inch viewing tube, 
will be increased from $424.50 to 
$439.50, plus excise tax and installation. 
Philco says the higher prices were made 
necessary by “continued increases in 
wage and material costs which have oc- 
curred since our 1949 radio line was 
introduced last June. Every effort will 
be made to hold the new prices and 
avoid further increases.” 

= a a 

Sun-lamps—On Sept. 7, a re- 
duction of approximately 15 per cent in 
the price of sunlamps was announced, 
from Cleveland, by General Electric 
Co.’s lamp division. The price cut 
amounts to $1.45, dropping the retail 
price of the lamp from $9.95 to $8.50. 


a we cad 


The pinch on flax-seed—Flax- 
seed exports are being considered as a 
way to unload mounting government 
stocks of this linseed oil and meal crop. 
With the marketing season just start- 
ing, government price support pur- 
chases have already piled up to about 
seven million bushels, at $6 a bushel, 
out of a total estimated crop of 44.5 
million bushels. Flaxseed’s pre-war 
1939-40 price was around $1.65. Current 
buying by processors, protesting the 
high price, remains proctically at a 
standstill. A decision from Department 
of Agriculture officials is due soon on 
whether to take a loss on their flaxseed 
by selling abroad. Foreign countries 
want the flaxseed, but won’t pay the $6 
a bushel the government holds out. 

* *« * 

Another “Harvester” ad- 
vance—Effective Sept. 7, International 
Harvester Co. announced additional 
price increases on farm implements, 
farm tractors and industrial power 
products. Motor trucks, the other major 
Harvester line, are not being increased 
in price at this time. The increase on 
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farm tractors will average 9 per cent. 
While a spokesman for the company 
said the mark-up on farm implements 
and industrial power products had not 
been percentaged, he added that the ad- 
vance for these two lines would be 
“oreater than the 9 per cent average on 
farm tractors.” Explaining the reasons 
for the advances, Harvester said: “In- 
creased costs compelled us to increase 
our farm tractor prices on June 3, our 
industrial power products on June 15, 
and some of our farm implements last 
spring. But since those increases we 
have made another wage increase to our 
employees, steel prices have advanced 
aearly $10 per ton, there have been 
substantial price increases in coal, pig 
iron and other basic materials, transpor- 
tation costs have advanced, and a great 
many of our suppliers have increased 
wages and costs. As a result, our costs 
have risen so sharply that the price in- 
ereases we are making now will do no 
more than restore the actual low dollar 
profit on the three groups of products 
which we had at the time of the last 
price increases.” 
* > * 
Price averages fall slightly 
-The Bureau of Labor Statistics whole- 
sale price index declined 0.6 per cent 
for the week ended Sept. 4, mainly be- 
cause of “sharply lower prices for fresh 
meats, livestock and poultry.” These de- 
creases more than offset higher prices 
for grains. The B.L.S. index for the 
week was 167.4 per cent of the 1926 
average. That was 1.1 per cent less 
than the record high of 169.2 two weeks 
earlier, but it still was 8.1 per cent 
above the same week in 1947. Actually, 
even the advancing non-farm commodi- 
ties have been inching upward on the 
price ladder at a tired pace. Many of 


them are slipping. Cotton textile prices 
are pointed downward. So are some 
types of lumber. So are hides and 
leather. So is rubber. Industrial buyers 
grow more cautious in making distant 
commitments. with manufacturers’ in- 
ventories now nearly 50 per cent above 
two years ago in dollar value, and 160 
per cent above the 1939 average, indus- 
trial and store buyers are trying to 
trim stocks where: they can. There is 
futher evidence that the price boom is 
“booming slower” in that the B.L.S. 
average of all wholesale prices has 
climbed only 2 per cent in the first 
eight months of 1948, while that in- 
crease was 12 per cent in the like period 
of last year. 
* 7 - 

Corn crop estimates upped 
again — The Agriculture Department 
boosted still higher its record corn crop 
forecast of a month ago. On the basis 
of September 1 field conditions, it pre- 
dicted 1948 corn production of 3,528 
million bushels This was 22 million 
bushels above the Aug. 1 estimate. Such 
an output would compare with the previ- 
ous banner yield of 3,250 million 
bushels in 1946. The Department placed 
the 1948 wheat crop at 1,284 million 
bushels, about 6 per cent below last 
year’s record production, but 36 per 
cent above the latest ten-year average. 
The expected 1,284,995,000 bushel 
wheat harvest would be the second 
largest in history, exceeded only by the 
1,364,919,000 bushel harvest last year. 

- a —_ 

Steel to be tighter—Steel con- 
sumers whose fourth quarter quotas 
have been cut “will find steel even 
harder to get in the first quarter of next 
year,” according to The Iron Age, with 
which Harpware Ace is affiliated. De- 








Wholesale Hardware Sales° 
By Geographic Divisions, for July, 1948 








SALES REPORTED 






































| 
| SALES YEAR-TO-DATE b 
| Percent Change 
GEOGRAPHIC July 1948 Amount (Add 000) 
DIVISION vs. Percent | 
Number |____ Change | Seven | Seven 
of from | Months | Months 
Firms July June July July June | 7 mos. 1947 | 
c 1947 1948 1948 1947 1948 1947 (Add 000) |(Add 000) 
| 
U. S. TOTAL.... 259 +9 — 5 | $63,545 | $58,528 | $66,945; + 8 | $480,566 | $446,190 
New England........ 17 —-2 -17 1,151 1,179; 1,395) +5 11,123 10,559 
Middle Atlantic ..... 63 +10 —10 9,134} 8.287) 10,171) +7 376 | 71,468 
East North Central... 43 —2 -1 11,807 | 12,008 1,948; +4 82,970; 79,810 
West North Central. ... 34 +15 —2 13.881 | 12.044) 14.105; + 9 98.578 | 90,498 
South Atlantic........ 28 +12 -—6 4.784) 4,258; 5,115) +13 33,919 | 30.148 
East South Central. . . 14 +12 -1 3,066| 2,726; 3.110}; +9 30,277 | 27,890 
West South Central... . 20 + 8 —-11 7,003; 6.511 7.867; +11 57.646 51.764 
Mountain............ 13 +23 — 3 2,909; 2,358; 2,990) +16 17,150} 14,818 
Pacific...............] 27 +7 —4 9,810 | 9,157) 10,244) +5 72,527 | 69,235 





Bureau of the Census 


Current Wholesale Trade 


a Includes 13 reports received too ate to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in ail cases to the year-to-date figures. 
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BIG VARIETY OF 


VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
. . « They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 











White Jor Dealer Set-up 


CARPENTER-MORTON CO. 
DEPT. H = EWERETT, MASS. 
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Wholesale Hardware Inventories ° 
By Geographic Divisions, for July, 1948 




































































End of Month Inventories (Cost)* Stock-Sales-Ratios b 
? a —_ a" Weeks’ Supply 
Percent | of Inventory 
GEOGRAPHIC July 1948 Amount (Add 000) on Hand 
DIVISION vs. | : 
Number | . | 
Jul ; Jun Jul Jul June July July June July July 
oom 194 1948 1948 1947 1948 1948 1947 | 1948 1948 & 1947 
UNITED STATES TOTAL..... 178 +18 -1 $110,933 | $94,185 | $112,008 223 206 216 13.1 12.1 
See ee 11 13 -2 3,014 2,673 3,076 272 19.6 16.7 
Middle a See 37 ti 0 11,326 9,595 11,284 197 191 187 11.6 11.3 
East North Central............... < 34 +17 0 23,229 19.825 23,334 218 181 215 12.8 10.7 
West North Central............... 27 +24 -2 26,978 21,689 27.435 202 188 203 11.9 11.1 
> aaa 24 +24 +2 9.354 7,538 9,196 192 195 12.3 11.3 
East South 7 +15 -4 2,942 2,553 3,059 145 141 14 8.5 8.3 
West South Central.......... 11 +16 -1 10,856 9,349 10,984 255 246 15.6 15.0 
eve 8 +18 -3 1,595 1,354 1,640 192 200 182 11.3 11.8 
EE 19 +10 -—2 21,641 19,609 22,090 2 276 271 16.6 16.3 
Bureau of the Census Current Wholesale Trade 


a Includes 9 reports received too late to be incorporated in Census Bureau published releases. 
b Steck-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 


* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and 


t by the number of weeks in the month. 





inti p 
tiplying the q 


Sales include direct shipments and consignment business. Weeks supply are lower than if based on cost of sales from owned stocks. 








mand was reported by The Iron Age to 
be undiminished for virtually every item 
on the steel list, which cited as reasons 
for its prophecy (1) loss of 1,600,000 
tons of steel because of the coal strike; 
(2) loss of pig iron needed by small 
firms and foundries; (3) increase in 
the number and tonnage of defense or- 
ders; (4) certainty that European re- 
covery requirements will hit harder from 
now on; (5) higher tonnages for volun- 
tary allocations, and (6) sustained de- 
mand from consumers who were expect- 
ed to order less steel. “Researchers, 
economic experts and steel officials are 
flabbergasted at the continuation of 
heavy steel demand,” said The Iron 
Age, which thus reports its findings on 
the situation of some users: 


Oil companies—Orders for pipe run 
well into 1953 with some companies, 
and “pressure from that industry for 
months to come will be steady, heavy 
and vocal.” 


Shipbuilding and repair—Demand for 
steel plates this week is reaching a new 
high, and “that makes the sheet picture 
tighter, too.” 

* ~ os 

Output rate down—Steel oper- 
ations for the week ended Sept. 4 were 
slated at 95.2 per cent .of capacity, 
against 95.9 per cent in the preceding 
week. A month ago, the rate was 94.2 
per cent, and a year ago 92.4 per cent. 
A spokesman for the American Iron & 
Steel Institute said the extreme heat in 
late August had slowed steel production 


noticeably. 
* * * 


Defense allocations to begin 
—The steel industry shortly will begin 
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the voluntary allocation of 102,500 tons 
of steel products a month to manufac- 
turers who hold military orders. And 
the mills can turn out steel for defense 
goods, without subtracting from their 
civilian output. Secretary of Commerce 
Sawyer and Attorney General Clark 
have approved this pian, and copies 
are being circulated to the steel com- 
panies that have agreed to participate. 
The annual 1,230,000 tons of steel prod- 


ucts covered by military allocations are 
supposed to cover all steel requirements 
of the armed services for their manv- 
facturers for the year ending next 
June 30. The formal allocations agree- 
ment provides that any manufacturer 
who wins a military order can get extra 
steel to fill it regardless of whether he 
has adequate steel supplies of his own. 
Meanwhile, the Commerce Department 
has announced that it is starting an all- 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 18 CITIES IN THE UNITED STATES 
July, 1948, Comparisons 


Percent Change 





July 1948 7 mos. 1948 July 1948 
compared with compared with compared with 
Cities July 1947 ” 7 mos. 1947 June 1948 

California—Los Angeles ............ +19 +9 —13 
I PUNE Adeiccicéonesaewseepe + 8 +16 — 3 
TGC NEED. esc cc ccecscssees +7 +5 —4 
Massachusetts—Boston ...........-- —10 +13 —l1 
Michigan—Detroit .............++.- — 2 +15 —9 
Missouri—St. Louis...............-- + 6 +5 -15 
Nebraska—Omaha .............000- + 4 +4 —1s 
New York—Buffalo ................ —1 + 3 — 8 
ue. te re i — 7 — 2 —16 
ID Sik ciwoccboecedcenesewe +10 + 8 — 5 
ES EEE EOE Ee ee +15 +9 — 8 
SE ag SR rene +13 +11 — 8 
WEIN 5D Secchi esedcleess ds +1 — 1 — 5 
Pennsylvania—Philadelphia ......... — 1 — 3 —9 
PEE Grd ccirceesndcésvoesoe + 8 + 3 — 6 
Virginia—Richmond ............... +14 + 5 im’ 
Washington—Seattle ............... + 2 oa a 
Wisconsin—Milwaukee ............. +36 +21 — ] 





Compiled by Bureau of the Census, U. S. Department of Commerce. 


Editor’s Note: Monthly 


Trade Reports of the Bureau of the Census are now 


limited to cities and other local areas, because appropriations available for the next fiscal 
year are not sufficient to develop and maintain valid data on a state-by-state basis. 
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YOU CAN HELP STOP THIS 
PUBLIC ENEMY 


Reliable estimates place the destruction caused by rats in the 
United States at over 2 billion dollars a year. Nor is the damage 
confined to property. The rat carries seven diseases, including 
typhus—a loathsome disease which is becoming more prevalent in 
certain sections of our country. 

Health officers stress the need of screening the rat out of buildings, 
of removing his food supply, and of exterminating him. This calls 
for hardware cloth; tightly covered, metal garbage cans; rat traps 
and rat poisons—all sold by hardware stores. 

As a hardware dealer you can render a valuable service to your 
community by cooperating with your local health officer in a rat 
control program. And such cooperation can mean added sales of 
Clinton Brand Hardware Cloth and allied rat control products. 

Clinton Brand Hardware Cloth is galvanized after weaving to 
give it added strength. It is available in standard widths and meshes. 








WICKWIRE SPENCER 
HARDWARE PRODUCTS 


INSECT WIRE SCREENING 


Famous American 
“GOLD STRAND” Brand 


POULTRY NETTING 
“Clinton” Brand Hex Mesh 


DOOR SPRINGS 
“Perfection” Brand 


CLOTHES LINE 
“Wissco” Flexible Clothes Line 


NAILS AND BRADS 





WICKWIRE SPENCER STEEL 


AMERICAN WIRE FABRICS CORPORATION 


500 FIFTH AVENUE ° NEW YORK 18, N. Y. 
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Boston + Buffalo + Chicago + Denver + Ft. Worth + Philadelphia + Pacific Coast Subsidiary—The California Wire Cloth Corp., Oakland 6, Cal. 








Self- Selling 
DISPLAY 
Holds 60 Cord Sets 


This smartly finished wood dis- 


play holds, displays, SELLS 60 
Davis Cord Sets a complete line, 
(11 different types) each tagged 
with informative, self-service 
sales label. Fully stocked, offers 
a DAVIS cord for every need, in 
every price range. Uses small 
counter space — only 20” x 
20” x 8” — increases impulse 
buying, increases profits, re- 
duces sales time. 


YOUR JOBBER OR WRITE DIRECT 
FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 


Here's a 
Hot Tip — 


the 


DRAKE 
700 


SERIES 


@@e@eee08e8e 66806 











Solder wise, 
Profit wise. These 
all purpose irens 
provide complete 

job coverage. Con- 
sumer confidence helps 
‘sell these irons for you. 
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out industrial and farm steel scrap 
drive in an effort to step up steel pro- 
duction. The Department already had 
been channeling steel and pig iron to 
freight car builders, the Atomic Energy 
and building materials 
among others. 
* 2 * 

An important betterment— 
The opinion has probably been general, 


Commission, 
manufacturers, 


| that a productive let-down from the 
| feverish “push” of wartime, has been 


the rule in most industries. Not so, says 
the Commerce Department’s Bureau of 
Labor Statistics, which reports that pro- 
duction per man hour in 19 of 31 se- 


| lected industries had increased substan- 
| tially in one post-war year, from 1946 to 





1947. During the war, the Bureau said, 
productivity declined in many non-muni- 


tions industries. Since the war, the re- | 
covery of these industries has been | 


“substantial.” In all but five of the in- 
dustries, output per man hour rose from 
the low points reached during the war 
by amounts ranging up to 35 per cent. 
The increases were 15 per cent or more 
in 15 industries. The greatest increases 


came in rayon and allied products man- | 


ufacturing, and in electric light and 
power out-turn, where increases of 97 
per cent and 67 per cent, respectively, 
were reported between 1939 and 1947, 
The Bureau noted that the industries 


| surveyed were limited in scope, and 
| warned against trying to generalize on 








the basis of its figures for all manufac- 
turing industries. 
* * 


Some steel shipments bet- 
tered—A sharp increase this year in 
shipments of cold rolled steel sheets, 
used for automobiles and various other 
consumer goods, is reported by the 
American Iron & Steel Institute. It said 
July shipments set a monthly record at 
583,417 net tons. The total for the first 
seven months of 1948 was 3,868,500 tons, 
a 23 per cent gain over the similar 
period a year ago. Over the seven 
months, cold rolled sheets accounted for 
10.3 per cent of total shipments, against 
8.7 per cent a year ago. Substantial in- 
creases also were reported in shipments 
of pipe, tubes, tin plate, steel plate and 
semi-finished products. Total shipments 
of all finished steel, for the seven 
months, were placed at 37,486,000 tons 
compared with 36,165,000 tons in the 
similar 1947 period. 

a © 2 


Feed costs off sharply—Live- 
stock men do not feel at all bad about 
recently tumbling feed costs. Prices on 
some key fodders for animals show how 
drastic has been the dip in costs of keep- 
ing a barnyard in operation. At the first 
of July a ton of bran was worth $67 
in Buffalo; the recent price was $46.50. 
Linseed meal brought $71 a ton in Min- 





LARGER PROFITS 


with these 
=SFAST MOVERS= 





CYCLONE 
CARBIDE TIPPED 


ROTARY BITS 


CYCLONE Rotary Bits drill cement, brick, tile and general 
masonry material 4 to 8 times faster. Stay sharp longer 
No noise. No hammering. Fit portable electric drills, hand 
braces, drill presses 


DEMAND GROWING 


Used by contractors, electricians, plumbers, sign 
hangers and in the home. Be prepared for new and 
repeat business. CYCLONE Bits are individually 
packaged, marked for size and sealed for protec- 
tion. Also available in handy, durable, fast selling 
kit of six popular sizes. Backed by national adver- 
tising campaign. 


Watch New England for what's new in Carbide Tools 








All through the Night 
wherever they need Light! 
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Plain Globe 
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On Construction Jobs Gioge 


Order through Your Jobber 


EMBURY MFG. CO., WARSAW, N.Y. - 
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neapolis on July 1—now brings $60. 
Cottonseed meal was worth $85 a ton in 
Memphis July 1—now brings only $56. 
And soybean meal, now priced at $68.50 
a ton in Decatur, IIl., sold for $88 at 
the start of July. The first effect of such 
dropping feed costs should be bigger 
profits for hog and cattle growers, dairy- 
men and poultrymen. Later, as cheaper 
feeds step up livestock production, relief 
should come to the housekeeper in lower 
meat and poultry prices. 
* * «© 


Foreign silver price higher- 
On Sept. 1, foreign silver sold at New 
York at 75 cents an ounce, the highest 
price since April 18, 1947. The foreign 
silver price thus had moved up two 
cents an ounce since Aug. 26. This more 
than cancelled the 1% cents an ounce 
drop to 73 cents on Aug. 13. The price 
had been 74% cents an ounce since 
Nov., 1947. The higher price for silver 
followed recent developments in Mexico 
which will reduce the supply of silver 
that country will have available for ship- 
ment abroad. Demand from silverware 
makers lately has been considerably in 
excess of the reduced foreign silver sup- 
ply. It was estimated that foreign silver 
sales for Sept. 1, alone, probably totaled 
around 200,000 ounces, whereas Ameri- 
can consumers were reported to be seek- 
ing 150,000 ounces to 200,000 ounces 
more than that. It should be noted that 
this is the time of year when normally 
the demand for silver increases, as in- 
dustry gets ready for the fall and Christ- 
mas holiday trade. 

* * * 

Television, radio—Members of 
the Radio Manufacturers Association re- 
port they turned out 56,089 television 
receivers in July, an average of 14,022 
sets a week and an increase of 30 pet 
cent over the average weekly production 
in the first six months of this year. 
Radio receiver production, on the other 
hand, dropped to 627,349 in July—the 
lowest monthly output since Feb., 1946. 
July is the first month in which mem- 
bers of the RMA produced less than a 
million radio sets, since May, 1946. 

. . . 


Tin stocks up—u. S. tin stocks 
rose sharply in the twelve months ended 
June 30, a recent Commerce Department 
statement showed. The net increase of 
our tin stocks was 24,338 tons in the 
year. This brought total stocks to 77,- 
559 tons on July 1, compared with 53.- 
221 tons a year before. Tin imports in 
the year through June amounted to 
87,237 tons, as against 46,670 tons re- 
ceived in the last half of 1947. 

* > ~ 

Bottled gas helps range sales 
—Residential gas range sales reached an 
all-time high of 1,444,000 units during 
the first six months of 1948 and ex- 
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Cuts Colllee- Cort, Lo7 


XPANSIVE BIT 


This new CC Expansive Bil with us specially engineered 
cutting blade sets a new standard of accurate, fast, clean, 
smooth cutting in hatd or soft wood 


FULLY GUARANTEED 
CUTS EASIER. Simplified design; tilted blade; no center lip. 


CHROME VANADIUM STEEL BLADES. liolds sharp cutting 
edge longer. 

ALL CHROMED BODY. No rust; looks better; lasts longer. 
QUICK, ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 

SELF-CLEARING LEAD SCREW. Constant feed; no loading. 











































CC EXPANSIVE BIT SPECIFICATIONS 
MODE OF LENGTH JEXPANSION ®ETANL 
PART NO OVERALL CAPACITY rece 
7% “to 
250 | ‘at 1%" $1.69 
Short Blade ’" to 
250-S _ ned 
Long Blode %" to 
250-4 "4" AS 
251 ll % I0 189 
MADE BY THE MANUFACTURERS 1. shonk 3 
OF CLARK CUTTING TOOLS Short Blode %" to 65 
251-S : 1””" 
1"%" to 























Smart hardware dealers know that well-priced mer- 
chandise makes greater sales. That's why they use 
Listo Pencils for pricing. Listo makes a strong, clear 
mark on anything ...Glass, Metal, Cellophane, Wood, 
Porcelain or any other surface. Listo is always ready 
to use. The leads don’t break. No wasted stubs, and 
it’s quick and easy to change leads. Listo is the fastest 
way of pricing. 
... SEE YOUR JOBBER, STATIONER OR PAPER SUPPLIER BLUE 
LISTO PENCIL CORP., ALAMEDA, CALIF. 
Since 1921 


Extra heavy 
leads that 
don’t break 


in 6 corors 
BLACK RED 
GREEN 
BROWN YELLOW 


MARKING 
PENCIL 


enme oft Glass + wanes medal » wenknell Collophor! 
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Every User Recommends It 
Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


fownsend Wire Stretcher 

a profitable seller fcr over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal fcr tight- 
ning bands ard wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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. Use the NEW, 
“Setlow Ground 
CHICAGO Dado Heads 


The new superior quality Chicago Dado 
Head Sets . . . for perfection in produc- 
tion. Hollow Ground from teeth to hub 
for cleaner, sharper grooving without bind- 
ing. Fillers swaged for longer service, 
easy sharpening . . . require no setting. 
Any width of groove can be cut with or 
across the grain by proper combination 
of saws and fillers. Get the best—send 
for bulletin 107 describing the complete 
line of circular and band saws. 











eeeded by 283,000 the sales during the 
first six months of 1947, the previous 
peak year, according to the Gas Appli- 
ance Manufacturing Association. Total 
1948 production is expected to exceed 
the previous peak, and to reach 2,800,- 
000 units. Gas ranges for use with bot- 
tled gas totaled 375,000 units during the 
first six months of 1948, and approxi- 
mated 26 per cent of the industry’s sales. 
This compares with 290,000 such units 
sold during the same period of last vear. 
. ~ * 


Wholesaling in July — July 
sales by independent wholesalers totaled 
$5,743 million against $5,735 million in 
June and $5,320 million in July, 1947, the 
Commerce Department reported. “Inde- 
pendent wholesalers,” it defines as those 
who take title to the goods they buy and 
sell. It does not include agents or 
brokers, assemblers, manufacturers’ 
sales branches, or petroleum bulk sta- 
tions. Durable goods sales of indepen- 
dent wholesalers in July were $2,057 mil- 
lion, against $1,734 million in July 1947. 
Non-durable sales totaled $3,686 million, 
against $3,496 million in July 1947. 
These wholesalers had inventories of 
$6,386 million at the end of July, against 
$5.306 million at the end of July 1947. 

oe a bd 

Building materials speeding 
up—A new high for production of build- 
ing materials is expected to be reached 
this year, says the U. S. Commerce De- 
partment. Over-all building material out- 
put during the first half of 1948 bet- 
tered production in the corresponding 
period last year by 4 per cent. In view 
of this increase, and since all previous 
records were broken in 1947 as a whole, 
the department concludes that a new 
record probably will be set. An annual 
gain of perhaps 5 per cent over last 
year was predicted. June volume of pro- 
duction of 20 building materials—rang- 
ing from bricks to warm air furnaces— 
was the second highest monthly output 
since the department started compiling 
production figures in this field. Except 
for last October, it was probably the 
highest monthly production since the 
mid-1920’s, the department declared. In 
spite of over-all high production, some 
shortages appear likely to persist 
through this year, according to Com- 
merce Department experts. Lumber sup- 
plies probably will be a little higher 
than last year. But construction demand 
will be appreciably greater,. “with re- 
sultant increased competition for avail- 
able material.” Steel products probably 
will not make up losses incurred earlier 
in the year, when they were hit hard 
by the coal strike. 

* % % 

Lumber estimated 5 per cent 
ahead—The Lumber Survey Committee 
to the Secretary of Commerce says that 


total lumber production in 1948 is ex- 
pected to be 5 per cent greater than last 
year, providing there’s no slackening of 
demand. However, it reports the industry 
believes that the lumber market is “at 
or near its peak.” The committee re- 
ports selective buying among better 
grades of lumber, but finds that buying 
generally is “more cautious, with a view 
to keeping inventories down.” Shipments 
of lumber during April, May and June 
totaled 9 billion board feet, 10 per cent 
more than during the first quarter, the 
committee said. 


* * % 


Construction records shat- 
tered—All records for new construction 
were broken in August, the Commerce 
Department reported. Construction work 
during the month gained 31 per cent 
above Aug., 1947, and was slightly more 
than 4 per cent over July, 1948. The 
figures include all construction actually 
put in place during the month, whether 
units were completed or not. Private 
non-farm home building, the largest 
single factor in the construction pic- 
ture, was up 2 per cent in August, over 
July. and up 38 per cent from August 
last year. Total home building reached 
a value of $4.485 million for the first 
eight months of the year, 55 per cent 
above the $2,890 million, reported in 
the corresponding 1947 period. In the 
January-August period this year, total 
new construction put in place came to 
$11.2 billion, an increase of 35 per 
cent from the comparable period of 
1947, the Department said. Private non- 
residential building for August was up 
2 per cent from July and 30 per cent 
greater than Aug., 1947. Public con- 
struction in August rose 8 per cent over 
July, 1948, and 34 per cent over Aug., 
1947. The Department noted particu- 
larly marked increases over Aug., 1947, 
in school building, up 100 per cent, 
hospital and institutional building, up 
186 per, cent, and “other” non-residen- 
tial building, up 67 per cent. 


* 4 * 


“Terrific” cement demand— 
More people want cement and they want 
more of it now than the manufacturers 
can produce. This is the explanation of 
the cement scarcity which is plaguing 
builders and contractors all over the 
country. “Cement is so short,” said a 
spokesman for Lehigh Portland Cement 
Co., “that even cement companies don’t 
have any. We’re on a day-to-day opera- 
tion, seven days a week, and we can’t 
catch up with the demand. It’s the most 
desperate situation in our history.” The 
city contract and paving business is 
said to be running about the same as 
in previous years, but the country de 
mand is the highest ever. Farmers have 
money, several producers agree, and are 
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EMANUEL NICOL KNOWS GOOD STEEL 


This all-important job, test- 
ing the hardness of saws 
after they come from the 
heat-treating furnaces is in- 
° trusted to Emanuel Nicol, an 
experienced workman. His 
judgment assures that Ohlen- 
Bishop saws are the right 
hardness to hold a good edge, 
yet permit easy filing and re- 
sharpening for long, depend- 
. able service life. 





a You can always depend on 


a 
rod 
ys 


Ohlen-Bishop quality. 























LET ‘EM HANDLE IT 
— They'll Buy It! 


“Man, what a tool!” That’s 
what customers say when 
they> get one of these new 
XCELITE Nut Drivers in 
their hand . . . feel that “just- 
right” fit of the new, larger 
handle ... see the preci- 
sion-formed blade of top 
grade alloy steel, polished or 
chrome-plated as desired. And 
men who know tools know 
XCELITE tools are “tops” in 
quality. Your selling job is 
easy! Have you all the facts 
on this popular new nut 
driver? If not, drop us a line 
—don’t miss these profits! 


*Originators—Not Imitators 


PARK METALWARE CO., INC. 


DEPT. G ORCHARD PARK, NEW YORK 


ZA Toolé PREFERRED BY EXPERTS 


* First to use plastic for screwdriver handles. 
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A BIG FALL AND WINTER PROFIT BUILDER! | 


Continued fuel shortages will keep electric j 
| 


auxiliary heaters in strong demand this fall 
and winter. So be wise . . . be ready with 
America’s finest portable room heater—the 
CO-Z-AIR. 

In the CO-Z-AIR Portable Electric Radi- 
ator you get the features that make selling | 
easy—smart style, high efficiency, greater 
safety (no water, steam or exposed heating 
elements), economy, and many more. And 
you'll be backed by. . . 

















NATIONAL ADVERTISING IN 
LEADING MAGAZINES; 
SELLING AIDS 


CO-Z-AIR advertising will reach 
millions of home owners through 
Better Homes & Gardens, House Beauti- 
Sul, House & Garden, and Electricity on 
the Farm this fall and winter. Plenty 
of free dealer helps, too— folders, 
mailing cards, newspaper mats, 
posters, display cards and other pro- 
motional material to build your sales 
and profits. Act now. For complete 
information use the coupon below. 
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SOME DISTRIBUTOR AREAS {/ =x 
AVAILABLE > 


forks AT THESE DISTIN 


e * No Water—No Ste 
. 4 Convected and Radiated He 
onstruction, but Easy to Corry 
* High Capacity 
thes Drying Rack 
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CTIVE CO-Z-AIR FEATURES 


No Contained Liquids Required 
om— 

at, without fan 

A —~ « All-stee!l C au iad 
* Fost Heat-up Time : 

+ Combination Carrying Handle —Clo! 
etely Enclosed Heating Elements . 
d by Underwriters’ Laboratories 





t *% Compl 
: * No Moving Ports & Approve 
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nO] S00), mci 42010) OS auele) 220) 2 lle), 
Toledo 4, Ohio 


518 Jefferson Ave 





MORTON GREGORY CORPORATION 
Dept. H-1, 518 Jefferson Ave., Toledo 4, Ohio 
Send us the CO-Z-AIR Sales Plan. We are [1] dealers [) diseriburors 


Name 
Compan) 


Address 











THE PROFIT-MAKING NO-SHOK LINE 


TOPS IN QUALITY — COMPETITIVE IN PRICE 


To meet the public's long felt demands Bell has in- 
corporated the famous NO-SHOK features in its new 
line of surface outlets and extension cord sets. The auto- 
matic self-closing face is an outstanding safety feature 
for home and industry. Foolproof construction prevents 
shocks, burns, and short circuits. All units 
available in Brown or Ivory. 
























Safety Du- 
plex Receptacle 
for new con- 
struction or re- 
placement instal- 
lations. 





Cy, 


NO-SHOK 
Safety Surface 
Outlet with 
Prongs provides 
additional out- 
lets. Design- 
ed for beauty 
— eliminates 
bulk. 






NO-SHOK Safe- 
ty Extension 
Cord Sets. 
No. 18 POSJ 
rubber cord — 
6, 9, 12 and 15 

ft. lengths. 


Write for Information and Prices 


DISTRIBUTED NATIONALLY BY 
THE BETTER WHOLESALERS 


Distributed in Canada by 
VERD-A-RAY ELECTRIC PRODUCTS, LTD. 
380 Craig St. West Montreal 1, Quebec 


BELL ELECTRIC COMPANY 


1844 West 21st St. Chicago 8, Illinois 
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Dual Purpose Pan 





HOUSEHOLD 
SCOURING PADS 












Cake pan with insert 
that lifts out does 
double duty as angel 
food pan, form torte, 
sponge cake, meringue 





The Big Value Box 
SELLS FAST! 


Attractive window front box in 
bright blue and yellow. Excellent 


ring or others. Cake 
pan will serve as a 
pudding dish or as a 
casserole, minus the in- 


sert. Serves daily cooking and 


for display...Sells quickly... For baking needs to perfection. 

every household need . . Packed . Od 

2 dozen to case in fine, medium 5 Ot. capacity $12.80 doz. 
or coarse grades. Order from your Also 2 Ot. capacity $8.00 doz. 


jobber or direct. 


INTERNATIONAL STEEL WOOL CORP. 
SPRINGFIELD, OHIO 


F.0.B. CHICAGO 


J. GERSON & SONS, INC. 


931 MILWAUKEE AVE., CHICAGO 22, ILL 
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building silos, laying floors and carrying 
out extensive repairs requiring cement. 
Hundreds of foundations for new houses 
have been delayed in the Chicago area 
because contractors cannot get cement 
for mixing concrete. A house owner 
nowadays has little chance of buying 
one or two bags of cement. “We just 
don’t have enough cement for that kind 
of business,” managers of retail outlets 
say. “We sell only to old customers and 
ration them according to their pur- 
chases last year.’ This year’s cement 
production is expected to exceed easily 
even last year’s record of 187,000,000 
barrels. It may even pass 200,000,000. 
The supply squeeze, seasonal for the 
last several years, came earlier in 1948, 
say cement men. This helped to speed 
depletion of the stockpiles, which could 
not be built up to their highest point 
during last winter, because of the almost 
continuous drain on them. 
- - * 


Plumbing shipments gain 
As reported by the Commerce Depart- 
ment, manufacturers’ shipments of 
plumbing fixtures during the second 
quarter of 1948 were valued at $60 
not much change from first 
quarter shipments, but considerably 
above the $43.9 million level reported 
in the second quarter of 1947. Cast iron 
plumbing fixtures accounted for 47 per 
cent of the total value of all types of 
plumbing fixtures shipped during this 
second quarter. Shipments of vitreous 
china fixtures accounted for 31 per cent 
of the total dollar volume, while steel 
fixtures represented 20 per cent of the 
total. The remaining 2 per cent con- 
sisted of shipments of fixtures made of 
aluminum, monel, and other metal (ex- 
cept cast iron and steel), and of glazed 
earthenware, concrete and composition. 
During the first six months of this year, 
plumbing fixtures valued at $119.1 mil- 
lion were shipped, compared with ship- 
ments valued at $86 million for the 
same period in 1947. Metal plumbing 
fixtures, with shipments valued at $81.7 
million in the first half of 1948, showed 
an increase of 41 per cent above ship- 
ments in the same period of 1947. 
. t . 


million, 


For sale—mail order cata- 
logs—Chicago reports that mail order 
catalogs now are competing with maga- 
zines and newspapers on newsstands. 
Sales of mail order catalogs at one dol- 
lar a copy are now being tested by 
Spiegel, Inc., one of the big four of the 
mail order houses. Its fall and winter 
book, which costs Spiegel between $1.25 
and $2.00 to produce, is being sold on 
newsstands in representative communi- 
ties throughout the country since the 
first of July. The offerings differ from 
the regular books only in that the cover 
carries the price, and a note stating 
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aie that a ” = —— — J me i 
is on the inside which is good on an_ | 
— order of $10 or more. A spokesman for | | #A@F@"S & substitute for natural hair 
igo the company states that it is too early 
bien to tell just how successful the news- 
sn stand sales will be but orders with the 
heaton certificates have started to come in. | : 
le just “The newsstand venture is not limited (e) Ss re 
t kind to selling catalogs in competition with -_ ~ 
outlets books and magazines, but also to deter- | A 30 
range mine whether or not the people who | a 
obtain catalogs in this way are good 
Pisce customer prospects,” a Spiegel spokes- | . ) 
spieeie man said. The one dollar deposit plan | } 
easily ; S 
00.000 cuts the expense of sending the costly 
0,000 books to people who do not intend to y — eer 
i ‘io use them. This saving is passed on to | Y/ _ _— ete 
1948 customers in lower prices on merchan- | Ij aay = —— 
, 4 dise. Sears, Reebuck and Co., Mont- 2 me ‘ wer 
pt gomery Ward and Co. and Aldens, Inc., | ale | ih — 
sain the three other big mail order firms, ts €h ae i 
icons have no plans for testing newsstand aes) ~ e 
sales of their catalogs, but all are watch- ‘a snee 
ing Spiegel’s venture closely. Their ag- = 
: gregate of more than 15 million big 
ot catalogs cost the four companies over “ 
lepart- f 11; - ar. : . . ' < 
ae $50 million ~— - : = 
~ Up—in U. S. A.—Population 
: — — ag ty — 7 
inhabitants in 1950. The last decennia 
— census—131.7 million people in 1940— TO INCREASE FILTER SALES— 


cen was up-to-dated to 146.5 million by the 
o oer Census Bureau last month. Experts look D ' S a LAY W | L s oO N 5 4 
inage for another 3.5 million gain by the 

April, 1950, count. Citizens have sug- 


this “ 93 1: 
Sisal gested over 6000 questions they’d like HAI Q el LT t fee N OW=— 


pence to have answered, but the door-to-door 
poll will level only 60 queries at city 


steel folk, about 200 at farmers. More infor- ijv’S THE HAIR THAT CLEANS THE AIR 


— mation will likely be sought about your 

de of income, your travel habits, and pos- It’s replacement time for air filters. Thousands of home and building 
(ex- sibly whether you own a television set owners will be buying new filters for winter heating and air con- 

aes or an FM radio. ditioning. 

ag * * * 

oem Wanted—a million workers. The big news in filters is Wilson’s HAIR—the only filter that uses 
on Government authorities now are giving the natural oil-retaining properties of natural hair. The filter that 
ship- this picture of the nation’s man-power does a better job with a minimum resistance 

» the needs: A $3 billion increase in defense to free air flow. No other air filter has the 

bing spending in the 1948-49 fiscal year, to- features offered by Wilson’s HAIR Filters. 


$81.7 gether with the peacetime draft, will 


create a combined demand for one mil- Now is the time to display and push 








owed . mes " Wilson’s HAIR Filters. If you don’t have 
ship- lion additional workers and new service- ont staan aii 
men, within the next twelve months. : : ay Coe yw 
Meenwhile, the present 61 million “full jobber. If he can’t supply you, write: 
a employment” already has the country WILSON & CO., INC. (Air Filter Division) 
der down to rock-bottom = Se manpower 4100 South Ashland Avenue, Chicago, Illinois 
meng reserves. What promises to be a further 
le: squeeze in the manpower situation de- 
dol- pends, of course, on continued high pe 
ye business activity. Officials concerned 
wend with filling defense production needs Western States Representatives: 
in think they have at least a partial solu- Harold Winningham & Company « Seattle @ San Francisco 
1.25 tion to their problem, and they are try- Los Angeles ¢ Denver ¢ Salt Lake City « El Paso c 
a ing to steer armament orders away from =? — Or = —_ —_ : 
all “tight” labor markets, to localities where oe a 2 , es 
the more workers are available. Expanding | @& Ww L S re Ss F Bi 
satis defense activity will require more than | § 
‘ half the “wanted” million, while the | ~ ae a 
over iti . > ——— ie i . = =e ae 
ote military forces want to increase their ' il : a 
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LAWN MOWER 


America’s fastest growing favorite! 





no other gives 
you more cof 


all 4 


e profit ¢ right price 
(plus 1 year guarantee) 
e reliability 

e consumer acceptance 


5 self-sharpening 16” crucible cutting 
blades and lower cutting bar. Precision- 
ground for perfect alignment. Cutting 
height: °,’’ to 1'.". Self-aligning ball 
bearings with take-up adjustment. 
Double pawl clutch. Baked enamel finish, 
attractive colors. 


MODEL 20 


MODEL 40 


‘ 
] 


MIDWEST MOWER CORPORATION 
2235 O'Fallon Street, St. Lovis 6, Mo 
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ranks by about 350,000 in the next year. 
Some of these would be draftees, the 
rest. volunteers. In addition. up to 161,- 
000 18-year-olds can be taken in for 
training. These, even if they have never 
been “employed,” represent a subtrac- 
tion from the potential labor supply. 
However, manpower planners count on 
the usual 700,000 brand new workers, 
mostly youths, who come into the labor 
market each year. They also think to- 
day’s high cost of living, plus high pay, 
will lure a lot of World War II defense 
workers, including women, back to as- 
sembly lines. The real squeeze may not 
be in quantity, but in quality—finding 
skilled workers where they are needed. 
One answer to this will be to set up 
assembly lines where skilled labor is 
plentiful, say USES officials, and that 
is what they are now studying and 
planning. 
. * o 

That automobile backlog— 
Auto dealers’ new car orders, estimated 
at 7.3 million on July 1, have gained 11 
per cent over the Jan. 1 total, according 
to a survey of the National Automobile 
Dealers Association, covering dealers in 
192 cities and towns. The auto shortage 
is so great, the association commented, 
that at the current rate of production it 
will require 26 months for the industry 
to make enough autos to take care of 
unfilled orders alone. Admitting that 
some orders on dealers’ books may be 
duplicates or subject to cancellation, the 
association noted compensating factors. 
One is the heavy replacement potential 
coming from annual scrappage of old 
cars, and the other is the fact that some 
potential buyers have not placed their 
names on dealers’ lists. The survey re- 
vealed that in about 40 per cent of new 
car sales there was a trade-in of an 
old car. Factory sales of motor vehicles 
in the first seven months of 1948 were 
2,962,688 units, an increase of about 9 
per cent over the number built in the 
first seven months of 1947. This year’s 
total was made up of 2,132,446 passen- 
ger cars, 821,986 trucks and 8,256 buses, 
compared with 2,001,022 cars, 715,883 
trucks and 10,934 buses last year. 

+ * * 

Crop supports a problem— 
Farm price supports promise a big crop 
of headaches for Washington. Crop sup- 
port prices are based on the cost of 
things farmers have to buy. Soaring 
prices on farmer needs thus still push 
upward under the support “floors,” 
while bumper crops bring market prices 
of farm staples down to meet them. 
Many farmer needs—tractors, trucks, 
plows—are made of metal. And metal 
costs are now moving up briskly. A 
ton of steel that sold for $45 at Pitts- 
burgh in January is now worth $52. The 
price ef lead has increased nearly a 


third since the first of the year, and 
the cost of zine about a fourth. By 
contrast: Wheat now worth about $2.15 
a bushel in Kansas City has tumbled 
nearly a dollar a bushel from the $3.06 
level of early in the year. Corn that 
brought $2.83 a bushel at Chicago in 
January can be bought for Septembe: 
delivery at less than $1.60. Cotton 
quoted in New York above 39 cents a 
pound as late as May is now below 32 
cents. The average wholesale price of 
all metals and metal products has risen 
11 per cent since January. The average 
for all farm products has fallen 5.5 
per cent—despite still-high livestock 
prices. Lower crop prices dropped the 
index of “prices-received” by farmers 
for agricultural commodities by 3 per 
cent, during the month ended Aug. 15, 
says the Bureau of Agricultural Eco- 
nomics. At the same time, the index of 
“prices-paid” by farmers, including in- 
terest and taxes, remained the same as 
in January, June and July. 
~ te * 

The storage puzzle—Inade- 
quate farm storage facilities are provid- 
ing farmers with one of their toughes! 
problems in recent years, as harvest 
time approaches. Building of new cribs 
and bins has not kept pace with the 
substantially increased crop production. 
This year’s bumper production of the 
six major grains—corn, wheat, oats. 
barley, rye, and grain sorghums—will 
amount to an estimated 6 billion 732 
million bushels, far above recent aver- 
ages. Most of the increases have oc- 
curred in the midwest corn belt area. 
Little replacement or expansion of farm 
storage facilities has taken place since 
before the war, so, for corn producers. 
the problem is particularly acute in that 
elevators are expected to be clogged 
with small grains and soybeans by the 
time the corn is ready for market. In 
the last few weeks Department of Agri- 
culture representatives have been sur- 
veying @xisting storage facilities and 
meeting with farmers, elevator, and 
building materials representatives in 
the corn belt, to help provide adequate 
storage by harvest time. 

A more cheerful view — However, 
there are optimists in the grain belt. 
Says R. C. Hill, who manages several 
hundred Nebraska and Iowa farms, 
“Farmers are tickled to death to have 
so big a crop. They'll take care of it 
somehow. A farmer would rather have 
a good crop at any average figure than 
a poor one at high figures. He’d like 
to see prices come down so people can 
buy more.” Another optimistic view of 
farmers’ ability to handle this year’s 
flood of grain comes from Mark W. 
Pickell, executive secretary of the Corn 
Belt Livestock Feeders Association: 
‘Don’t worry about these farmers. 
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INCREASE YOUR PROFITS 
me MODERN Z 


LAWN MOWER 


SHARPENER 





INCREASE YOUR PROFITS 


PRICED 


$2.41 50 


(less motor) 


STIMULATE STORE TRAFFIC 


me MODERN cee SHARPENER 


Sharpens All Reel Type Mowers * Hand, Power 
er Gang * 10 to 20 Minutes * No Dismantling 
No Extra Attachments Needed 


All reel type mowers, from 5-inch edgers to 36- 
inch power mowers, are quickly sharpened to 
extreme ends of both left and right twist reel 
blades. Handle, wheels, roller and motor remain 
in place when sharpening is in process. Bed knife 
is sharpened in same brackets that hold mower 
in grinding position. No extra attachments re- 
aquired. One lever puts mower or bed knife in 
grinding position. 100% steel construction. 
Grinding head rides on five ball bearing races. 
Small, compact, easy to operate. Sharpens wood 
chisels, joiner knives and planer blades without 
extra attachments. Skate Sharpener Attachments 
Available. 
Send for Free Bulletin No. 27B 


ORDER NOW ~* IMMEDIATE DELIVERY 


MODERN MFG. CO. 


160 N. FAIR OAKS AVE. * PASADENA 1, CALIF. 





NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 





U. S. POULTRY NETTING 


STRAITLOK — HEXtO 


ee © Pang, 
Aw il 


INDIANA 








STECCL & WIRE CO. 


MUNCIE INDIANA 











They’re pretty smart and they’ve han- 
dled large corn corps before this with- 
out any trouble. Corn is the easiest 
thing in the world to store. All you 
need is a little snow fence, a couple of 
boards and a tarpaulin. Let the wind 
blow through and dry out the corn, and 
you have better corn because of it.” 


* * * 


Enough oil expected—Oil sup- 
plies will be sufficient for consumer 
needs this winter despite a prospective 
7 per cent increase in demand. This 
forecast was made to the Interstate Oil 
Compact Commission in a report by its 
advisory committee. The 21-state oil con- 
servation group recently held a three- 
day meeting in New York City. The 
report figures oil needs for the coming 
season will be 450,000 barrels daily more 
than last winter’s level of 5.9 million 
barrels a day. It said these require- 
ments can be filled through a slight in- 
crease in present crude production and 
an anticipated rise in imports. Senator 
Malone of Nevada, and Governor Jester 
of Texas told the New York meeting 
that the United States is assured of 
adequate petroleum for the foreseeable 
future, if the government does not. inter- 
fere with the industry’s expansion. 

oe » ~ 


Keystone Steel reports—Key 
stone Steel & Wire Co., for its fiscal 
year ended June 30, 1948, reported sales 
reached a record $33,180,747, 19 per 
cent above the preceding year. Both 
tonnage of steel used and products 
shipped exceeded any previous year by 
a substantial margin, says R. E. Som- 
mer, president. 

7 7. + 


Sales gain under difficulties 
—International Harvester Co.’s sales in 
the third 1948 quarter, gained 5.14 per 
cent over the preceding quarter, and 
were 28.5 per cent higher than sales in 
the like quarter a year ago. The record 
third quarter sales were attained despite 
work stoppages and continuing difficul- 
ties in procuring certain basic materials 
such as steel, pig iron and coke. 

* * o 


Crop outlook still improves 
—The nation’s cotton and corn super- 
crops will likely be even bigger than 
official estimates. The Aug. 1 govern- 
ment guess on cotton put the crop at 
15.1 million bales. Some experts think 
the final harvest will be 400,000 bales 
above that figure. They base their esti- 
mate on highly favorable weather (ex- 
cept in the west) since Aug. 1. In the 
corn belt, grain men say the crop out- 
look has definitely improved since fed- 
eral officials estimated a record harvest 
of 3.5 billion bushels based on Aug. 1 
conditions. Timely early August rains 
were particularly helpful in Kansas, 


Iowa, Indiana and Illinvis. The recent 
heat wave, while causing some concern, 
did little if any damage to corn, grain 
men say. This year’s production of 
both corn and cotton, even if no bigger 
than official estimates, will be some, 35 
per cent above normal harvests. 


* * * 


Government faces cotton 
pile-up — Surplus cotton will start 
mounting up sharply in government 
hands again this year. Experts think 
growers may offer as much as five mil- 
lion bales to the federal “price-prop- 
pers.” This would be the biggest gov- 
ernment take in 11 years, and would be 
18 times the 280,000 bales turned over 
to Uncle Sam last year. It would not 
compare, however, with the huge sur- 
plus (11.4 million bales in 1939) that 
bulged government warehouses before 
the war came along to liquidate it. If 
this year’s crop comes up to current 
estimates of over 15 million bales, it 
will be the largest since 1937 and some 
35 per cent bigger than average U. S. 
harvests. Consumption, meanwhile, has 
been sagging. In the latest crop-year, 
U. S. mills used 7 per cent less cotton 
than in the preceding season. Cotton 
exports in the past 12 months at about 
two million bales compare with ship- 
ments of 3.5 million bales a year earlier. 
So it seems that the taxpayer’s chance 
of escaping a loss on cotton acquired by 
the government this year are slim in- 
deed. The official support price is just 
under 31 cents per pound (at Mem- 
phis), more than three times the pre- 
war price of cotton. 


* + e 


Vegetable crops hard-hit- 
August’s “tropical” temperatures hand- 
ed stiff punishment to vegetable crops 
in recent weeks. While produce men 
say it is too early to make definite esti- 
mates on damage, they agree losses will 
be high. String beans suffered especially 
in NewYork, Michigan and Wisconsin. 
In many spots the heat just about 
brought this season’s bean canning to 
an end. Such canning usually extends 
well into September. Sweet corn and 
tomatoes have also suffered sharply. For 
tomatoes the heat stroke was a second 
blow. The tomato crop in the middle 
Atlantic states was damaged earlier in 
August by too much rain. It is now 
estimated that the nation’s total tomato 
pack this year may run some twenty 
per cent below last year’s pack of 24 
million cases. 

* a t 


Tobacco crop down—A 1948 
tobacco crop of 1,777 million pounds 
was indicated by field conditions as of 
Aug. 1, the federal-state cooperative 
crop reporting service said. This would 
be 18 per cent below last year’s produc- 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 








e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 























GLAZING 
COMPOUND 


LOWER IN PRICE 
BETTER IN QUALITY 


THAN PUTTY 
Protects! 
Lasts longer! Does the work better! 






Preserves! 


That's why more and more customers 
demand Flexiseal Glazing Compound. 


Used for glazing wood and metal sash, 
pointing, etc., Flexiseal adheres tena- 
ciously, sets firmly, forming a tough 
weatherproof surface. Underneath it re- 
mains plastic and pliable. 


The superiority of Flexiseal Glazing 
Compound to high quality putty has 
been consistently proven in laboratory 
tests and practical use. Flexiseal is the 
perfect seal against the elements. 


Display it prominently in the window; 
on the shelf. It is a product you can sell 
with confidence and at a profit. 


For Additional Data and prices write today. 


LENS 32) 





YS 2) 38 sh S 
MALDEN, MASS. 


PUTTS 
45 IRVING STREET 








tion, but 6.8 per cent above the 1937-46 
average. In Washington, tobacco pro- 
ducers and trade representatives have 
been meeting with Agriculture Depart- 
ment officials to plan for the expected 
substantial tobacco exports, under the 
European Recovery Program. 


Employment and _ incomes 
lower—A drop in employment and indi- 
vidual incomes from record highs is re- 
ported by the Department of Commerce. 
Employment fell to 61,245,000 in August; 
a 370,000 drop from the July peak. 
Slackened farm operations were the 
cause. Non-farm employment set a 
record high for the third time in as 
many months. Total incomes of indi- 
viduals—as distinguished from corpora- 
tions—were reported for July at an an- 
nual rate of 211% billion dollars. That 
was 800 million below June’s record. 
Farming was responsible for this de- 
crease too. Although prices of farm 
goods rose in July, the volume of mar- 
ketings was below the usual level for 
the season. The annual rate of farm 
income fell to 23 billion 300 million 
dollars compared with 24 billion 600 
millions in June. As in the case of 
employment, incomes of persons outside 
of farming increased to a new record 
annual rate, 188 billion 200 million dol- 
lars in July against 187 billion 700 mil- 
lions in June. Unemployment decreased 
286,000 in August to 1,941,000, or 155,- 
000 below a year ago. Average duration 
of unemployment was 8% weeks com- 
pared with 10 weeks a year earlier. The 
Department comments that the employ- 


another decrease in September, as teen- 
age workers return to school. 


s* ¢ * 


Bad debts — Retailers who ex- 
tended credit to their customers found 
themselves losing more often in 1947 
than in 1946, the Federal Reserve 
Board says. In a special survey of re- 
tail credit during 1947, the Board 
found that bad-debt losses (in percent- 
age of total credit sales) increased last 
year for department stores and stores 
specializing in apparel, in furniture, 
household appliances, jewelry, hardware 
and tires and accessories. The bad-debt 
rate was lower for automobile dealers 
than it had been in 1946. The loss 
ratio tended to be higher in installment 
sales than in charge accounts. The 
Board noted that without exception the 
highest percentage of losses were shown 
by stores with the smallest annual sales 
volume. The Board noted that charge 
account sales increased less rapidly in 
1947 than did installment sales. To- 
gether they rose over $8.3 billion, total- 
ing $31.2 billion for the year. The in- 





crease, most of which took place while 
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ment peak has passed, and foresees | 





No. 9696-OC 





With these 6 popular Bassick 
casters, you literally have six aces 
up your sleeve because this versa- 
tile group can take care of the vast 
majority of your customers’ needs. 

They're fast movers, so be cer- 
tain you carry these numbers. . . 
it means more sales and satisfied 
customers. Order from your jobber. 

THE BASSICK COMPANY, 
Bridgeport 2, Connecticut. Division 
of Stewart-Warner Corporation. 
Canadian Division: Stewart-Warner- 
Alemite Corporation, Limited, 
Belleville, Ontario. 


MAKING MORE KINDS OF CASTERS 
- » » MAKING CASTERS DO MORE 








There’s only ONE 
READY PATCH 


MORE AND more dealers are 


finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 
M & H LABORATORIES 


2703 ARCHER AVENUE 
CHICAGO &, ILL. 








THE LAST WORD IN 





WIRE PRODUCTS 
la * STOVE PIPE WIRE 









COIL AND SPOOL 
ASSORTMENT 





STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 


BUY witTthH CONFIDENCE 


DA NCHOR 
WIRE CORPORATION 











or oe | 





ONG SLAND 
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the Board was regulating installment 
credit, was attributed mainly to the 
substantial increases in the supplies of 
durable goods available last year on the 
market. 

* a & 

Better weather aids retailing 
—Return of more seasonable weather 
after the hot spell, and increased con- 
sumer buying for the Labor Day week- 
end, lifted retail sales for the latest 
week surveyed by Dun and Bradstreet. 
The Federal Reserve Board confirms 
this, in reporting that dollar sales of 
U. S. department stores rebounded in 
the week ended Sept. 4, showing a 16 
per cent gain over the corresponding 
week of 1947. Sales for the preceding 
week, Aug. 28. had been down 8 per 
cent on a year-to-year basis, with ab- 
normally warm weather over most of 
the country blamed for the slump. 

. + * 

Many August sales peaks— 
Sears Roebuck & Co. and Montgomery 
Ward & Co. have reported record sales 
in August and in the first seven months 
of their fiscal years. Sears said August 
sales were $193,813,128, or 23.1 per cent 
above a year ago. In the first seven 
months of Sears’ fiscal year sales were 
23.3 per cent more than a year earlier. 
Ward’s gross sales in August rose to 
$108,902,544, a gain of 11.9 per cent 
over the 1947 month. In the first seven 
months of Ward’s fiscal year, sales were 
11 per cent above a year earlier. August 


sales of F. W. Woolworth Co. rose a 
“shade,” to $44,737,732, only 1.2 per 
cent over a year earlier. In the first 
eight months this year, sales gained 7.3 
per cent over a year ago. S. S. Kresge 
Co. had August sales of $20,292,248, 1.4 
per cent above a year earlier. In the 
first eight months of 1948, its sales were 
6.9 per cent above a year ago. W. T. 
Grant Co. reported a 3.2 per cent sales 
decline in August, from August, 1947. 
This was the first time since May that 
volume for one of the important variety 
chain store group had dropped below 
that of the like month of the preceding 
year. 


Hobby Dealer's 
Handbook 


MIA Hobby Dealers Handbook Com- 
mittee, Room 221, 1133 Broadway, New 
York City 10, offers a “Hobby Dealers’ 
Handbook.” About 100 pages of easy 
reading editorial content will alert 
hobby dealers throughout the country to 
their problems as they exist today. Six- 
teen informative chapters aid and ad- 
vise dealers with facts and information. 
Such problems as building more store 
traffic, increasing sales volume, inven- 
tory and stock control, retail merchan- 
dising and sales promotion, clubs and 
contests, methods of expansion, etc., 
are discussed fully in clean sprightly 
style, alive with keenness and observa- 
tions of men who know their specialized 
field. Only 6000 copies have heen pub- 
lished, to retail for $2. 





Columbian Introduces New Vise Display 


Moke All Your Teols More Useful 


2 orp manne ammenemmes sa 








Designed by the Columbian Vise & Mfg. Co., Cleveland, Ohio, can be used as the 
center of attraction in windows featuring all the tools the dealer wants to push, The 
display itself is 26 in. wide, 7!/2 in. deep and 17 in. high, lithographed in yellow, red, 
and jet black on heavy cardboard. The free display is available with orders for No. 
D5 assortments of two, C43, two, C43!/2, and one- C44, Columbian homeshop vises. 
The special base is sturdi'y constructed to support any size vise and related tools. Each 
is shipped knocked down in a special container to prevent damage in transit. The 
Columbian display may be used not only in the show window, but also can be 
featured on the tool counter, compelling the customers attention. 
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“Drop Shipments” 
Are Not Increasing— 
Wholesalers Say 


(Continued from page 111) 


to our total sales. . .. We feel that 
manufacturers themselves are 
chiefly responsible for the portion 
of direct shipments which now 
exist. During the war years there 
were some manufacturers, and 
there are still a number of them, 
who will sit and hold stock orders 
for quantities of items and yet 
make immediate shipment of di- 
rect shipments and special orders. 

“To reduce the number of di- 
rect shipments, we would recom- 
mend to the manufacturers that 
first they keep the numbers of 
models, colors, etc., to an absolute 
minimum. Most of them have so 
many different variations of each 
item that the jobber cannot pos- 
sibly stock all of them. In connec- 
tion with this. the standardization 
of parts would greatly help the 
parts business. Parts and service 
items will probably always run 
fairly high on direct shipments. 
because many of these items do 
not have sufficient turnover to jus- 
tify stocking them. Furthermore. 
the jobber who does not stock 
them receives the same price and 
discount as the jobber who does 
stock them. 


Urge Promptness 


“We would recommend promp- 
ter shipment of stock orders and 
slower shipment of special orders. 
The situation is just the reverse 
now. 

“One thing that has caused some 
of our direct shipments has been 
the fact the factory has been so 
slow in shipping stock orders. 
Some manufacturers do not have 
sufficient jobber margins. While 
this is not general, where the mar- 
gin is too short, the drop ship- 
ments would probably increase be- 
cause the jobbers would not be 
willing to carry the item on such 
a short margin. We would recom- 
mend to the manufacturers that 
they make both a broken package 
charge of 5 per cent and a direct 
shipment charge of 5 per cent. 
This will give the stocking jobbers 
about 10 per cent for their trouble 
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NOW ANY of your customers Can 
O'Malley 2X Faucet Drip Stopper can —i~ 
be sold profitably as low as. . . 65¢ : LY 70 P 


Somewhat higher west of Rockies 


FAUCET LEAKS! 


9t2 Easy with the 
lp) VTA ey) 
2X Faucet Drip Stopper 


(formerly called 2X Faucet Repair Set) 
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OWLEDGE NEE 





TECHNICAL KN 





Every home has leaky faucets. That is why an 
O'Malley Drip Stopper is as necessary to every 
home as a can-opener. It puts a new surface 








on worn seats of leaky faucets—stops dripping 
quickly and positively 

Drip Stoppers are affixed to self-selling ’ 
See this tool demonstrated at the October Na- 


tional Hardware Show in New York, Booth 
115-C. Meanwhile we will gladly send you com 
plete illustrated Drip Stopper information on 
Write, wire or phone your jobber NOW! request. 


cards packed in an attractive counter 
display carton. Order a supply, today! 


EDWARD O'MALLEY VALVE CO. enicaeo No iuinols. 








Jobbers! Salesmen! Dealers! 


Citsh tit, = PR 


CALF-TERIA 
Nijaple Pails\ 


ORDER NOW for S 





SPECIAL DISCOUNTS — IMMEDIATE DELIVERY 


Now, cash in on great back-log of farmer de- 
mand for Calf-Teria Nipple Pails! Unavailable 
during the war, they “‘sell on sight” to calf 
raisers . . . Special 30 day offer! All orders 
received next 30 days guaranteed special dis- 
counts and IMMEDIATE DELIVERY. Write 
for sample pail, full details. 


——-—-SEND FOR SAMPLE---—- 


The Calf-Teria Co., Dept. J-7 
1613 Edgewater 
Fort Wayne 3, Indiana 

d me, without cost or obligation, full details, prices 
a deoneaes on Calf-Teria Pails. Also, how I can get 
sample pail. 





Address. 
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and will pay them for handling 
broken package ‘drop shipments.’ 

“With regard to the manufac- 
turers’ agents who would be de- 
lighted to sell direct to the retail 
trade, these must be inexperi- 
enced men. After our many years 
of experience with selling the small 
dealer, wrestling with broken pack- 
ages, being criticized because it 
takes three days for the dealer to 
get the order instead of the next 
day, having freight and freight 
allowances and credit problems, 
rendering types of service which 
most manufacturers and manufac- 
turers’ agents have never even 
heard of, we wish some of these 
manufacturers’ agents could get 
out and work the dealer trade for 
a while and see what the jobber 


really does.” 
* oa * 


“ 


. . . Larger volume of busi- 
ness has tended to increase ‘drop 
shipments.’ Direct shipment orders 
placed with factories have also in- 
creased because of the willingness 
on the part of many factories to 


dise such as velocipedes, heaters, 
pipe, elbows, etc., which was the 
normal way of handling large 
quantities of this type of merchan- 
dise prior to the war in order to 
serve us satisfactorily and at com- 
petitive prices. We are in com- 
plete agreement that a jobber’s 
function is to stock merchandise 
which he offers for sale—which 
will merit a jobber’s price from 


the factory.” 
* * 


“ 


. . « Our ‘drop shipment’ 
orders have not increased in the 
last few years. In fact, they are 
less than they were before 1942. 
. . » Some of the retailers who did 
buy direct from some of the fac- 
tories who sold direct, found that 
by buying from the wholesaler, he 
could turn his inventory over more 
rapidly and even though he paid a 
slightly higher price to the whole- 
saler, he could still make more 
money. We find that the dealers 
in our territory are not as anxious 
to buy merchandise at long dis- 
tance from home and look to their 


“ .. We have very few ‘drop 
shipment’ orders. The only time 
we have merchandise go direct to 
a customer is on orders for special 
parts. Even with the suggestion 
by salesmen calling on our com- 
pany that we ‘drop ship’ merchan- 
dise to our customers, we discour- 
age this type of business.” 

* . © 

“ , . . We are grouping our 
orders for items we do not carry 
and bring them into our stock and 
then ship them to our customers. 
We ship special drills and taps di- 
rect because that is the way manu- 
facturers want it. There are many 
more specials in the industrial sup- 
ply ‘business than in wholesale 
hardware.” 

* oe * 

“ . .. In general, ‘drop ship- 
ment’ requests which we make are 
only for repair parts or occasional 
special items not carried regular- 
ly in stock. The primary reason 
for an increase in ‘drop shipment’ 
requests is the inability of many 
manufacturers to keep us whole- 


In 


ship pool cars on heavy merchan- _local sources for merchandise.” salers stocked. We are firm be- 


| 
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These Nozzles available in sets or x 
x singly. Plain and spouted cartridges. nee 


HEADQUARTERS FOR CAULKING EQUIPMENT 


VITAL prices, discounts and quality are still un- 
beatable. VITAL offers courteous and prompt ser- 
vice and the know-how you'll appreciate. Order 
your guns and nozzles from us now, and specify 
VITAL made cartridges in ordering your caulk- 
ing compound from your regular source of supply. 


O 
tere 


Y/ 
6525258529 


4, 
BR 


% VITAL Caulking Guns, special nozzles and cart- 
ridges, continue to lead in production and sales 
since the beginning of caulking. VITAL manufac- 
tures everything conceivable in caulking equip- 
ment except the caulking compound itself. 


: VITAL PRODUCTS MANUFACTURING CO. & 


. 7500 QUINCY AVENUE e CLEVELAND 4, OHIO 3s 
* netting oS 
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~ PLEASE YOUR CUSTOMERS 
time 
t to 
cial 
= WITH THESE BIG VALUES 
om.- 
lan- 
9ur- ee . . 
In BRISTOL Precision-Made Fishing Tackle 
our 
IT) % Please your customers . . . and make 
and yourself profits . . . by displaying and BUT THEY 
i recommending the value-leading fishing / 
va tackle which bears the trusted Bristoi BELIEVE E. YUL TS. 
a name. Beautiful, precision-made, light, ? 
of x strong and perfectly amie rods for ® It’s hard to believe that anything as 
sale ae oe aaah agg silk and tiny as the new Taykit Pocket Stove 
pie: - ie ta Aoeye h, ; omg | could cook with such complete efficien- 
Lip- a ee eee | cy. But thousands of outdoorsmen are 
ning to increase sales, that BRISTOL origi- | : Le . .° : 
are : : proving Taykit the most efficient piece 
ot nated and is today’s largest producer of . . . 
na q elie ated initia: dik igi of camping equipment since the flash- 
lar- sting . a = - light! Taykit’s revolutionary features 
son every item of BRIsTOL tackle is Bristo- alia tin < ond tales sales! 
nt’ made. From now on, why not concentrate : : 
ny on BrisToL. You’ll be happy to see how 
~ well such a policy will pay. 
e- 
ies < A Big Sales-Winner ... This BRISTOL 
One-Piece, Solid Steel Rod, No. 32 
; win Smallest Gasoline 
This strong, handsome rod comes in either 414 ft. Stove 
or 5 ft. lengths. Its finish is salt-water resistant; Fits pocket or glove 
its guides are sturdy. The ‘“Set-Tite’”’ handle is compartment. Size 
aluminum die-cast, anodized black with “‘specie”’ only 1%"x4¥; ‘" x 5” 
cork grip and black tenite forward grasp. The d ‘ 
finish of its square blade is gun-metal enamel. Tiny—but Powerful! 
It has aluminum butt plate and chromium Hot, pressurized blue 
plated screw and lug type reel fastener. ‘““Belmar’”’ flame boils 2 quarts 
guides are wound with blue nylon. This is a of coffee in less than 





“cracker-jack”” rod, both for fresh and salt 
water use. 


15 minutes. 


So Convenient 
Can be assembled 
and burning in less 
than a minute. No 


pumping, no priming. 


Economical 
Only $6.95 retail. 
Burns- over 100 min. 


Lifetime Guarantee 
Made of sturdy, rust-, 
salt-, and acid-proof 
Monel metal. Solid 
brass burner. 








on 4 ozs. of gasoline. 
Ss BE READY FOR THE DEMAND 


National advertising in leading magazines will 
tell your customers about Taykit. 


SALES HELPS FOR YOU. Effective sales- 
producing counter cards, booklets, newspaper 
mats, radio announcements now ready. Free. 


ORDER WOW / From your JOBBER. og 


Just see how fast they selll 












, voce TRAVELERS EQUIPMENT COMPANY 
in LIFE Golf Clubs 335 Keeler Bidg., Grand Rapids, Michigan 
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MULTI-PURPOSE 
TROUBLE LAMP 


i: 
A REAL Money Maker 


Generous profits are yours when 
you feature this all purpose trouble 
lamp. These outstanding features 
cost no more: Easy open heavy 
duty guard. Push through safety 
switch. Improved shockproof rub- 
ber handle. Convenient tool tap. 
Underwriters approved cord, 
molded machine type plug spring 
action prongs. Everyone who sees 
this outstanding trouble lamp buys 
it—even those who own old style 
lamps. Complete line of trouble 
lamps covering all price ranges. All 
parts available. Deal direct at best 
factory discounts. Write or wire 
for catalog and prices today! 


SONTOS ELECTRIC CO. 
Dept. H AKRON 3, OHIO 
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Bar Sash Lift 
Smooth Finish 
Projection 1” 
4”x 11” 







mee 












Hook 
Gracefully Styled 
Die Cast Zamack 
3” Projection, 21/2” ht. 


Sash Fastener 


Functional Design 
Case & Strike 
Uniform Height 


Case 7%” x 24/2” 
WRITE FOR FOLDER 
COVERING COMPLETE LINE 


PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 
El Monte, Calif 





1126 Chico Ave 


n New York, Boston, Chicago 


enouses 
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|lievers in maintaining a well- 
| rounded inventory and endeavor 
to keep ‘drop shipments’ at a mini- 
mum. It is bad advertising not to 
have an item in stock. In our 
opinion the increase in ‘drop ship- 
ments’ is substantially attributable 
to our inability to get repair items 
| we used to stock regularly. In 
| many cases, as a last resort, we 
‘drop ship’ in an effort to com- 
| plete an order. 

| “Another reason for the in- 
| creases can be attributed to the in- 
|crease in business. There is no 
| reason why ‘drop shipments’ won’t 
| increase in proportion to volume. 
|Here is another angle. Certain 
| manufacturers have brought this 
| so-called evil on themselves by ac- 
| cepting orders from customers who 
operate their ‘wholesale’ business 
| on the ‘drop shipment’ method.” 


* 








ae * 


* ... Normally pre-war direct 
|shipments from factories ac- 
| counted for about 12 per cent of 
| our total volume—there were not 
a great many so-called ‘drop ship- 
ments’ involved—most of this vol- 
ume came from c/1’s shipped by 
factories to distribution points in 
our territory. We have never bur- 
dened our factories with small day- 
to-day ‘drop shipments’ of any- 
thing but unusual, special non- 
stocked items and not many of 
those. 

“Our direct shipments today are 
totalling about 6 per cent of our 
total volume. We have not changed 
our policy and are not burdening 
| our factories to protect ourselves.” 





. * * 


* ... We believe the ‘drop ship- 
ment’ increase is due to dealer- 
owned wholesale house and dealer- 

| wholesale co-ops. Their basic idea 
| is to carry very little stock and to 
| drop ship from the factory. They 
‘try to save 10 per cent in the nor- 
mal wholesale hardware procedure 
by drop shipping and eliminating 
the salesman and by the discount- 
ing of all invoices each week. We 
are very much opposed to this type 
of distribution and believe the 
manufacturer should awaken be- 
fore it is too late. They are trying 
to get the manufacturers to absorb 
the cost and service that they as 
wholesalers should rightfully as- 
sume.” 
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Shelby Fastens 3} 
Casement Windows } 





Shelby Casement Window Fasten- 
ers, Series 32-00-0, are built for 
$ long life and security of opera- 
tion. Because of the variety of 
strikes available, they are adapt- 
able for every type of installation 
—finishes for any requirement. 


> They're musts for new building 


Order from your Jobber 


20000000 








SPRING HINGE CO 


SHELBY. OHIO 
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Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 

Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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Coming Conventions 
And Events 


Corrected Each Issue According 
To Latest Data 


Ace Stores, 25th annual meeting 
and exhibit, Jan. 24-26, 1949, at the 
Hotel Sherman, Chicago. Sponsored by 
Ace Hardware Corp., 1319 S. Michigan 
Ave., Chicago 5, Ill. E. G. Lindquist, 
vice-president and secretary. 

American Hardware Manufac- 
turers’ Assn., 95th semi-annual con- 
vention to be held jointly with the 54th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 18-21, 
1948, at the Marlborough-Blenheim 
Hotel, Atlantic City, N. J. Charles F. 
Rockwell is secretary of the manufac- 
turers’ association with headquarters at 
342 Madison Ave., New York City 17. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ group with 
headquarters at 505 Arch St., Phila- 
delphia, Pa. 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night, Jan. 26 at the Wil- 
liam Penn Hotel. 

American Society of Architec- 
tural Hardware Consultants and 
National Contract Hardware Assn., con- 
vention and National Builders’ Hard- 
ware Exposition, Oct. 5-7, 1948, at the 
Palmer House, Chicago. John R. 
Schoemer, 420 Madison Ave., New York 
City, is executive secretary of the So- 
ciety and managing director of the as- 
sociation. 

Associated Pot and Kettle of 
America, convention, June 19-22, 1949, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 


Builders’ Hardware, national expo- 
sition and annual convention of the Na- 
tional Contract Hardware Assn., and 
American Society of Architectural 
Hardware Consultants, Oct. 5-7, 1948, 
at the Palmer House, Chicago. John R. 
Schoemer, 420 Madison Ave., New York 
City, is managing director of the asso- 
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HIGH QUALITY, LOW COST 
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UTILITY 
GRINDERS 


Lifetime lubricated ball bearings— 
two 6x%"" wheels, one coarse, one 
fine. Ideal for use in service sta- 
tions, industrial plants and home 
workshops. Bright red glossy finish. 
Available ratings: '/4 and 1/3 hp.— 
3450 rpm, using permanent split 
capacitor motor. For 115 V., AC 
service. 


ALSO UTILITY MOTORS 


Capacitor type heavy duty single phase motors—lifetime lub- 
ricated ball bearings. Standardized mounting dimensions. 
Ratings: '/4, 1/3 and '/2 hp at 3450 or 1725 rpm (1/3 and 
Vz hp motors supplied for 115/230, dual voltage service— 
V4 hp for 115 V. only). 





FROM 1/2 
to 2 H.P. et oe ee 

Write for 

ELECTR Og Complete 

MACHINES, INC. me and Prices 





Standard or De- 
signed to Your 


Specifications 


CEDARBURG, WISCONSIN 



























, EMART: ORDER YOUR 


UNIVERSAL Sprayers 
NOW! 


The demand for UNIVERSAL Sprayers keeps right on going up 
—a mighty good indication of their basic superiority, their 
constantly increasing popularity with the consumer, and the 
extra sprayer sales dealers who handle this line are getting. 
Decide, NOW to switch to UNIVERSAL, its by long odds the 
best line to handle. Send in your order immediately to make 
sure you have them when you want them. If your jobber 
can't supply write to us direct. 





The MOBL-SPRAY — ‘Mos! asked- 
for compressed air sprayer on 
the market; one.of a complete 
line of compressed air and hand 
sprayers 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. r 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


brows] NATIONAL 
\ NVNNIUL a ena] iniem ae 


STERLING * ILLINOIS 













DEALERS CATALOG 





Large Illustrated Catalog of 
Jewelry, Watches, Silverware, 
Giftware, etc. 

Printed with Code Prices. 
Orders Promptly Filled from 
large Stock which we carry. 

H. M. MANHEIM & CO. 

Established 1910 
87 Nassau Street, New York 7 


H. M. MANHEIM & CO. 9 
87 Nassau Street, New York 7 


Please send Dealers Catalog. 


Dealer's Name. 





Address. 








City. State. 








ciation and executive secretary of the 
Society. 

California Retail Hardware Assn., 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Market 
St., San Francisco, is secretary. 

Connecticut Hardware Assn., conven- 
tion, Jan. 25-26, 1949, at the Stratford 
Hotel, Bridgeport, Conn. Ned Russell, 
Harris Hdwe., Southport, is secretary. 

Housewares and Appliance Show, 
Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Houseware Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenbherg is exec- 


“utive secretary. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, 1949, at 
the Hotel Sherman, Chicago. William 
F, Ewart, 1194 Merchandise Mart, Chi- 
cago, is association secretary. 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 
secretary. 

Institute of Cooking and Heating 
Appliance Mfrs. convention and ex- 
hibit, Dec. 6-8, 1949, at the Netherland- 


| Plaza Hotel, Cincinnati, Ohio. Samuel 


Dunckel, Shoreham Hotel, Washington, 
D. C., is managing director. 
Intermountain Assn., convention, 


| Nov. 4-6, 1948, at Sun Valley, Idaho. 


Leon L. Weeks, 224 Continental Ave., 
Boise, Idaho, is secretary. 
Kentucky Retail Hardware Assn., 


| convention and exhibit, Jan. 18-20, 1949, 





at the Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louisville, 
is secretary-treasurer. 

Mill Supply Regional Meetings, 
sponsored by the American Supply and 
Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: October 29, 1948, Westchester- 
Biltmore Country Club, Rye, New 
York; Nov. 16, 1948, La Salle Hotel, 
Chicago, Ill.; January 13, 1949, Edge- 
water Gulf Hotel, Biloxi, Miss. 

Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at Minneapolis. Hotel headquarters. 
Curtis Hotel; exhibit, Minneapolis Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, is association secre- 
tary. 

Missouri Retail Hardware Assn.. con- 
vention and exhibit, March 8-10, 1949, 
at the Jefferson Hotel, St. Louis, Louis 
C. Kreh, 1189 Arcade Bldg., St. Louis, is 
association secretary. 

Montana Hardware and Implement 
Assn., convention and exhibit, Oct. 21- 
24, 1948, at the Civic Auditorium, 
Helena. N. O. Blevins, P. O. Box 1152, 


Helena, is executive secretary. 


Mountain States Hardware and Im- 
plement Assn., convention, Jan. 12-13, 
1949, at the Cosmopolitan Hotel, Den- 
ver, Colo. Mrs. Margaret A. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 

National Contract Hardware 


Assn, and American Society of Archi- 


tectural Hardware Consultants conven- 
tion and National Builders’ Hardware 
Exposition, Oct. 5-7, 1948, at the Palmer 
House, Chicago. John R. Schoemer, 420 
Madison Ave., New York City, is man- 
aging director of the association and 
executive secretary of the Society. 

National Hardware Show, Oct. 
12-16, 1948, at Grand Central Palace, 
New York City, Frank M. Yeager, 
managing director, National Hardware 
Show, Inc., 331 Madison Ave., N. Y. 

National Wholesale Hardware 
Assn., 54th annual convention to be 
held jointly with the 95th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., Oct. 18-21, 1948, 
at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Thomas A. Fernley, 
Jr., is executive secretary of the whole- 
salers’ association with headquarters at 
505 Arch St., Philadelphia, Pa. Charles 
F. Rockwell is secretary of the manu- 
facturers’ group with headquarters at 
342 Madison Ave., New York City 17. 

Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 15-17, 1949, 
at Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 
Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, is secretary. 

New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
15-17, 1949, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit at 
Municipal Auditorium. Nicholas H. 
Kiley, 509 Hills Bldg., Syracuse 2, is 
secretary. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, 1949, at Fargo. Headquarters, 
Gardner Hotel; exhibit, Auditorium. 
Miss Clarine Sherwood, 24 Clifford 
Bldg., Grand Forks, is secretary. 

Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 1-3, 
1949, at Oklahoma City. Headquarters 
and exhibit at Municipal Auditorium. 
Robert K. Thomas, 711 Wright Bldg., 
Oklahoma City 2, is secretary. 

Old Guard Dinner, Tuesday, Oct. 19, 
at 6 p. m. (during joint manufacturers 
wholesalers convention at Atlantic City), 
at the Hotel Brighton, Atlantic City, 
N. J. George H. Harper, 1901 Light 
St., Baltimore 30, Md., is in charge of 
arrangements. 

Pacific Northwest Hardware and 
Implement Assn., convention, Oct. 25-26, 
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STiksS 


HANDY! CLEAN! ECONOMICAL! 


PIPE JOINT SOLDERING 
COMPOUND a) FLOX wn 


IN STICK FORM STICK FORM 





@ No Surface 
Cleaning @ No 
Liquid e No 
Paste e@ Just 
Apply — then 
Solder e For 
Hot and Cold 
Surfaces e Non 
Running e@ Ideal 


@ Won't Dry 
Out e Handy 
as a pencil 
@ Positive Seal 
for Oil, Butane, 
Propane, Freon, 
Air, Water, Gas, 
Gasoline, Acid, 
Steam, Brine, 





Refrigerants. 

e@ Contains No 
Lead e Con- 
tains No Injur- 


for Copper and 
Brass Sweat 
Soldering @ For 
All Metals e A 





SIMPLIFIES SOLDERING e@ HANDY AS A i 








FLUX-Stz. 


Type for Alum- 
inum @ 2 Types. 


ious Ingredients 
@ 2 Sizes. 


-4 NO MESS - NO BRUSH - NO wast S 


Attractive Counter Display Boxes 
Stiks Sell Themselves. Write for FREE SAMPLES 


Lake Chemical Co. 633 N. WESTERN AVE. 


CHICAGO 12, ILLINOIS 





PE JOINT COMPOUND + HANDY AS A PENCIL 
























4 
y Zo 3 











Except for Metal Fasteners, 
This Rake 4 Made Exclusively of Bamboo 


SPECIFICATIONS. 


Overall Length ...........0.000.. SB” fo $7” 
Length of Handle ................ 45° to 48” 
eee 
TE, pcs kadoseneseascscnden MET 
PE Mt EE, cic ccccesenveceusesees Oe 
Length of «gs aaadaapaaanaemaee: 
Average Weight . - 19 ounces 


A two-nut adjustable “U” bolt fastens the ends of the tines 
to the handle and a square-nut bolt fastens the end of the 
handle to a reinforcing bar that is wired to the tines. 
100 are packed into a well-fastened bale protected by a 
heavy, woven jute fiber. A bale weighs approximately 120 
pounds, 


If your own dealer does not have a stock of these “best- 
buy bamboos,” write to us for the name of the nearest 


jobber. 


A FEW JOBBER AREAS ARE STILL AVAILABLE 


GENERAL EXPORT COMPANY 
IMPORT DEPARTMENT 


14 Sacramento Street San Francisco 11, California 














HARDWARE AGE, SEPTEMBER 23, 1948 





SINCE 1849 





SHELF HARDWARE 
WE'LL SEE 
YOU IN 
NEW YORK 
BOOTH 79 










ALL AVAILABLE IN: 
CAST IRON, PLATED 


CAST BRASS OR BRONZE, FRICTION POLISHED 
CAST BRASS OR BRONZE, POLISHED 
a WRITE NOW!! 


for 


CATALOG NO. 19 


ORDER THROUGH 
YOUR JOBBER 
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Again 
WITH SPORTSMEN 
HODGMAN’S 


Paklite 






I MATTRESS 


© Constructed of strong sheeting @ 
© Double coated with high quality 
rubber ® Special Hodgman ‘‘Double 
Vee” constructed partitions ® Hand- 
made throughout ¢@ Vulcanized after 


making © Lock type air valve ¢ 
3 popular sizes © Guaranteed by 
Hodgman. 


NO. 555 AIR PILLOW 
made of strong tan sheet- 
ing, coated on inside. Has 

\ “T" shaped partitions to 
q ss 6fit the face. 


HODGMAN RUBBER CO. 


Framingham, Massachusetts 
251 FIFTH AVE., NEW YORK, WN. Y. 
15 N. JEFFERSON ST., CHICAGO, ILL. 
121 SECOND ST., SAN FRANCISCO, CAL. 




















Neatsfoot Oils 
Processed 


from the _ foot 
bones of the finest healthy 
beef animals slaughtered in 


the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neatsfoot Oils. more uni- 
form, smooth and penetrat- 
ing. 
















SOFTENS 
PRESERVES 
WEATHERPROOFS 
STRENGTHENS 
. the fibers in all fine tanned leather 

MADE IN 3 GRADES 
Pure — Prime — No. 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 





Contains Mutton Tallow 
Made in Stick and Liquid 
Manufactured by 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 


| 














1948, at the Davenport Hotel, Spokane, 
Wash. J. B. Channing, 615 Empire State 
Bldg., Spokane, secretary. 

Southern California Retail Hard- 
ware Assn., convention and exhibit, Feb. 
22-24, 1949, at Long Beach. Headquar- 
ters, Wilton Hotel: exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, is secretary. 

Tennessee Retail Hardware Assn., 
convention, Feb, 21-22, 1949, at the Ho- 
tel Peabody, Memphis. Morris Jones, 
P. O. Box 784, Nashville, is secretary. 

Texas Hardware & Implement Assn., 
convention and exhibit, Feb. 7-9, 1949, 
at Dallas. Hotel headquarters, Baker 
Hotel; exhibit, Adolphus and Baker 
Hotels. R. M. Souder, 814-15 Texas 
Bank Bldg., Dallas, is association secre- 
tary. 

Western Retail Implement and 
Hardware Assn., convention and ex- 
hibit, Jan. 18-20, 1949, at Kansas City, 
Mo. Headquarters, Hotel President; ex- 
hibit, Municipal Auditorium. William 
J. Shaw, 224 Rialto Bldg., Kansas City 
6, is secretary. 

West Virginia Hardware Assn., con- 
vention and exhibit, Feb. 17-19, 1949. 
at the Hotel West Virginian, Bluefield. 
James C. Fielding, 1628 McClung St.. 
Charleston 2, is association secretary. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, 1949. 


at Milwaukee. Headquarters, Hotel 
Schroeder: exhibit. Milwaukee Audi- 
torium. H. A. Lewis, Stevens Point. 


Wis., is secretary. 

X Club Luncheon, Tuesday, Oct. 19, 
1948, at 1 p.m. (during joint manufac- 
turers-wholesalers convention at Atlan- 
tic City), in Chevy Chase Room, Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George H. Harper, 1901 Light 
St., Baltimore 30, Md., is in charge of 
arrangements. 


Burr Blue Book 
Saw Shop Prices 


Burr Mfg. Co., 8931 Venice Bldg., Los 
Angeles, 34, Cal., has issued its first 
blue book of Saw Shop Prices. Book is 
divided into three main sections—first 
makes a comparison of all the highest 
prices reported, second part includes 
prices that should be charged as recom- 
mended by saw manufacturers, and sec- 
tion three, break down on different 
kinds of hand saws, also prices for knife 
grinding. 


Glass Wax Fall 


Campaign Brochure 


Gold Seal Co., 55 E. Washington St., 
Chicago, Ill., has prepared a sales- 
men’s fall campaign brochure for glass 
wax for cleaning silver, glass, porcelain, 
tile, ete. 
























CHROME PLATED 


WOOD SCREWS IN THE 
RE-FILL BOX 


% 8 sizes round head 

¥% 8 sizes oval head 

% Individually marked 
compartments 


Write for complete information on 
Sharon's 56 assortments. 


SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 


FOLDING CHAIRS 


uM les. Upholstered & 

Tebits"Rimcbors flag Yabis 
PROMPT 
SHIPMENT 


ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 
T4 


ASELLS ON SIGHT! 


Dealers! New CALF-TERIA NIP- 
PLE PAIL, sells on sight to calf 
raisers. Endorsed by colleges, 
feed companies, top dairy- 
men. Immediate delv. 
Write for SAMPLE PAIL, 

full details. Dept. 9 



































Meet us at the 
National Hardware Show 


Space 549 


Grand Central Palace, New York 


All-metal Cookie Press and 
Cake Decorating Sets, and 
Wire Meat Racks 





ZACHMAN & CO. 5004 WILSON AVE. CHICAGO 30 
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SELL THE “FIRST CHOICE”... IT’S ELECTRO-LINE } 


Electro-Line Fence Controllers —"First Choice” for Eye 
Appeal — Customer Satisfaction — Dependability and F hector / | 
Economy. The complete line—Electro-Line—A controller 
for every purpose. Order From Your Local Jobber 
— ELECTRIC 
FENCE CONTROLLERS } 
ELECTRO-LINE PRODUCTS CORP. 


120 North Broadway 
Milwaukee, Wisconsin 






























Everybody is talking about Clinton 


N & M ixing— NEW ERA Peat Humus and Potting Soil. 

Ready to Use! All the life giving energy, all the moist, fresh bacteria 

Ces cnineed Guile tates is “sealed in” . . . in moisture proof, acid proof 
$ h ati z\ oA to throw away old brushes plastic bags. Ideal for potted plants, flower gardens, 


Gadi that are stiff and hard! A 
PRODUCTS simple application of this 
special preparation and easy selling. A trial order will soon show you that 
even in the most stubborn 
cases, will make old brushes 
as soft and supple as new! 
Can be used over and over 
again. A fast seller—a neces- 
sity wherever paint is sold. 
Write to 


Shetticld Zrorege 


PAINT CORPORATION 
CLEVELAND 6, 


window boxes, etc. Attractively packaged for 


there’s a real profit for you here. 











From your local 
distributor or write 
for price and details to 


CLINTON NURSERIES 


Clinton, Connecticut 









tre new household 
word for “curtain stretcher” 


Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handle. Special design makes it 
easy to set up or take down—its many features mean satisfaction, sales 
and profits. Write for descriptive literature and discounts. 









SCREW NAILS 


eae * . bs 
el OE, 57.99 | SF 55.99 


HOUSEWARE SALES CORPORATION 
NEW YORK 1, N. Y 













: Tes? 
COMRUGATED STORAGE CHEST 1150 BROADWAY 
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CUSTOMER 
SATISFACTION 






SEE US 


N | 
When you install 
| Skillman you are 
NEW YORK | 2s: 
Quality,gained by 
| 70 years’ experi- 


ence in the man- 
ufacture of fine 


NATIONAL HARDWARE | = 
| 


SHOW — Oct. 12-16 
SKILLMAN! 


AMALITE, INC. 
DP cerlers | NOTICE 


Booth 230 
CARPENTERS’ and MASONS’ 
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‘| MANUFACTURERS’ AGENTS! _ || Di 
L - V E L S | Be listed in the Al 
5 lel __# Dependable | Nineteenth Edition a 
eoCt« oa | | of the 
; ae. NEW! 
=| | -penrecte? | 2 HARDWARE AGE | 
=| _. -10-<0 Catalog Availabl | 
q — VERIFIED LIST | 
=| . if you handle hardware and kindred products 
= | and your operations are predominently in the 
=| Write for your 
= tod 
Beene es. \| aa HARDWARE FIELD 
=| . ae \ ~ There is no charge or other obligation ) 
——| oe ean = for this listing service T 
———h Peerless a leader for over 30 years 


SEND FOR LISTING BLANK fesse: 


LEVEL & TOOL HARDWARE AGE 


100 East 42nd St. e New York 17, WN, Y. 


COMPANY 
TERLING, ILLINOIS 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 





MARSHALLTOWN 






















YOU’LL NEVER’ MISS A SALE 


wattle 
= 
SCREW HYDRAULIC 


MASONRY DRILLS 


wiTtH Carbide Tips 











LEVER 
Jacks | 

@ The Most Complete Line | 3 HEX BODY 
since 1899 | 

© Notionally Advertised | EXTRA LENGTH 

IMMEDIATE SHIPMENT TYPES STRAIGHT FLUTE 


21650 HOOVER RD. DEROIT 13, MICH. « 5210 SAN FERNANDO RO. GLENDALE 3, Cal 


Now t's 10th Year! 


Egat NU?r & 
MOP 
Cellulose Sponge Line 


















There’s a Minute Mop fast-seller to speed every house- 
hold cleaning jot. Women want and BUY the popula 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win 
low Brush and Squeegee. Toi-La-Kleen, and the long 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


. s . . e = 2 
| Distributed exclusively through your jobber ny Sn Fg? hy 





° All made of Du-Pont Cellulose Sponge. Write or phon: 
Made exclusively for ee 


AMERICAN IMPORT CO., San Francisco, California | | M Tht: MOP (0 Bc Be ac 
aa A e CHICAGO 16 ILL. 


























MR. MANUFACTURER: | PICTURE HANGERS. 


One low-cost contact gives you 


and other quick-selling items 
for the Hardware Trade 





| @ NATION-WIDE DISTRIBUTION 
@ AGGRESSIVE PROMOTION 











TL 


Picture Hanging Sets * Picture Wire * Push Pins 
i, a REE Closet Rod Brackets * Wardrobe Loops 
Giley. wheiiieue Mead ware duaiiacnits enecinee Friction Catches * Shower Curtain Hooks 

| |] Wire in small coils in galvanized and black 


@ FORCEFUL PRESENTATION 


SOTOLURY Soleb mela cue. Clmmar tcea\e tg cmela. Sia 


complete promotion to insure you continue 1S 
Ph e sales Made by an old established firm— 
and sold thru your jobber! 


TRU-TEST ae ae ae f_— — 
GAKES & COMPANY | 251 CAUSEWAY STREET 
650 SOUTH CLARK STREET « CHICAGO S, ILLINOIS E. H. CO. BOSTON, MASS., U.S.A. 


Rad@Devil ¥ 
THE LEADER SINCE 1872 


Red Devil Gloss Cutters ond other glaziers’, 















































. painters’ tools and machines are designed to the 
times—there’s no substitute for quality 
Send for Catalog 19 
RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 
1948 
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assified Aduertising Rates 














Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 


Help Wanted, Accounts Wanted 
Each additional word......... 10 





Positions Wanted 


(Special Rate) set solid, maximum, 


Allow Seven Words for Keyed Address 
or Your Address 


| 
| 

| SOP WIEE. 6 nose sccccvcccscesseeese $2.00 
| 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


| Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of publication. 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 

















| Help Wanted 





SALESMAN FOR RETAIL HARDWARE, 
HOUSEFURNISHINGS AND PAINT STORE. 
Must be experienced. Write full details to 
Charles Librett Inc., 184 Huguenot St., New Ro- 
chelle, N. Y. 








Sales iwen Wanted 


PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for 
Representatives to sell to Hardware and Plumb- 
ing Supply Jobbers. Akron Supply Co., Inc., 315- 
317 Stanton Street, New York 2, N. ¥. 





TED — SALESMAN THOROUGHLY | 
EXPERIENCED in Builders’ Hardware and Con.- | 
tract Hardware to take over newly created | 
territory on an exclusive basis, selling nationa!ly 
known and advertised line of locksets, cabinet 
hardware and door trim. Commission basis. Must 
have established following among wholesalers and 
jobbers, and be able to handle large contract 
hardware accounts. Only thoroughly qualified men 
will be considered. Give full particulars in first 
letter. None others will be considered. Reply to 
Box M-396, care of aes Acz, 100 East 
42nd St., New York 17, N. 








SALES REPRESENTATIVES WANTED 


Nationally Known Old Line 
Manufacturer Expanding Sales Policy 


Experienced Retail Dealers’ Salesmen Required in 
Wisconsin, Ulinois, indiana and Ohie. 


EXCELLENT OPPORTUNITIES FOR THE RIGHT 
MEN. ESTABLISHED EXCLUSIVE TERRI- 
TORIES. COMMISSIONS ON REPEAT 
BUSINESS. HARDWARE TRADE 
ACQUAINTANCE ESSENTIAL. 
Minimum earnings should easily exceed $6000.00. 

Good Salesmen Should Double That! 

Calling on Hardware Trade, Department & Seed 

Stores, ete. 

Address Box M-457, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














ROPE SALESMEN, MANILA ROPE — 
SISAL ROPE, Long established trade necessary. 
sideline. Write fully giving references. Address 
Box M-431, care of Harpware Ace, 100 East 
42nd St., New York 17, Be 





SALESMEN WITH _ FOLLOWING TO 
VISIT HARDWARE RETAILERS or Hobby 
Shops wanted by N. Y. Wholesaler. 834% Com- | 
mission, protected territories. We _ stock 4 





chanics’, machinists’ and auto tools. Good oppor- 
tunity for sideline. Many territories open. Write 
stating experience to Box M-498, care of Harp- 
ware AcE, 100 East 42nd St., New York 17, 
N.Y. 


WANTED SALESMEN—NOW CONTACT- 
ING ARCHITECTS, Contractors, Wholesale and 
Retail Builder’s Hardware Stores can make $200- 
$400 extra per month handling new established 
builder’s hardware products, Write Parlyn, Ltd., 
707 So. Broadway, Los Angeles 14, Calif. 





WANTED: HARDWARE JOBBERS OR 
COMMISSION REPRESENTATIVES to sell 
our line of Cylinder Night Latches and Deadlocks | 
throughout the States. In reply give full resume 
of your hardware experience. Mallin Lock ny. 
Co., Inc., 1116-1120 Myrtle Ave., Brooklyn, N 





| 
| 


CUTLERY MANUFACTURER HAS 
SOUTHERN STATES TERRITORY OPEN 
for Salesman to sell to hardware, sporting goods, 
department stores, and drug stores retailers. 
Must have own car. Over two-hundred accounts 
established. Straight commission. Reply 
100 East 


alread 
Box -488, care of Harpware AGE, 
42nd St., New York 17, N. Y. 











MANUFACTURERS’ REPRESENTATIVES | 


Prominen’ Manufacturer of Paint Special- 
ties, producing outstanding Line of Alum- 
inum 7 Gold Paint, Oil Colors and Japan 
Colors has Opening for High Type Repre- 
sentatives in New England, Texas, Kentucky, 
Tennessee, Mississippi and Alabama Terri- 
tories. 
Write Box M-4%3, care of papeyase aoe 
100 East 42nd St., New York 1 











| 42nd St., 





_] [Scien Representatives Wanted] [Sales Representatives Wanted 


MANUFACTURERS AGENT WANTED 
CALLING ON Hardware and Mill Supply Job- 
bers to sell a High Grade Line of Circular Saws. 
In reply please state the territory you cover and 
what lines you carry. Address Box M-484, care 
of — Acz, 100 East 42nd St., New York 
1/7, 





SALESMEN VISITING HARDWARE, VA- 
RIETY, DEPARTMENT AND GROCERY 
STORES. A New Moth Proofing Solution, five 
year guarantee, used for treatment of garments, 
rugs and furniture. Add this to your line. Good 
commission, protected territory. Write to Signal 
Laboratories Company, 2648-50 Woodhill Road, 
Cleveland 4, Ohio. 





SIDELINE SALESMAN WANTED BY 
MANUFACTURER OF HOUSEWARE ITEM 
with outstanding re-order record. A solid item to 


add to your line. Good territories available. 
Please give full information first letter. Address 
100 East 


Box M-480, care of Harpware AGE, 


42nd St., New York 17, N. Y 





SIDELINE SALESMAN WANTED BY A 
LARGE MANUFACTURER of a Full Line of 
Leather Do& Collars, Harnesses, Leads, Muzzles, 
etc., to call on hardware, sporting goods, house 
furnishings, and variety dealers and jobbers. 
Protected territory; liberal commission. Address 
Box M-497, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





PROFITABLE SIDE-LINE FOR SALES- 
MEN CALLING ON Hardware and Paint 
Stores. Replies confidential. Write for details to 
Box M-485, care of Harpware AcE, 100 East 
New York 17, N. Y. 





SALES MAN - EXPERIENCED - BUILDERS’ 
HARDWARE, LOCKSMITH SUPPLIES AND 
SERVICE. Full time. Cover New York City 
representing leading manufacturers’ distributor. 
Call contratcors, architects, real estate manage 
ment, institutions. Substantial drawing, car al- 
lowance plus commission. Please give complete 
background of experience and average earnings 
last three years. Address Box M-483, care of 
Harpware AGE, 100 East 42nd St., New York 
iy, B. ¥. 


HARDWARE AGE, SEPTEMBER 23. 1948 





Job! 
scre 
tory 


in 
Mf; 


WI’ 
Lou: 
seve 
of | 
plun 
nove 
chan 
hous 
care 
Yor! 


LI 
TIO 
Age 
Deal 
ware 
M-4% 


St., 


AC 
43, v 
sires 
Ohio 
lay, 
salar 
repre 
Box 
42nd 


AT 
IBE] 
on d 
to jo 
Prese 
no ol 
South 
trave! 
mana; 
tions 
Harp 
17, N 


HAR 


s, 


r. 











unted 


NTED 
pply_Job- 
lar Saws. 
over and 
484, care 
lew York 


tE, VA- 
OCERY 
ion, five 
‘arments, 
ne. Good 
o Signal 
ll Road, 


D BY 
, ITEM 
item to 
vailable. 
Address 
D0 East 


BY A 
Line of 
Luzzles, 
, house 
jobbers. 
Address 
0 East 


sALES.- 

Paint 
tails to 
10 East 


omplete 
arnings 
are of 
y York 


1948 











Chassikied Opportumitien. Section... 








|| Accounts Wanted 





[Sales Representatives Wanted] [Accounts Wanted 
| 


NEW, CLEVER, FAST MOVING ITEM for 
Hardware, Automotive, Plumbing and Electrical 
Jobbers. Super Driver is a light hammer and 
screwdriver combination, low priced. All terri- 
tory open except Midwest. Give full information 
in first letter to Sales Manager, Mueller Bros. 
Mfg. Co., P. O. Box 839, Fort Wayne, Indiana. 


ESTABLISHED MANUFACTURER OF 
TUBULAR LATCH AND LOCK SETS, Re- 
versible Cylinder Locks, Kitchen Cabinet Hard- 
ware; seeks Representation among jobbers, con- 
tract hardware jobbers, lumber yards, etc., for the 
following territories: Eastern and Central Penn- 
sylvania, Delaware, Southern New Jersey, Cen- 
tral and Western New York State and Northern 
New England. All territories fully protected. 
Commission basis. Address Box M-486, care of 
pangeans Ace, 100 East 42nd St., New York 17, 
x 'Y 





| Accounts Wanted | 





MANUFACTURERS REPRESENTATIVES 
WITH COMPLETE COVERAGE City of St. 
Louis, Mo., and St. Louis County, can handle 
several additional lines suitable for sale to Jobbers 
of hardware, electrical supplies and equipment, 
plumbers supplies, furniture, paper, notions and 
novelties, dry goods, variety and general mer- 
chandise, chain and department stores. Ware- 
housing facilities available. Address Box M-428, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


LINES WANTED. SEVERAL  ADDI- 
TIONAL LINES DESIRED by Manufacturers 
Agent covering Indiana and _ Illinois Hardware 
Dealers, Particularly interested in Builders Hard- 
ware but this is not a requisite. Address Box 
M-481, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y 





ATTENTION MANUFACTURERS — Seek 
additional lines for northeast Ohio and western 
Pennsylvania market. Thorough coverage. Reli- 
able and dependable merchandiser. Well and 
favorably known to the trade. Your inquiry 
solicited. L, Robert Wittrock, 8510 Linwood 
Ave., Cleveland 6, Ohio. 





INDIVIDUAL WITH MIDTOWN NEW 
YORK OFFICE DESIRES TO REPRESENT 
Three or Four Out of Town Manufacturers in 
hardware and related lines. Address Box M-482, 
care of pannus Ace, 100 East 42nd St., New 
7, Bw. F. 





NATIONAL DISTRIBUTORS 
Established— Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 

















SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis, Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 

















ACCOUNTS WANTED. EXECUTIVE AGE 
43, with 22 years sales management experience de- 
sires to represent high grade firm Northeastern 
Ohio. Can and will devote eight hours each Mon- 
day, Tuesday, Wednesday. Presently employed, 
salary exceeds $10,000.00. Better three days top 
representation, than six days mediocre. Address 
Box M-491, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





ATTENTION MANUFACTURERS. HI CAL- 
IBER, EMPLOYED SALESMAN now calling 
on dealer trade will consider change to line sold 
to jobbers, department stores, and large dealers. 
Present volume in excess of $250,000. Location 
no object but experienced in Middle West and 
Southeastern Sections. No objection to extensive 
travel. Executive caliber capable of serving in 
management capacities. Only substantial proposi- 
tions considered. Address Box M-471, care of 
Harpware Ace, 190 East 42nd St., New York 
17, N 








LINES WANTED 


MANUFACTURER'S REPRESENTATIVE CALLING 
ON WHOLESALE HARDWARE, LUMBER AND 
BUILDERS' SUPPLY HOUSES THRU-OUT 
PENNA., OHIO AND W. VA., WANTS LINES 
OF MERIT. WRITE BOX M-386, CARE OF 
HARDWARE AGE, 100 EAST 42nd ST., NEW 
YORK 17, N. Y. 











ADDITIONAL LINES WANTED. MANU- 
FACTURERS’ REPRESENTATIVE (es- 
tablished 1935 in Chicago, handling mill and 
factory supplies, small machinery and alloy tools) 
has resumed operations and will give regular 
coverage to the leading industrial points in North- 
eastern Wisconsin from headquarters in Green 
Bay. Inquiries from manufacturers of paper mill 
and dairy industry supplies and equipment desir- 


ing effective, busiress-like representation in this 
we distributing area are invited. [.ockwin 
& Company, Box 114, Green Bay, Wis 








MANUFACTURERS’ AGENTS 
INTENSIFIED COVERAGE BY 4 MEN COVERING 
ILL., IND., & WISCONSIN. 1 
JOBBERS & HOWE. CH 
JOBBERS, eer ston 


THEIR RETAIL DEALER a 
EE E. LANE COM Y 
624 So. Michigan Ave. a Mlinols 














MR. CABINET HARDWARE MANUFACTURER 


If you make a good line, which is priced 
right, we can sell it for you. 3 man sales 
organization covering Eastern States. 
We know the outlets and have proven 
sales record in other lines. 

LET’S TALK IT OVER RIGHT NOW. 

Address Box M-490, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 




















MR. MANUFACTURER 


WE WANT ANOTHER 
LINE TO SELL 
HERE ARE FACTS 


1. We cover 21 Mid-Western, Central and 
Southern States. 

2. Seven high class, experienced salesmen, 
resident in their territory. Offices in Kan- 
sas City and Chicago. 

3. Coverage 5 or 6 times a year. 

4. An old, established sales organization 
with ample financial background. 

5. We have the respect and confidence of 
every worth-while Jobber, Department 
Store and Chain in this area. 

6. Our few present lines are well estab- 
lisned. We have room to do an aggressive 
selling job on one more line. 

7. We are interested in housewares, traf- 
fic hardware lines, traffic electrical appli- 
ances or accessories (not interested in 
radio or major appliances). 

8. We offer a manufacturer as a single 
unit, quick and complete coverage over a 
large productive territory at a fixed sell- 
ing cost. 

9. We want a line capable of substantial 
sales volume—one we can live and grow 
with. Only high class, reputable lines will 
be considered. 

10. Personal interview easily arranged. 


Address Box M-500, care of ee ‘anes 
100 East 42nd St., New York 17, N. Y. 








(Classified Opportunities continued on page 236) 
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|___ Positions Wanted | [ Business Opportunities Citas Opportunities | 


HARDWARE MAN. 


SIVE, 12 YEARS ALL-AROUND 
PERIENCE, formerly Assistant Buyer with 
Well-Known New York Purchasing Agency, also 


familiar all phases export, last two years export 
manager in Canada, wide range of contacts, seeks 
new connection, also interested in representing 
reputable firm, preferably manufacturer, available 
to go anywhere. Address Box M-499, care of 
Harpware Ace, 100 East 42nd St., .New York 
ie ae A 


COLLEGE GRADUATE, AGE 33. SUC 
CESSFUL EXPERIENCE IN SALES calling 
upon hardware, mill supply, electrical and plumb- 
ing supply jobbers throughout the Southeastern 
Area. Well acquainted with the trade. Prefer 
substantial drawing account against commission. 
Will consider nothing except a connection that has 
a very definite future for one that wi'l work and 
produce. Address Box M-489, care of Harpwark 
AcE, 100 East 42nd St., New York 17, N. Y. 





RETAIL CLERK, AGE 32 WITH 20 YEARS 
HARDWARE EXPERIENCE. Thoroughly _ac- 
quainted with Starrett, Brown and Sharpe, Luf- 
kin, Greenfield and Cleveland Lines, also Mill 
Supply and Bui'ders Hardware. Store layout ex- 
perience, window display and merchandising, 
Know stock control system, now employed A-1 
reference. Address Box M-479, care of Harp- 
_— Acgz, 100 East 42nd St., New York 17, 





GOOD DETAIL MAN, BROAD OFFICE 
EXPERIENCE includes sales letters, quotations, 
analysis, catalogue, advertising production, war- 
time procurement, priorities, office management, 
12 years with one hardware manufacturer, mar- 
ried, B.S. degree, sensible salary requirements. 
Prefer N. Y. or Penn State outside of Metro- 
politan Area. Address Box M-464, care of Harp- 
ge Ace, 100 East 42nd St., New York 17, 





SUCCESSFUL EXECUTIVE, VERSATILE 
SALESMAN, substantial producer, merchandiser, 
thorough business knowledge, will exclusively and 
incisively represent rated manufacturer in Metro- 
politan New York and possibly New England. 
High income potential essential, Now employed 
by AAAI Co. Best references and connections. 
Confidential. Address Box M-494, care of Harp- 
a 3 Ace, 100 East 42nd St., New York 17, 





[ Business Oppotunitiea | 








1,000,000 
STEEL HOOK CLIPS 1%” x %” 
DISPOSAL — 60¢ per M 


Shipping weight 8 lbs. per M. Packed 1M per box, 
shipped in original wooden cases, 10 boxes per case. 
Packed for export. Weight 84 lbs. per case of ee 
Cube 1.8. Samples on request. Terms: F.0.B., N.Y. 
STANDARD TAG CO. 
65 Duane Street New York 7, N. Y. 
WO 2-3296 














YOUNG, acres. | RETIRING FROM BUSINESS, MUST 


SELL 
specializing in tools, builders hardware, plumbing 


GOOD RETAIL HARDWARE STORE, 
supplies and paints. Excellent location, com- 
pletely modern with fixtures, long lease, low rent. 
Doing approximately $175,000.00 annually. For 
further details write P. O. Box 392, Fast San | 
Diego 5, Calif 

| 

| 

pment 
HARDWARE; I AM LOOKING FOR EX- 


MANAGER OR _ OUTSIDE 
SALESMAN, to join me in established factory 
mill supply store, mechanics tools, machinery 
business: reason expansion, too much for one man 
to handle; to a good man am willing to sacrifice 
half share: $15,000. Replies strictly confidential 

location Newark, New Jersey. Address Box 
M-487, care of Harpware Acr, 100 East 42nd 
St., New York 17, N. Y. 


PERIENCED 


WAR SURPLUS. UNIVERSAL JOINT %”, 
Square Drive #8 Snap-On Mfg. $5.95 doz., Cole- 
man Generators T 44G .$2.55 doz., 6 doz. per box, 
Band Saws, Wood, 200" Roll Heav Gauge 4”, 
4", %” 6%¢ per + Santediies Tempered 
Steel Galvanized 34” x 12” Hook Ends $4.00 doz. 


Drawer Knobs Bakelite, Light Brown 14” En 
cased Brass Screw 10/32 Nut 4 gr. box $3.60 
Gross, Hack Saw Blades Tungsten Steel Flexible, 


Great Neck Factory Packed 10/24, $3.50 gross. 
F. O. B. New York, Address T. Hoffman, 101 
East 102nd St., New York, N. Y. 





OPPORTUNTIES IN MANY COMMUN. 
TIES FOR THE PURINA FRANCHASE — 
Purina Chows for livestock and poultry, sanita 
tion products, farm supplies under Checkerbvard 
label, rural America’s best known trademark 
Find out what being a Purina Dealer can mean 
to you. Write Dept. C., Ralston Purina Co.. 
2505 Checkerboard Square, St. Louis 2, Mo. 





CLOSE OUT— PAPER BOXES 


¥%e¢ EACH (5M or More) 
1¢ EACH (Less than 5M) 
Gov. Surplus, Top Quality 


1-Pc. Folding, Glued Side, Tuck Ends 
ve op = se ( 690 to 50% bdl) 
2 M 24%x15¢%6 (1000 to 55% bdl) 
2M2 x2 x4 _ ( 600 to 35% etn) 
2 ov . ive 3¥2 ( 750 to 40% ctn) 
x12 ( 600 te 75% ctn) 


Pc. bao ones Side, Tuck Ends, Full Tel. 
32M 2x2x2 (600 to 35% ctn) 
24M 2x2x6 (600 to 75% etn) 


2-Pc. Fold., Full Tel., Tuck Lock Ends 
*14M 10% x4x2 (200 to 46% bdl) 
11M @ x2x2 (400 to 50% bdl) 


All Solid Kraft except those marked (*), which are 
Single Brown Lined Chip. All Caliper .033 to .034 
except the 60 M and 14M Lots, which are Caliper 
-031, Last dimension given is the depth. Offered at 
such prices only because must clear warehouse, Sold 
only in full cartons or bundles, as per quantities and 
approximate shipping weights shown above. Samples 
on request, subjectt prior sale. Prices net, cash with 
order, F.0.B. Tacoma. Ship by boat if desired. 


EAGLE PAPER BOX CO. 
106 South 28th St., Tacoma, Wash. 











FOR SALE. CLOSING OUT—3,000 Gallons 
Bright Red Barn Paint in 5-gallon pails. $1.7§ 
per gallon delivered free within 500 miles of 





povinaeet, Ill. Becker Paint & Varnish Co. 
Dept. B, P. O. Box 54, Bay City, Mich. 
FOR SALE: WHOLESALE HARDWARE 


BUSINESS ESTABLISHED IN 1893. Located 
in Western Maryland, serving Western Maryland, 
adjoining West Virginia and Pennsylvania. Gross 
sales in 1947 over $435,000.00, indicated 1948 
gross sales over $500,000.00. Never a losing year 
since established. Exceptional profits.. Excellent 
connections, a and credit. A partnership. 
Reason for se'ling, age of manager partner. Sale 
price of business, ‘aon $175,000.00 eopenting 
upon inventory. If real estate included, owne 
and rented from estate of deceased partner, about 
$250,000.00. Address Box M-496, care of Harp- 
ware AcE, 100 East 42nd St., New York 17, 
Ww. ¥. 








FOR SALE 


ONE OF THE FINEST, MODERN HARDWARE 
STORES IN A THRIVING INDUSTRIAL TOWN 
IN NEW JERSEY. Owner retiring account of 
health. Building has 10,500 Sq Ft. Area. Entirely 
modern inside and out, really a model store. 
50 Ft. front by 100 Ft. deep. Established name 
for over 25 years. Business setup for industrial, 
retail and jobbing business due to the extent 
of the many top lines on a direct factory buying 
for years. Clean inventory of all top brands. 
Long lease available. $100,000. Terms arranged 
and it's a gift for the right parties. Address 
Box M-495, care of Hardware Age, !00 East 
42nd St., New York 17, N. Y 














WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 


Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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Police Departments Tvouchens € the U. S&S. recognize the 


“PEERLESS HANDCUFFS 


as the best Handcuff made 


weicut 10 ounces 
wean, Z /Swiverto 





WARDROBES, CHESTS, UTILITY CABINETS, AND CLOSET ACCESSORIES 
KEEP YOUR EYE ON E-Z-DO! — OVER 101 SUCCESSES NOW 


— bud More AreOn The Way! \pEERLESS HANDCUFF CO. 





E-Z-DO + 261 FIFTH AVENUE + NEW YORK 
1855 Industrial Street, Los Angeles, Calif, SPRINGFIELD, MASS. 
1128 Merchandise Mart, Chicago, Ill. There is no satisfactory substitute 





for a Peerless Handcuff 








SPECIAL OFFER! CAST IRON 


NOW AVAILABLE! 
ANGE. THE CHOICE OF 


BURNERS PROGRESSIVE DEDEERS 
$950 New Designs in xm 


Other Models Available 
Write For Catalog 








































om Cn = Follow the lead of large, progressive 
individual adjustable ped- dealers and stock up with fast-selling FRANZITE 
CONTAINER of rust-resit: GRIPS for Colt, Smith & Wesson, Hi-Standard, 
ing terne plate with Ortgies, Luger and Mausers. Offered in a wide 
ROCHESTER magnetic choice of beautiful designs in ivory, pearl, walnut, 
gauge finished in beautiful onyx, ete. 
white FLEX-O-LAC forged ‘ 
brass one-piece leak-proof Dealers’ catalog and liberal dealers’ discounts sent on request 
Dealer Inquiries Invited tan ao “-P SPORTS IN 
BARRIDON OIL BURNER PRODUCTS, INC. , INC., (Mfrs.) 
1429 Park Street Hartford, Conn. 5501 Broadwoy Dept. HA-2 CHICAGO 40, ILL. 





































WRITE 
FOR 
CATALOGUE 
4 types milled 
jows, packed in 
pocketsize roll. 
ra K-D 10K 
4%," long. fe 
Mechanic Hobbyists PLIERS KIT 
in, Cee (FORGED STEEL, TEMPERED) Sheers 
Homeowners, etc. ¢ Trimmers Pinking Shears Buttonhole Scissors 
Tailor Shears School seers = ry ae 
la on aba a, Cotter’ > ewe Fire Resistant Boxes 
, 
THey' RE K=[ Toots | UNITED CUTLERY & HARDWARE PRODUCTS CO. 
K-D MFG. CO. LANCASTER, PA. 108 East 16th Street New York 3, N. Y. 

















THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 





ROPE - BINDER TWINE - BALER TWINE - TYING TWINE PLYMOUTH, MASS. 
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-—“FINGER GRIP’ 


THE ADJUSTABLE CLIP 


IDEAL FOR 
“PARKING” TOOLS, 





WITH A HANDLE. 
SMALL—MEDIUM 
LARGE 


“HOLD EVERYTHING’ 
The Favorite With 





FASTENS TO ANY WOODWORK 
Home Workshop ''Fans'’ ADJUSTS IN A JIFFY @ 


ARTHUR I. PLATT & CO. 


FAIRFIELD, CONN. 


























ENAMELWAR 
SINCE 1909 


WEST VIRGINIA 
200 Fifth Avenue 
NEW YORK, NEW YORK 


DUNBAR, 
14-117 Merchandise Mart 
CHICAGO, ILLINOIS 





ALUMINUM LEVEL 
with 
INTERCHANGEABLE 


VIAL CASES 


IRE LEVELS 


LWAUKEE 13, WISCONSIN 


| 10> Ga Amn o) a al 


Genuine DOMES of SILENCE 
SLIDE SILENTLY - 10) Bab Aa Oleh aol & 4 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Nome 





“Comes 


Domes of 
Rubber Cushion 
Noiseless, 
chairs and a 


Ask yeur Jobber. If he is fo 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C. 


not supplied write 
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"Schulles 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 


factory for repair. 
Interested in handling complete line? 


SCHULTES LE 


17403 GABLE e 





Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 
A great selling point to user! Eliminates bother of returning Levels to 


DETROIT 12, 


"Schultes loved — 


*PATENTED AND PATENTS PENDING __ 





Weite for details. 


VEL INC, 


MICHIGAN 














| SELL MORE DRILL PRESSES... 


FASTER... SAFER 


PLANER & SHAPER 


FITS ANY ayer PRESS 







PA 


Machined and balanced — 
simple to operate — ideal for, 
all precision woodworking. 

Comes complete with 3 Plan- 
er Knives. Set of 3 Mould- 





UTILITY 
FOOT SCRAPER 


For Mud, Dirt and Snow 


An all season Scraper that scrapes 
mud, dirt, snow, etc., from soles and 
heels of shoes. Heavy gauge steel all 
welded construction for long service. 
EFasily inserted in ground at front or 
rear door entrance or in cement for 
new homes. 
Lowest Prices In The Field 


$7.20 PER. DOZ. SAMPLE $1.00 


Order now for fast 
$82.08 PER GR. sales and profits. 
F.0.B. Chicago 


Prompt delivery. 


Shipping weight 13 Ibs. per doz. 
1% 10—net 30 to rated firms. 


od NON rea PRoriry 


MAKE AN 


T This inexpensive 
tool helps sell drill 
presses by convert- 
ing them into either 
a planer or a shaper 
—quickly—simply. 

Woodworkers or 
hobbyists recognize 
its value immedi- 
ately—be the firs' 
to offer this new 
Planer-Shaper at- 
tachment for dril! 
presses. 


Cost in lots of 12— 
List less 40% 















Actuo! 
Necessity Size 
For Every 8" 
Home! High 
6" 
A Fast Wide 
$1.00 
Sight Green 
Ename! 
Setter Finish 








































L. F. HUTAR CO., 336 N. Central Ave., Chicago 44, Ill. 
eo ’ 
* w 
pe “GASPRUF” ; 
M4 GAS TUBING 
® Only “GASPRUF" has the 6 
big sales features that mean 
e bigger and more profitable 
2S gas tubing sales. 
& He American Gas Assn. Approval band... 
7 
* 
° TLANTIC 
e TUBING & RUBBER COMPANY 
T ESTABLISHED IN 1864 

GARDEN HOSE CRANSTON 5 © RHODE ISLAND 

PLASTIC TOILET SEATS 
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BRUSH 


The BIG SELLING CLEANER 


that REPEATS and REPEATS 
BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 








a nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz, 








Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
use—mixes with water 
—works so easily. 


FOR SKEET & TRAP... EXPERTS 
CHOOSE HERCULES RED DOT 


. .. because it gives precision patterns 


Consumers 
Patching Plaster 


+++ mixes white 





in cold water. 





No checking or 





with light recoil under all weather con- | 


ditions. Specify Red Dot when you order 
trap and skeet loads from the ammvu- 
nition manufacturer. 


HERCULES POWDER COMPANY 
938 Market St., Wilmington 99, Del. 


MARK OF HERCULES POWDER COMPANY xSB-5 





TT N Ld ee 


OF PLUMBING, HEATING AND 
OIL BURNER SPECIALTIES 





Tubular Traps Water Gauge Sets 
Cast Traps Medicine Cabinets 
Ballcocks Basin Faucets | 
Boiler Stands Sink Faucets 


Pipe Joint Compound Relief Valves | 





Tiger Grip Li- 














shrinking. Quick 








Paste— bond to old 
ed favored for use P 
=> on wood floors _—~Plaster without 
<IGERGRIP —only a thin izing. 1 = 
*\GER GRIP ate dentate sizing. In 1, 212 
= no special tools & 5 Ib. cartons; 
seftieen | Gaasee of 2, 5, 10 & 15 Ib. poper bags; 50 Ib. 
spreader. /2pt., bags—100 & 300 Ib. bbls. 
| ee — ere PH, at, 1 ES 


gal. containers. ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


'$T. LOUIS 6, MO. 


1515 N. HADLEY ST. 


~ 














A SALESMAN THAT DOESN'T 
DRAW A SALARY 

FREE COUNTER 

DISPLAY STAND 


Builds Volume Sales 









Regulating Valves 


Ridgid Tools 
Soap Dishes 
Stop & Wastes 
Gate Valves 
Radiator Valves 


Takes Little Space 


Sturdy Construction 


Easy to Assemble 





Compression Fittings 
Mixing Valves 
Gas Hot Plates 






Reduces 







Mark-downs 


Gauges Bathroom Accessories 
Gas Space Heaters Toilet Seats 
Gas Cocks Grease Trans 


. Plumbers Chemicals 

Sweat Fittings China Handies 

Copper Tubing Washers of all types 
Watts & Minneapolis Honeywell Controls 
Many Other Kindred Products 


WRITE FOR CATALOG AND PRICE LIST 
Insist on “DANDEE” 


C. 1. Snecialties 





Add this NU-TOP Counter Display Stand 

to your sales force. It's smart, it sells, 
it's free. You'll sell more pads with less 
counter space .. . fewer mark-downs. Con- 
structed of steel, it's finished in blue and white 
with an attractive illustration. SEE YOUR HARD- 
WARE JOBBER for yours TODAY! 


~The METALOID Co. 




















PLUMBING PRODUCTS Co. 


5815 KINSMAN RD. * CLEVEEAND 4 OHIO 


145 N. Washington St Boston 14, Mass. 
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LIGHT SEMI-FIN | 














New “NATIONAL” Packages help you handle 


Fasteners Faster... 





QUALITY FASTENERS IN QUALITY PACKAGES 


In the past year, we have presented to the trade a line 
of packages which really “knock your eye out”. With 


. @ Wood Screws @ Carriage Bolts @ Cap Screws 
easy-to-read labels and a simple color code to help you =e Machine Screws @ Lag Bolts © Cotter Pins 
fill orders fast, they have hit a new high in fastener © Stove Bolts © Tapping Screws © Machine Screw Nuts 
— @ Machine Bolts @ Semi-Finished Nuts © Wing — 
merchandising. ; 


“National” makes the most complete line of standard 
fasteners offered by any manufacturer. There’s a real 
oe advantage in handling this quality line with its uniform 
packaging and strong merchandising appeal. 


Do you have our new, “Easy-to-Find” Price List? It’s ’ Noti 
a timesaver, too. Ask your distributor for one. a ‘A Of a 


THE NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 




















panel OR Brun op 
‘S* Guaranteed by 4 
Good Housekeeping 


‘J 
wor as avennisto WES 





® Exclusive features... convenience features...safety features...simplicity features... 
these are the things that make MIRRO-MATIC “America’s most-wanted pressure pan.” 
_ Use them when you sell, to sell more... faster. 


MIRRO 


THE FINEST ALUMINUM 


Ask your jobber for MIRRO-MATIC 


A) 
5D \ ALUMINUM GOODS MANUFACTURING COMPANY, MANITOWOC, WISCONSIN 
| VEAP ,' World's Largest Manufacturer 


: of Aluminum Cooking Utensils 
FIFTH AVENUE BLOG., NEW YORK 10 MERCHANDISE MART. CHICAGO 54 








